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First in the Drycleaning Industry Since 1910 


Hiring, Training and 
Motivating Your 


Sales Personnel .. . 





4e takes 2... 


for complete solvent cleaning 


AYFL© pu 
FY SW 


y ou can expect a team of two to be doubly effective—when 








one member complements the other. 

Team up Johns-Manville Hyflo and Hysweet*, 
especially with charged systems—get the double 
advantage of longer operating cycles and sweeter 
solvent, free of insolubles and undesirable solubles. 
Hyflo is the industry’s original high-speed 
filter powder. With near-automatic 
operation, it removes all insoluble 
impurities and dirt . . . keeps garments 
fresh and odor-free . . . assures you of 
maximum solvent life. It reduces 
spotting time. And because the addition 
of Hyflo prevents clogging, your filter 
screen is protected and you can operate at 
lower pressures for longer periods. 

Hysweet is an all-new solvent sweetener that 
removes more free fatty acids, yet takes out less 
detergent, than any other sweetener on the 
market today. It prevents filter pressure 
buildups and eliminates need for frequent 
distillation. Result is more work completed 
with fewer shutdowns and smaller solvent ou 

J-M Hysweet 


NOW— Complete J-M Service for 
Drycleaners: 


: c in the red-label 
inventories. ib . ... Hyflo in the blue-label bag. 
For the name of your nearest Hyflo and Lig? z J-M Dealers—there’s one nearby 
Hysweet dealer, write Johns-Manville, Box ready to serve you. 
14, New York 16, N. Y. In Canada, Port J-M Drycleaner's Handbook 
‘alae : py gia Sa ask your dealer for the 7th 
Credit, Ontario. i Edition. 
J-M Engineers —for help on any 
operating problems. 
J-M Drycleaning Laboratory 
constantly studying the latest 
cleaning methods. 


o 


@) JOHNS-MaANVILLE JY 


*®Hyflo and Hysweet Trade Marks Reg. U.S. Pat. Of 





BUCKEYE (COIL IG 


designed for PERCHLORETHYLENE Plants only! 


INSTALLATION REPORT: 
uckeye 
CODE 166 
REPORT NO. 


te 
LOY & 


DATE Feb. 2, 1958 


PROCEDURE THIS TEST: 
~~ MAKE OF MACHINE 


NUMBER OF LOADS 
POUNDS CLEANED 
CLASSIFICATION OF LOAD 


NUMBER OF PIECES 
NUMBER OF PIECES SPOTTED _& = 


WET CLEANED 
RERUN 
PASSED _ 4 


REMARKS 


ts 
all figures verified by actual reper 
*Trademark of the Davies-Young Soap Company 
tuU.S tp No. nee Canadian Pat. No 
528758: other patents pending. 
Puts the DRY back into Dry Cleaning! —T bs oemaiiieaieness 
Embodied in this new Davies-Young synthetic de- 
tergent—BUCKEYE CODE 166—are all of the o. 
Buckeye-developed anti-static properties which pro- A V/ £. id OUN G 
duce the famous “LINT-FREE CLING-FREE”* 
Dry Cleaning Processt. Prove it and profit by it in 
your own plant. Contact your local Buckeye Dis- Producers of Quality Products for the Dry 
tributor now, or write us. Cleaning Industry Since 1844 
NATIONAL CLEANER & DYER, October, 1958. Publ 
1 5 I 


ished m 
Editorial Office 305 ust 45th Street, New York 17, N. Y. Sul 
N 10. Entered as 2nd : ter April 21, 1948, at the Post 





UTOPIA DRY CLEANERS in Kearns, Utah. 


WILFORD E. CHRISTENSEN, 
Mar. of Utopia Dry Cleaners. 


A NATIONAL SYSTEM has increased the record-keeping efficiency and operating economy of the Utopia Dry Cleaners. 


“Our ational System 
saves us 1,000 a year... 


pays for itself every 6 months.” —utopia Dry Cleaners, Kearns, Utoh 


“Our new National Invoicing and 
Pricing Machine has eliminated 
costly errors caused by hand-written 
figures and mental addition, as well 
as greatly reducing the time required 
to handle our bookkeeping work,” 
writes W. E. Christensen of the 
Utopia Dry Cleaners. “This increase 
in efficiency has resulted in an im- 
portant reduction in our operating 
costs. 


“We no longer need to audit each 
invoice because our National prints 
the description and cleaning charge 
for each garment received. Our Na- 


THE NATIONAL CASH REGISTER 


1039 OFFICES IN 121 COUNTRIES 


tional also provides us with a printed 
total on each invoice and a grand 
total of all invoices at the end of the 
day. 


“By increasing our record-keeping 
efficiency and cutting operating ex- 
penses, our National System saves 
us more than $1,500 a year, pays for 
itself every 6 months.” 


—_ 2? 
Mgr., of the 
Utopia Dry Cleaners 


COMPANY, Dayton 9, Ohio 


HELPING BUSINESS SAVE MONEY 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular 
yearly profit. For complete informa- 
tion, call your nearby National repre- 


sentative today. He’s listed in 
the yellow pages of your “=m 
phone book 
“TRADE MARK REG. U.S. PAT. OFF. 
SWaltional ; 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
wor paper (No Carson Reauinep) 
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MOST WATER , 
REPELLENTS 

LEAVE FABRICS Ca 
TOO STIFF 


C y 


‘» Rainco 


Ss. 





yy Ends Water Repellent Problems... 


a powerful NEW water repellent 


Signal Raincote is a new type formulation that gives a 100% spray 
. 5 3 





rating when used on articles that have been cleaned in a no-rinsé 


system. Does not leave fabrics stiff but does restore the original 


mill finish 


MOST WATER 
REPELLENTS ARE aii: i ; . hire ien . . — 
NOT EFFECTIVE ¢ PROTECTS FABRICS FROM 4 ECONOMICAL TO USE — 
DUE TO “SOAP” RAIN AND WATER-BORNE DILUTES 5 TO 1 
RESIDUE AND STAINS 
WILL REWET 

@ LEAVES FABRICS RESISTANT # DILUTES WITH SYNTHETIC 

TO WRINKLING OR PETROLEUM SOLVENTS 





FREE promotional material to help 
Se ee = you sell this extra charge... 
Opes of fabri. for all kinds of wee Extra Profit Service 


garments from 
Rain Stain 





-|Newspoper 
and Direct 
Mail Mats 


Hang Tags = 
‘Ap a 
Colorful a 


— . tT mane the 
Window | 1 Wk soircom 


—— : = = Test Today. 


Demonstration 


Send for FREE BROCHURE entitled 
“10 Steps To Extra Profit”. 


, | 


é | 
Y, Ei 


\ \ 
CHEMICAL MFG. CO, ING) 4208655 


5020 RICHMOND RD. | ci 
BEDFORD, OHIO _— 


October, 1958 
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With all the current hysteria over 
earth satellites and guided missiles, it 
seems to me we should worry more 


about conquering the problems of inner 
FEATURES space, rather than outer space, . . . Whil 
we progress scientifically and technologi 


Do It Now—Part IV By Art Schuelke cally we are in the dark ages so far as 
Your sales growth depends upon three things: how you hire, train and getting along with our fellow man is con 


; 


notivate yot iles personnel. Give yourself the tests in this article to see cerned . . . unfortunately, the most con 


stant thing in the world is human nature 

: As long as the Iron Curtain countries 

How To Manage a Multistore Operation By Lou Bellew 
Long-range planning in this large plant has « l unique store fran- 

hise arrangement. The same thinking has bro thout layout, equipment 


distribution changes that save $60,000 a year in payroll alone 


persist in flexing their muscles we have 
to be on the alert But it’s a shame 
ill nations can’t get along as well as 


ind 


we do with many of our Western allies 


Spotting Made Easy By Cort Antonson Just a vear ago I had the wonderful 
Part 9—This concluding articl he series gives further tips on stain good fortune to appear on the convention 
lentification and removal. Read hou lle paint, glue and metallic programs in Australia and New Zealand 

This year that fine break goes to Bill 

Boyd of Emery Industries, deservedly, 


for the second time I hope their 


LCATA New England Educational Clinic 


See the pyr im oan i ; vhibit 


conventions are the best ever, and know 
that Bill’s presence will help make them 


How To Cut Direct Labor Costs By Richard Vinocur so 


Improved methods, plus a ibli ius 1, ha rought big savings te 
, , 


ive plant vision the other night and was amazed 


wai meetings 


Stayed up for a late late show on tel 


that over half of the cast has long since 


passed on. . . . When I told a friend of 


CONVENTIONS mine about this he said he saw a TV 
movie the other night that was so old it 
«il bec i on ceo’ b N « ce } Ce 
Garment Wear Keys NID Back Home Day nad m prodaced by Ninetoont® Con 


tury-Fox 


Floridians Look Ahead Now that schools and colleges are 1 
opening for the fall term, it’s time for 

Teamwork Midwest Theme ‘ cleaners to arrange talks before home 
economics groups. . The instructors 

Georgians Ponder Wash-and-Wear Problem and pupils are being surfeited with 
propaganda on wash-and-wear 


Plan Ahead, Virginians Told They'd better hear our side of the story 
too . These students are our potential 
customers within a few years, unless we 


DEPARTMENTS forfeit them to the do-it-yourself boys 


Statehood brings our Alaskan readers 


Business Builders Legal Decisions . By A. L. H. Street just that much closer to us. I hope our 
friends in Hawaii win their fight for 
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Signs of the Times 
Annual Conventions re ’ : He who rolls up his sleeves seldom 
Questions and Answers loses his shirt.—Art Schuelke 


N.1.D. News Advertisers’ Index 


Association Notes The Customers Always Write 


REPRINT SERVICE FOR OUR 
READERS—Please write promptly if you 
. , t of ic 
SUBSCRIPTIONS: United States and Canada, $4.00 per p> ane ng Cast ie 610 pong Amy of 
yeor; foreign countries in postal union, $6.00 in ad } - 00 4 
o p t des of a 
MAIL CHANGES OF ADDRESS AND vance. Single Copy: United States and Canado, 50 6 ae en ie ay ‘Additional 100's 
SUBSCRIPTION ORDERS TO ents; foreign, 75 cents. Guidebook Issue: $1.00 A at 81.70. one side: $1.90. two sides. Mini- 
NATIONAL CLEANER & DYER, October, 1958. Pub mum order is 100 r ints. For reprints in 
The Natione! Cleaner & Dyer. 305 lished monthly by Business Popers Division, The Reuben color or reprinted spreads or folders 
East 45th Street. New York 17. New H. Donnelley Corporation. Executive and Editorial Of- please write for prices and additional in- 
Y ork Chonee of address should fices, 305 East 45th Street, New York 17, N. Y formation. All prices F.O.B. Lancaster, Pa. 
each us one month in advance Volume 49, No. 10. Entire contents of this publication - . . 
overed by general copyright, 1958, The Reuben H Address the Editor ; 
Please nclude your city delivery Donnelley Corp. All rights reserved. Title registered in 7 x NATIONAL CUBANER & Dyer - » . , 
rone number U. S. Patent Office. Entered os 2nd class matter June 305 East 45th Street, New York 17, N. Y. 
1948, at the Post Office, Lancaster, Po., under the 
act of March 3, 1879 











NATIONAL CLEANER & DYER 





Advertisement 


success story 


Here is a success story which has no parallel in the drycleaning industry 


INVENTED IN 1952 


In 1952 automatic moisture control was an unheard of 
technique. In March of that year Street’s Dr 
Mathews read his paper to the delegates in attend- 
ance at the national convention of the American 
Chemical Society. His research on micelle structure 
in hydrocarbon solutions led to the invention and 
perfection of STREET’s ELECTRONIC CONDUCTIVITY 
CONTROL UNIT. 


INTRODUCED IN 1953 


Street’s introduced Conpuctiviry CONTROL to the 
industry at the NID National Convention in 1953 

There followed a spontaneous response which 
represented one of the most overwhelming votes of 
confidence ever witnessed in American industry. Ex- 
pressing complete confidence in the integrity of 
Street’s research staff, and the responsibility of 
Street’s management, over 2000 cleaners purchased 
a revolutionary apparatus sight unseen, with only 
the reputation of the manufacturer to guide them. 

This is all the more amazing when considering that 
before becoming eligible for CONDUCTIVITY CONTROL 
each plant was requested to convert to the 2-Bath 
method, so that all garments could be rinsed in dis- 
tilled solvent 


CONFIRMED IN 1954 


The following year, 1954, Street’s utilized the facil- 
ities of NID, where a research fellowship was con- 


ducted over a period of three months. The results of 


this fellowship, reported in NID Bulletin F-14, con- 
firmed the results reported by the 2000 pioneers. 
The combination of 4°; 886, ConbucTivitry Con- 


TROL and a separate distilled rinse later became 
identified as the MycEL PROCEss, now recognized as 
the mark of distinction for drycleaners. 


5000 USERS BY 1956 


Having stood the scrutiny of the NID fellowship, 
and having proven its practicability in over 2000 
first-year installations, CONDUCTIVITY CONTROL was 
then ordered by thousands of additional cleaners for 
use in the 2-Bath method. By the close of 1956 over 
5000 installations had been made, and in four short 
years an industry was revolutionized. 

These 5000 alert plantowners were not impressed 
with the many fantastic short-cuts offered as sub- 
stitutes. The claims for no distillation, no separate 
rinse, no automatic moisture control and greatly re- 
duced concentrations of detergent failed to influence 
these 5000 thoughtful operators. 


SUCCESS PROVEN IN 1958 


Today the success of the Myce, PROCEss is more in 
evidence than ever before. Those who have had ex 
tensive practical experience with the Myce. Proc- 
ESS are more than ever convinced that (1) automatic 
Conductivity Control is essential to uniformly safe water- 
soluble soil removal; (2) that a 4%, charge cleans better 
than a dilute charge; (3) that Formula 886, even though 
dark in color, produces whiteness retention which is 
definitely superior to any of the light colored detergents; 

4) that a separate rinse provides the only sure way of 
preventing streaks and swales when using a concen- 
trated charge; (5) that there is no substitute for distilla- 
tion, and that distillation of a rinse bath, instead of the 
charged bath, provides the only means of using a con- 
centrated charge with a detergent cost of less than 50c 


per hundred pounds of garments cleaned. 


YES, the development of the MycEL PRocEss with CONDUCTIVITY CONTROL, 
and its acceptance in over 5000 of America’s leading plants, tells a success 
story which is unprecedented in the drycleaning industry. Others interested 
in the MyceL Process may enlist the services of one of Street’s 50 highly 
trained technicians. Write to R. R. Street & Co. Inc., 561 W. Monroe St., 


Chicago 6, U.S.A. 


October, 1958 








BUSINESS 





bers, for individual or cooperative drycleaning will not only ease the 
promotions, at nominal prices, Oscar home burden of washing but that it 
will cause the garments to look like 


new without mussing and rumpling. 


signed series of news F. Nielsen, secretary of the group, 
ind button tags in reports very good acceptance, with 
vince the consumer that about 75 plant members now partici- 
is the best bet for wash- pating in this campaign. 
varments has been de 


by the Nebraska State Dry 
Associatior The mats and 


Ad cop emplovs the s OgIci e 
py employs the psychological — Ggunter-Card Promotion 


twist of congratulating the consumet 


on having made a good buy in wash- 





fered to the group's mem and-wear clothing. It suggests that 


Pb the 
Phusmers! 


® Cutting Costs 50% 
and Saving Time! HALF POCKETS 
SB alilileliltem dagelad 
® Vastly Improving 
a lacelaulelile-Melite. 


Results in Every 

Samples of pocket lining on display 
in the call offices attract plenty of 
consumer interest to an important pro- 


Department! 


motion recently sponsored by Swan 
Cleaners, Columbus, Ohio. 

Rather than merely talk about re- 
placing worn-out pockets, the firm 
prepared red-and-black counter cards. 
Actual pieces of fabric showing two 
sizes of pockets were mounted on the 
card. Both full-size and _ half-size 
pockets were shown with the price 
for replacing each. The card was af- 
fixed to the cash register just inside 


Reports show 4 out of 6 presentations 
pay off! Are you hitting this 
Jack-pot? If not, cash in on our 
all-out cooperation offer! 


Countless- 


Proven applications the front entrance. 


Free Distributor-Cooperation includes 
services of specialized field repre- 
sentatives to plan installations and 
solve system problems of your large 
and small accounts... Let’s hit 
the sales Jackpot together! 





~ ADORESS 





ZONE STATE 


to your every Mark 


ing, |ldentification 


Piece Count plus Unit 


Control System 


HUMl for free! 


MAIL THIS COUPON 
TODAY! 


Mail me 
the FREE Catalog 
of Pre-printed Marking and 


—— Identification Togs & Systems 


.or ASK 


your JOBBER 


Counter girls at the stores, located 
throughout the city, suggested the 
service to every customer who brought 
trousers into the plant for drycleaning. 
The promotion proved very beneficial 
in boosting revenue from this sideline 
during the campaign. 


Free Circus Tickets 


As early as six o'clock on a summer 
morning boys and girls of South- 
bridge, Massachusetts, were standing 
in line at Like-Nu Cleaners with gar- 
ments to be cleaned. The reason: 
Louis Ciprari, owner, was giving the 
first 100 youngsters in line free tickets 
to a local circus held for the benefit 
of the town’s Exchange Club scholar- 
ship fund. Promotion tied in with phi- 
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It's Here! 
The 50-pounder of 
TU MCMC IPROFITS for you today! 


The Vic Komet streaks ahead of all other 
0-pounders! It has the Most GENEROUS 
CYLINDER ever designed for a 50-pounder 
Compare— you'll find Vic’s is the most 
conservatively rated.) It has the famous 
V1BRO-PROOF SPRING MOUNTING that ab- 
sorbs vibration, permits immediate 
installation on second or third floor. It’s 
DrraL-O-Mati you change the cycle any 
time at the flick of a dial. Choose yours 
now in either two-bath or one-bath. It’s 
the Vic Komet for top production and 
top profits—see your nearest Vic jobber 
quick as a flash! 


. 


00 Ab 8 MG 8, 2) te 


OOOO 


OI 


No other 50-pounder can 
make all these statements: 


It’s a 50-pounder with a 14.54 
cubic feet cylinder! 

Compare this to any other 
50-pounder on the market to- 


day! 


It’s a 50-pounder with a 3000 
gallon tubular filter! 
Other size filters available 


It’s a 50-pounder with split 
tank construction—two-bath 
operation in one-bath floor 
space! 


It’s a 50-pounder that pre- 
vents intermingling of the two 
solvents! 


It’s a 50-pounder that gives 
BIG, BIG, BIG solvent mile- 
age! 


It’s a 50-pounder with handy 
Vic Level Control that washes 
lightly and heavily soiled ar- 
ticles at any preset levels! 
It’s a 50-pounder at an at- 
tractive low price! 


hee AAA 


Write today for more details, Dept. No, 350 


MmUEINUFACTURING COMPANY 


m3 HAWTHORNE AVE. ° MINNEAPOLIS 3, MINN. 





CAPACITIES FROM 20 TO 100 LBS. PER LOAD SLES AND SERVICE IN ALL PRINCIPAL CITIES 


October, 1958 





Caldas. 


ALL-STAR TEAM 


Dry Cleaning Soaps 
FORMULATION NO. 14174 
KONTROL 
PERMEATE 


Spotting 

AGX 
CHARGAID 
ECCOFORM 

H W SOAP 
KOBO 

0.G.P. 
PERMEATE 
SOLBUMEN 
SPOTTING PENCILS 
SPRAY SPOTTER 
TRISOL 
WETSOL 


Bleaching 
CENTURY BRAND 
SODIUM PERBORATE, N.F. 
KWICK BLEACH 
PARAGENE 
TITANIUM X 


Sizing 
DRISIZE 
DUBL-DUX 
(concentrated water repellent 
—<dry side 
DUXCOTE 
(water repellent—wet side) 
ECCODUX 
(water repellent—dry side) 
ECCOSIZE 
SIZIN 


Leather Specialties 


COLORFLEX Base Colors 
COLORFLEX Top Finish 
COLORFLEX Top Finish Thinner 
NON-IONIC LEATHER SOAP 
NUSUEDE 


Catore cnamiens 


AND DYESTUFF COMPANY 


1490 FRANKLIN ST., DETROIT 7, MICHIGAN 





lanthropy brought out the town’s chil- 
lren, their parents’ drycleaning work, 
ind the photographer of the local 


pape! 


Simple Display Draws Traffic 


the plant store ot one of Strom s 
Custom Cleaner 
] 


operations Is located 
Seattle Washington. 
Foot traffic in the area is high, but not 


n owntow! 


too many people were paying atten 
tion to this store 

Thanks to the 
the employees, this attractive but sim- 


The girl 


made the figure 


ingenuity of one of 
display re illy stops traffic 
in the 
h ivy) cardboard and a tew 


plant from 
cents 
vorth of water colors, Two or threes 
pebbles and the 


little sign < mpleted the setting 


] 
palm leaves some 


The sign at the “hunter's teet 
a good cleaner? 
here it is.” Mr. 


Strom attributes a definite pickup in 


states: “Hunting for 
Look no more 


drop-off trade to the display. 


Shadow-Box Displays 





Shadow boxes add an original note 
to the call office at Dell-Franklin 
Akron, Ohio. Counter girls 
in the plant prepare the displays and 


( leaners 


change them seasonally 
Actual photographs of 
throughout the 


backgrounds 


resorts 

world are used as 
during the summe! 
months, Miniature reproductions ap 
propriate to the settings are included 
in the display. One shadow box was 
made up of miniature dolls, sea shells 
and tiny Japane se umbrellas, Another 
one included a Swiss chalet 
artificial 


Swiss fisherman and twigs represent 


scetic 
complete with flowers, a 
ing a fishing scene 

Shadow boxes were mounted on the 
wall in front of the garment storage 
area. A piece of glass that slides up 
and down was added to protect the 
displays The shadow boxes ire light 
ed with fluorescent tubing 


Growing Plants Beautify Call Office 


Planter boxes filled with fresh plants 
ittract pleasant comments from cus- 
tomers who stop in the call office of 
Zengeler Cleaners, located in Win- 
netka, Illinois. 

Plants were arranged in two long 
boxes in the window at the 
front of the store. Boxes were covered 


planter 


with bricklike paper to blend with the 
bottom half of the walls. 

An unsightly radiator at the base of 
the display was converted into a win- 
dow seat by constructing a wooden 
cover over the unit. This makes a con- 
venient place for customers to sit 
while waiting to pick up an order. 
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TEAMWORK WINS GAMES! 


Dw cleaning calls for teamwork, too . . . the combination of good “players”’ 
and proper “coaching.” 

Eaton adds both of these important factors to your dry cleaning lineup: Seasoned, 
proven products PLUS the Eaton Stories, which give you fundamentally accurate 
directions to meet the problems you encounter daily in your plant. 

Here’s how you can get that “winning punch” you've been looking for: Order 
the Eaton Products you need from your Eaton jobber. Be sure you have your 
copies of Eaton's Dry Cleaning, Spotting, Bleaching, Sizing, and Leather Finishing 
Stories. Then use the products and FOLLOW THE DIRECTIONS IN THE STORIES. 
You'll see the difference. 


You'll find Eaton’s All-Star Team of “winners” listed on the opposite page. 


Eaton Products sold in Canada are made in Canada 


Sattn CHEMICAL AND DYESTUFF COMPANY 


Established 


theve 
1490 Franklin St., Detroit 7, Michigan | *) 858. Canadion Plants: Terente ond Windsor 
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AND LITERATURE 


Chevrolet Trucks for 1959 Specifications and « ns According to the manufa ments. It 
re given for Unipress general turer, much stress has been steel construction, weighs 6 
utility presses, mushroom given to the features of safety pounds, and is 12 by 13% by 6 


presses trouser le 


is made of 26-gauge 


g presses, off- to the operator and ease of inches. The new louver tray 
t skirt presses and collar operation. Nonferrous construc- cabinet has a folding handle 
pers. The brochure also in- tion is featured for light weight and may be carried either 

cludes descriptions of shirt fin- and high durability. closed or opened. For storage 

units for drycleaners. All The KD Quick Bagger will use, the cabinet may be set on 

id presses are illustrated. handle any width and weight a table or hung on the wall. 

of the brochure or type of polyethylene. The For further information write 
ss write to The Unipress Co., In machine may be purchased with to the Rosenthal Manufacturing 

1959 Chevrolet truck 9900 Lyndale Ave, S Minnap- or without polyethylene tubing Company, 5033 N. Kedzie Ave 

ituring substantially ir lis 8. Mir w second roll attachment Chicago 25. Ill 

C. A. Bauserman, for the 
company, announces that a sus 

For Making Garment Bags tained national advertising pro- Ajr-Cooled Vault Units 

gram for the bagger will be 
backed up with personal field 
assistance from KD headquar- 
ters. Special assistance will be 
given in the Chicago area by 
Hal Ericson, designer ot the 
KD Quick Bagger 

For further information writ 

hear -- to The Keyes-Davis Company 

nal, 22 low-cab-forward P. O. Box 155, Battle Creek, 

Mich 


ised fuel « omy in the 
Bt antes I } 
ght-cduty line i new optional 
ower train for two heavy-duty 
ries 1derT nge of of tional 
juipment ind numerous en 
und. chassis improvements 


he number of models offered 


is been expanded to 
lifferent wh 
vehi weigl ratings 
trom 1000 to 36.000 
ds. This includes 96 con 
S forward-control 6 tandem 
iddition. t 
ind i new lux 
be announced later 


1959 Chevrol a New Storage Cabinet 


dels ( pictures A new carry-all storage cabi- 
flered with 8 net for use in laundry and dry- 
ot bodies. Also being de cleaning plants for carrying and 

i forward-control [he KD Quick Bagger for storing small items has been in A new line of air-cooled stor 

late 5 10 ! g garment b v 0 OV troduced by the Rosenthal ae vault units is now being of 

roll tubing is no ) Manutacturing Company fered by the Walter Haertel 

’ The new cabinet has three Company. The introduction of 

sections containing 13 compart- 4" cooling to storage vault 

equipment is said to eliminate 

the use of water, minimize op 


Greenacre Receives First DeKalb Forward-Van Unit n iting venga reduce — 
lation costs we use of a water 


lramati transmis ooling tower can be eliminated 
tilable as an option Haertel states 
els Fis The air-cooled units are of 
rmation write ow. “3 fered in a variety of sizes and 
Division y wa - =e models to take care of small 
De “a ’ storage areas as well as large 
ones 

For more information on the 
§ Air Cooled Vaultmaster and 
New Unipress Brochure ; Storagemaster write the Walter 
: Haertel Company, 2840 Fourth 

' phaser ea turing the new ' Ave. S., Minneapolis, Minn. 


presses 1S 


The Uni 


New Alteration Tool 


eS ae 








YOUR REQUEST Pictured is Larry Greenacre, bumper, 40 percent greater vis- 


tne aateae tetetiiidien Greenacre Cleaners, DeKalb, ibility, built-in dual rub rails 
' Ill., receiving keys for the first and heavy-gauge skirt. heavy- 
will get quickest and most production model Forward-van gauge vertical grill protectors 
complete attention as a unit manufactured by DeKalb and recessed headlights. De- 
Commercial Body Corporation. Kalb Forward-van bodies are 
it's written on your let The new Forward-van body available for all popular-make 
is available in three sizes—S8-, forward control chassis 
tion NATIONAL CLEANER 10. and 12-foot lengths. Fea- For further information write A new tool for the alteration 
& DYER tures include a front crash rail, DeKalb Commercial Body Cor- department is now being of- 
wraparound front and _ rear poration, DeKalb, Illinois. fered by B & G Lieberman 


worthwhile inquiry when 


terhead. Be sure to men 
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_— 
“‘CHEAP™ 
NOT CHEAP? 


A so-called “bargain” can very often 
be a most expensive deal! 


: A WE DO NOT SELL PRICE! 
“o 


We offer you the finest blind stitch ma- 
chine in the world . . . that will operate 
on every type and weight material and 
we guarantee real savings in your al- 
teration rooms. 


U.S. MODEL 
218-2 


is perfected exclusively for Dry 
Cleaners. 
It was designed with YOU in mind 


—to meet your alteration problems. 


Eliminates Expensive Hand-work. Be modern and prac- 
tical in your workroom . . . Make alterations pay. 


U.S. Model 518-2 is actually 2 Machines in ONE! 


Now in eye-resting color ... Soft Pastel Green 


Every U.S. Machine Owner and Operator is an enthusiastic U. S$. Booster 


ASK THEM! 


A machine is only as good as its needle . . . INSIST on GENUINE U. S. NEEDLES! 


U.S. BLIND STITCH MACHINE CORPORATION 


231 West 29th St. * New York 1 °¢ LAckawanna 4-9144 





CAUTION a 


i — A 


THE ORIGINAL 
ALL-PURPOSE WET OR DRY SPOTTER 


BUCKEYE 
PAINT, OIL and GREASE REMOVER 


SUPER SAFE ON ALL FABRICS AND COLORS! 


Thousands of plants all over the country agree that 
Buckeye Paint, Oil & Grease Remover is ‘‘Ameri- 
ca’s most effective all-purpose wet or dry spotter.” 

It is extremely successful for pre-spotting or 
hand-brushing. Efficiently removes grease, oil, 
rouge, lipstick, paint, food spots, varnish and hun- 
dreds of other hard-to-remove stains. 

Completely safe on ail types of silks, delicate 
synthetics and sturdy fabrics with colors that are 
dye-fast to solvent or water. 

Free rinsing, leaves no odor. 


LOOK FOR THE NAME BUCKEYE 


Contact your nearest jobber for information about 
this and other Buckeye products. 





DAVIES: YOUNG 


PRODUCERS OF QUALITY ORY CLEANING CHEMICALS SINCE 1844 


Company, Inc. The new Bot 
tom Stop Pliers will affix No. 5 
bottom stops with a flick of the 
wrist, it is stated. No 


stops may 


5 bottom 
be used on trouser, 
skirt and dress zippers and work 
The 


i supply 


pants, as well as cover-alls 


new tool comes with 
ot staples 

For further information write 
B & G Lieberman 
Inc., 9414 37th Ave., 
He ights 72. N. ¥ 
wickley Drive 
N. ( 


Company, 
Jackson 
or 1011 Se- 
Charlotte 3 


New Commercial Vehicles 


three-wheel 
utility 
been introduced in 
country by the 


Iwo new com- 
have 
this 


Innocenti Cor 


mercial vehicles 


just 


distributor of 
The 


unmnouncement was made by A. 


poration, U. S. 
Lambretta motor scooters 
Sinclair Gray, general manager 
of the corporation 

Called the FD-c line, the 
new Lambretta commercial ve- 
capable of carrying 
loads of over 750 pounds at 


hic les are 


speeds over 40 miles per hour, 
while delivering 75 miles per 
gallon of gasoline, says Mr. 
Gray. They are expected to find 
application as pickup and gen- 
eral transport vehicles. 

Engineering features of the 
new Lambretta include: a 
main shaft drive system; a new 
heavy-duty forced air 
148 c.c. one-cylinder, two-cycle 
engine; special high torque 
gear ratios; three forward 
speeds; reverse gear; hydraulic 
brakes on the rear wheels; a 
hand-operated starter; emer- 
gency brake for parking on 
hills, and a_ steering wheel 
damper for better control on 
rough roads. 

The new commercial utility 
vehicles come in two different 
models—a panel truck 
(pictured) and an open pickup 
truck. 

For further information write 
the Innocenti Corporation, 43 
W. 61st St.. New York, N. Y. 


cooled, 


closed 





YOUR REQUEST 


for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your let- 
terhead. Be sure to men- 
tion NATIONAL CLEANER 
& DYER. 











Coin-Operated Extractor 


The Red Ball 15 extractor de- 
signed specifically for coin-store 
operation has been introduced 
by the Bock Laundry Machine 
Company. It is a 
fully automatic, fluid-driven ex 
tractor which floor 
space of 2 by 3 feet 

The Red Ball 15 has operat 
permanently 
imprinted in the inside of the 
pop-up cover as well as on the 
exterior of the cover 

The machine is operated by 


15-pound, 


occupies a 


ing instructions 


inserting a turning the 
knob on the meter and closing 
will au 
cover, ex 


com, 


the cover. The machine 
lock the 
tract, apply the brake, and after 
a time-safety delay, 
cover open. The 
be opened while the extractor 
is In Operation, nor can the ex 
started while the 
All handles and 
gripping surfaces have been re 
moved from the cover to pre 
vent forcing of the cover-lock- 
ing mechanism. 

A large 17-by-22-inch illus 
trated wall poster is furnished 
with extractor complete 
with loading instructions. An 
11-by-34-inch window streamer 
is also furnished, advertising 
Red Ball Fast Dry Service. 

For full details and specifica- 
tions write to Bock Laundry 
Machine Company, Toledo Fac- 
tories Bldg., Toledo 2, Ohio. 


tomatically 


pop the 


cover cannot 


tractor be 
cover 1s ope n. 


ear h 


New Identification Machine 


A new marking machine, the 
Fold-O-Lectric, which feeds 
and folds a tag mechanically 
and electrically staples it to a 

Continued on page 101 
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© 
from the first. ; 


Everyone wants a beautifully finished shirt, and cleaners everywhere are fast 
recognizing that ashirt laundry department not only brings in more people—but more 
profits, too! To get the best results, and really boost your volume, you need the help 

of experts who can offer a proven method of operation. That’s where KOHNSTAMM’s 
H-K method of shirt laundering is of great help! We'll 


give you the benefit of 107 years of 
washing experience 


how even an inexperienced operator can turn out finest 
quality every time...give you time-tested directions that save time, trouble, and iron out 
For example, we'll demonstrate “Intersuds”, the 
a surprising brightener that washes shirts whiter, brighter, 
fresher... keeps satisfied customers coming back, bringing other customers with them! 

nt fast proof? Get the last word in shirt washing efficiency—and higher shirt profits 
by writing or telephoning your nearest KOHNSTAMM Service Branch today! 


; 


the “wrinkles” that cut down profits 


amazing new pure soap W itn 


H. Kohnstamm & Co., inc. 


NE YORK ; Pa Pla 4 AG 1, - . i ° 
Established 1851 Ew vo 7,89 ark ace CHICAGO 1 11-13 E. titinois St 


LOS ANGELES, (P. O. Address) 2632 E. 54 St., Huntington Park, Calif. 


Foremost Manufacturer and Distributor of Quality Laundry and Cleaning Supplies 
ALBANY + ATLANTA «+ BALTIMORE + BOSTON + BUFFALO + CINCINNATI! + CLEVELAND 


JACKSONVILLE « KANSAS CITY, MO. + MEMPHIS +» MINNEAPOLIS +» NEW ORLEANS + OMAHA + PHILADELPHIA + ST. LOUIS +» SAN ANTONIO «+ SEATTLE 


October, 1958 





* DALLAS + DENVER « DETROIT + GREENSBORO + HOUSTON «+ INDIANAPOLIS 





Hoffman MASTER-JET D 
“Cold” perchlorethylene 
unit. Single or 2-bath 
washing and extracting, 
40 to 50-Ib. load capacity. 
36” open-pocket cylinder 
600 RPM extraction.Com- 
plete with filter, solvent 
piping and exclusive CTC 


Team the Hoffman MASTER-JET 
with the new Hoffman Vaposaver. 
Combination drying tumbler 
and solvent reciaimer for use 
with perchlorethylene units. 
Fast condensation system 
recovers solvent completely 
in built-in tank. 40 to 50-Ib. 


capacity. 


Here's the new standard of comparison 


in drycleaning equipment. 


Take a good look at the new Hoffman MASTER-JET .. . 
compare it with anything else on the market . . . check CTC— 
available only with the MASTER-JET. Feature for feature . . . 
price for price . . . capacity for capacity . . . you can’t beat it. 
Call your local distributor for details . . . and for help in 
planning a profitable future in serving your customers with 
MASTER-JET cleaning. It’s the 1958 answer to your years- 
ahead requirements. 

*CTC—“Clear Through Cleaning” —is assured by the exclusive 
Jet Balancing design which features open-pocket deep rib cylinder 
... full free drop with each revolution . . . constant balance in 
the extraction cycle. 
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new leader in quality drycleaning 


The all-new 


HOFFMAN 


p-AROY 
Po Vo 


e 
@ HOFFMAN ¢ 


MASTER = VET 


DRYCLEANING 
EQUIPMENT = 


%, ss 
“iry pai’ 


DRYCLEANING UNIT 


with exclusive CTC * 


Streamlined ... compact... efficient ... 


Master Quality Cleaning with high profit return 


A satisfied customer is our first interest 


ICHOLSON 





OF WILKES-BARRE, PA. 
Distributors in all principal cities 


W.H. NICHOLSON AND CO., General Sales Offices—12 Oregom Street, Wilkes-Barre, Pa. 


October, 1958 





Syncior single-bath perc cleaning units 


now, AceCo comes 
to many more 


communities 


gh local distributors 


American-Olson Perc and American-Piazza Siudge 
Tubular Filters Petroleum Stills Accumulator-Stripper 


American's famous AceCo line of fine dry 
cleaning machinery is now available to 
thousands of drycleaners in communities 


never before served! 


Growing demand from dry cleaners in all 
parts of the country has necessitated 
these new channels of distribution. Now 
American's complete line of dry cleaning 
equipment is handled through a coast to 
coast network of distributor organizations 
—each one an established leader in its 
community. As a result, American can 
provide even closer and more immediate 
service than ever before to you in the 


dry cleaning industry 


And here’s the big news! Soon the AceCo 
line will include many new and revolu 
tionary products which will be available 


to you through these new outlets 


The most complete service in the industry 
is yours—nearby! Your new American 
Cleaners Equipment Company distributor 
representative will call on you soon 
Meanwhile, write for illustrated catalogs 
on the equipment shown here 


American air-operated presses 
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Division of The American Laundry Machinery Company 
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\ lequate air-drying 


ith theater drapes was quite a 


space for 


until a convenient rack was 
handle this type of work at 

op SeTVICeS Akron, Ohio 
ick was constructed of 2-inch 
Ropes and pulleys were 


ce ling ot the plant 


Overhead Drying for Large Household Items 


- 


Taking a leaf from rug cleaners 
who dry carpets by hanging them ver- 
tically from overhead poles, Bryan’s 
Cleaners in Pasadena, California, has 
worked out a similar arrangement to 
provide facilities for air-drying blan- 
kets and drapes. Items that cannot 
be tumbled because of weights, hooks 
and wires, or those that might be 
damaged by tumbling action, are hung 
on 10-foot lengths of 2-by-3-inch 


was tied to each end of 
the pipe. The rack is 15 feet long 
After the drapes have been placed 
over the pipe, operators raise the 
lifting the rack to the ceiling. 
Supporting ropes are tied to metal 


and a rope 


ropes 


supports on the mark-in tables located 


adjacent to the area. 


crossbars of straight grained wood. 


Each bat can be raised or lowered 
by its own pulley arrangement with- 


out disturbing any of the other bars. 


Spotting-Manual Trays 


Galvanized metal racks attached to 
the spotting tables make it easier for 
operators to use spotting manuals at 
Swan Cleaners, Columbus, Ohio. 

In the past operators kept their 
booklets, charts, etc., on a shelf in the 
spotting department. To make the 
technical data more available racks 
were fitted to the end of the spotting 
tables in all of the plant's activated 
stores throughout the city. 

All manuals are kept close at hand 


and operators now have their own set 
of guideposts for quick reference when 


the need arises 


First Names Quicker 


Carhops have to obtain a customer's 
first name or initial at Kolb’s Cleaners 
in Jackson, Mississippi. Stub cards 
showing location of finished orders on 
the call racks are filed alphabetically 
by last names only. That is, names be- 
ginning with “S” are somewhere under 
the “S” heading. 

They are then subfiled alphabeti- 
cally by the initials of the customers 
first names. The “S’s” could be headed 
by Arthur Szenic and Adam Seale. 
John Smothers, Joe Schwartz and 
James Swan are together, and farther 
down are Paul Staples, Peter Smith 
and P. Schilling. Near the bottom of 
the “S” group would be Wm. Skoda 
and Walter Sallis 


Phil Kolb says this speeds up both 
the racking of the cards and picking 
out a card when the customer calls for 
his cleaning. Phil finds that people 
are much slower in alphabetizing the 
second letter of a name. They can't 
decide so quickly whether “sq” comes 
before or after “st” as they can decide 
the proper order of “s,” “q” or “t.” He 
also noticed that it is instinctive to 
check a customer’s first name on the 
card, anyway, so he felt it would save 
time to make this act purposeful. 

With as many as four carhops pull- 
ing cards from the racks in rush hours, 
it used to be a bottleneck, Now each 
girl barely pauses there to whip out 
the card she needs, Meanwhile Phil 
has curbed the former tendency to get 
only the last name of a customer, Re- 
sulting in frequent duplication of 
names void of initials to distinguish 
them, it caused both loss of time and 
considerable irritation. Filing by first 
initial cured that problem in three 
days! 
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LOWERS OVERHEAD 


yet inmcredses 


production! 





40 pounds capacity 


HAMMOND LAUNDRY WASHER-EXTRACTOR 


This brilliantly engineered Hammond Washer-Extractor really works FEATURING 

like a combination should. It steps up production, yet because of @ OPEN POCKET CONSTRUC- 
time and labor savings, it actually lowers overhead. Stainless steel vee 
construction... . . reversing washing action ..... maximum VISGRATION FREE 
extracting performance ... features that prove the Hammond See ee ATCMATS 
Washer-Extractor delivers more, at less cost, than any other combina- ONLY ONE MOTOR 

tion on the market. REQUIRED 


For complete details, see your 


f f 
nearest Hammond distributor or GMM? 7 CG 


write direct to factory. LAUNDRY-CLEANING MACHINERY COMPANY 


HAMMOND BUILDING WACO, TEXAS 
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MIDWEST 


WANTED 
THE 
BEST... 





Marlow Pumps Selected 


as Standard Equipment! 





Midwest Machinery Company builds a line of auto- 
matic and manual drycleaning machines in both 
two-bath and single-bath models. These units are 
available in 40, 60 and 100-pound sizes. To assure 
the best possible operation for this line of packaged 
units, Midwest selected Marlow Pumps as standard 
equipment. These efficient vertical, self-priming 
pumps handle solvent from tanks to filter. 


For many years, Marlow Pumps have helped 
make good drycleaning equipment better! Marlow 


drycleaning pumps are specially engineered for the 














DIVISION OF 


BELL & GOSSETT CO. 


Midiand Park, New Jersey 


Morton Grove, Illinois °¢ 


job. A patented, mechanical seal eliminates shaft 
leakage. There’s no solvent loss—floors stay dry 
and clean. And Marlows handle petroleum or 
synthetic solvents with equal ease. Fewer shut- 
downs, less maintenance, space-saving design, 
sturdy construction, quiet operation—are just a 
few of the many other Marlow advantages. 


For complete information on these efficient, 
dependable, long-lasting pumps, see your 
Marlow dealer or write for Bulletin DC-04 
today, without obligation. 


Longview, Texas 
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MUST THERE BE 
AN ODOR PROBLEM 
IN TODAY’S 
DRYCLEANING 
PLANT? 


The answer to this vital question is 
definitely NO. Deodorized APCO 
125 is completely free of impurities 
which cause residual odor in gar- 
ments, and it also eliminates the 
usual back-shop cleaning fluid odor. 
Ask your APCO solvent man for 
details. 


REFINERS 
OF STOD-SOL 
AND 140-F. 





INDUSTRIAL 


\ NAPHTHAS / pasos 


PRODUCERS @ REFINERS 


ANDERSON-PRICHARD (// Coyeniition 


OKLAHOMA CITY, OKLA. 
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EDITORIALS 





Lost Art 


[It is amazing to me to see how some cleaners leave the future 
of their business to chance. They do little or no advertising, 
and salesmanship is just a fancy word. The simple act of asking 
for an order is hardly done any more. 

Some years ago I moved from the West Coast to Denver, 
Colorado. Our new home was a 32-family apartment building. 
[ was selling to drycleaners at the time and arranged for one of 
my customers to pick up our drycleaning on a weekly basis. 


Believe it or not, the only doorbell in the building that “route 


salesman” ever rang was ours. He had 31 more golden oppor- 
tunities, but never once did he try. 

That is no isolated case. Since then we have moved three 
times and have yet to have a routeman solicit our business. We 
have had two plant contacts through Welcome Wagon services. 
And we became steady customers of both so long as we lived in 
the area they served. 

Some months ago I had occasion to talk about this from a 
convention platform. In the audience was a cleaner from my 
community, one who offers route service. He commented from 
the floor that he couldn’t believe that my family hadn't been 
contacted by his firm. 

[ reiterated that this was true and welcomed a call from his 
salesman. Now, four months later, I am still waiting for that 
call. A sad commentary on salesmanship and selling. 

Many cleaners weathered the recent business slump because 
they did something about sales. Some smart ones worked 
harder than ever on new residents in their area. They know 
that every American moves at least once every five years, on 
the average. They tapped the sales this fluid population offers. 

One of my associates recently moved to a new location and 
immediately checked the classified telephone directory for a 
cleaner to pick up about $30 worth of work. He called a plant 
on a Wednesday and was promised service the following day. 

Nothing happened, so on Friday he called again and was 
assured pickup would be made that day. Meanwhile, that after- 
noon, another more enterprising plant sent him a special de- 
livery letter welcoming him to the neighborhood and stated 
that a truck would stop on Monday. 

[ronically, the plant he first called showed up finally on Mon- 
day and was mistakenly given the bundle. Delivery was made 
one week later. The cleaner who sent the special delivery letter 
called a few minutes too late for the first bundle, but you may 
be sure he will get all subsequent orders. And he offers three- 
day service; another reason to patronize his plant. 

There are millions of such case histories, unfortunately. If 
your business is off, there isn’t anything like a little more selling 
effort to help build volume. Opportunity is behind every door. 
It is up to us to do the door-knocking. 
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SUPERLATIVE FINISHING AT LOWER COST...Yours when you use BOTH: 


“ FASTEST WRINKLE-REMOVAL ~ 
é AND SHARPEST CREASING y 
a, proper temperature and moisture, 
2 . - for easiest shaping ond = / 
NO “HOT” AND “COLD” AREAS. .- ‘I hh. setting of every ley / 
uniform heat and moisture >A 
7 - 


"\enieanaenotnneeill 


~TRUE-TEXTURE ey 


T-Cov-tenque’’ » 


ate 


-  — eS 
7 SAFETY FOR ALL FABRICS 


ature cool enough to 
event damage to heat 
hetics hot 


SIZES TO FIT ALL 

MAKES AND MODELS OF ‘‘UTILITY’’ PRESSES 
Utility sizes, 38” to 4§ $29.85 
Mushroom and Topper size $21.85 
Large sizes (over 45”) and Leggers $38.85 


7 NEVER LOSES 
ITS RESILIENCY 


‘\ NEVER LOSES ITS SHAPE 


EUSH Niort 
oe 3 UO? pan & cover ses 
FOR ALL “‘UTILITY’’ PRESS MAKES & MODELS 
MODEL 18-20 Mushroom or Topper $ 9.95 
MODEL 38-41-42-45 Utilities 
MODEL 43 Legger and 47 Utility 
MODEL 48 Legger and 52 Utility 
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By ART SCHUELKE 


ARE YOU GET- Qigua 
TING top results Bi baiag 
from your route ‘““FIRST’’ 
salesmen and coun- [Regi 
ter girls? Are you 

satisfied that they are drawing new 
customers to your plant; that they 
are “selling up” on each order? That 
is, the salesmen should be getting that 
extra garment or those draperies. The 
counter girls should be pushing water 
repellency or mothproofing. 

Of course, whether they are good 
salespeople or poor pretty much de- 
pends upon you. Recently an inspira- 
tional speaker was talking to a group 
of sales managers on the importance 
of selling. After his address, a listener 
was moved to ask the speaker a ques- 
tion concerning his own sales manage- 
ment problem. 

He approached this man and said, 
“Generally speaking, my crew is 
pretty good. But I have two men in 
the organization who are pretty lousy. 
What can I do about them?” 

The speaker said, “That's a tough 
one, but perhaps I can answer you 
best by asking three questions. First, 


who hired those men?” 


“I did.” 


“Secondly, who trained them?” 

“No reason to change the answer. 
I did.” 

“Well, then, the third question. 
Who is lousy?” 

Whether or not our salespeople 
do well can be traced back to our- 
selves, Our selection of them must be 
right in the first place. Next they must 
be trained properly, then given the 
motivation to sell more, All three re- 
sponsibilities are ours, and ours alone. 

The previous chapters of “Do It 
Now” dealt with the production end 
of our services. We discussed quality 
and efficient production methods to 
help produce a top job. That included 
packaging. We also covered the other 
physical aspects of our services deal- 
ing with store and truck appearance. 


We are grateful to several em- 
ployment agencies and sales man- 
agement organizations for much of 
the material in this article. We are 
especially indebted to the National 
Institute of Drycleaning for its 
help. Staffmen William Browne and 
Tom Donohoe were most coopera- 
tive. —Eprror 
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Check List for Your Hiring Program 


Yes 
Do you have an established recruiting program? 
lf you use want ads, are they appealing and inter- 
esting? 
Do your prospective employees fit the job descrip- 
tion? 
Does more than one person interview the applicants? 
Are applicants given an aptitude test? 
Are references required; then checked? 
Do you require some form of bonding? 


Is the job fully explained, including promotion pos 
sibilities? 
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should have good headline Ss. 
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ddressed to the average individual. 
he copy must discuss his problems 
them. You 


realistic and attain- 


nd how you can solve 
promises must b 
The copy must have broad ap 
You should do the weeding out 


Then, make the interview 


veterans’ as well as “rookies” 


convenient for all. Otherwise you 

might lose an excellent employee. 
Here are some tried and true sug- 

gestions of headlines with human in 


terest 
TO THE MAN PLANNING FOR HIS OWN 
HOME 


TO THE MOTHER LOOKING FOR EASY PART 
TIME WORK 


TO A LEVEL-HEADED FELLOW WITH PERSON 
ALITY 


TO THE MAN ABOUT TO MARRY 
TO THE HOUSEWIFE WITH BILLS TO PAY 


DOES YOUR HUSBAND'S BOSS APPRECIATE 
HIM? 


In the last case, the copy of the ad 
could read along the following lines 


This plant has public address system microphone hooked to a tape recorder for periodic 


heck on counter sales talks 


Is your husband stalled in his job be- 
cause his firm doesn’t appreciate his abil- 
ity? If so, we want to meet him. Life is 
too short to be stymied in a job without 
opportunities. 

We know that route salesmen are the 
lifeblood of our organization. We know 
that if they are happy and well paid, 
both of us will enjoy the finer things in 
life 

If your husband wants a job with a 
firm that worries more about him than 
itself, tell him about us 


If your needs center around counter 
help, here is one of the above head- 
lines and suggested copy. Note how 
it is tailored around a specific personal 
problem that confronts the reader. 


TO THE HOUSEWIFE WITH BILLS TO PAY 


Are you and your husband worrying 
about time payments? Or are you both 
thinking wishfully about a new car or 
television? 

If you can spare a few hours a day we 
have a position available that can help 
make your dreams come true, Easy, pleas 
ant work as a counter sales girl is made 
to order for a girl with common sense 
and a pleasant personality 

Call us today for a convenient inter 
view 


Space will permit only a few of doz- 
ens of examples. Here is one more of 
general interest 


TO THE LEVEL-HEADED FELLOW WITH 
PERSONALITY 


Are you chained to a job that shackles 
your real abilities and earning power? If 
so, we would like to talk to you 

You can cash in on your abilities as a 
route salesman. You have security plus 
the opportunity to earn in direct propor- 
tion to your efforts 

Call us today for a confidential inter- 
view 


a feeling of im- 
portance, It is one of our strongest 


Everyone desires 


motivations. One way this desire can 
be satisfied is through more earnings 
In the case of route salesmen, their 
salaries are higher than the national 
average for salaried employees. The 
above ads make an honest appeal to 
average people for above-average 
earnings. 

The important thing to remember is 
that the ads must indicate that they 
will satisfy some basic want of the 
reader. Be sure they stress the answers 
to the readers’ wants, not your needs. 


Do your prospects fit the 
job description? 

Many plantowners develop an anxi- 
ety complex when interviewing an 
applicant. In the interests of getting 
the job filled, certain compromises 
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SUPERIOR NEW CLEANING PROCESS 


g 


MAKES LESS MOISTURE DO MORE WORK 


Five years of exhaustive scientific research and one 
year of daily use by Sanitone Dry Cleaners have 
proved conclusively that Sanitone 30-90 gets clothes 


cleaner than they’ve ever been cleaned before! 


Maximum soil removal is obtained with a minimum 
of moisture, and garments come out smoother, colors 
brighter. Spotting time is reduced drastically. 
“Clothes come out so much cleaner you can see the 
difference,’” report plant operators who are already 
using Sanitone 30-90, the new concept in the science 
of dry cleaning. Because sizings and finishes—so 
important in today’s fabrics—are undisturbed by 


Sanitone 30-90, pressing is also much faster and easier 


Since Sanitone 30-90 is designed for 1°; charge 


operations using only the Sanitone humidifier, extra 


SANITONE b- 


rinses and other costly complications are avoided. 
And because less water does more work, moisture 
control is greatly simplified. No extra drying capacity 


is needed with this new Sanitone process. 


FREE! NO-RISK DEMONSTRATION 


If yours is a petroleum or synthetic plant equipped to 
do quality work, you can have a free, no-risk demon- 
stration of Sanitone 30-90 under the supervision of one 
of our trained technicians. Then you can judge this 
dramatic dry cleaning development strictly on results 
in your own plant. 


SERVICE 


y Cleaning Service 


A Division of Emery Industries « Carew Tower, Cincinnati 2, Ohio 
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SANITONE 30-90 

Emery Industries, Inc. 

Carew Tower, Cincinnati 2, Ohio 

I want to see your work-sheet test and other proof that Sanitone 
30-90 doesn’t cost—IT PAYS. 


NAME 








ADDRESS 
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standardized 
forms of job applications. Since 
route salesmen handle company 
funds and can be responsible for 


I here are many 


as much as half of your business, 
their forms should be more de- 
tailed than those for productive 
employees. 

Here are some of the basic 
questions the forms should include: 


Name in full 


Address 
(How long 
Social Security No 
Date of birth Citizen 
Single Married Divorced 
Separated 
No. of dependents 

Previously employed here? 
Relatives working here 

Height 


Weight Color hair 


Color eyes Hondicaps 


Many of the danger signals of 
poor employment risks show up on 
the application. Divorce or sepa- 
ration are unfavorable marks. An 
applicant may try to hide this. But 
if he selects some person other 
than his wife to notify in case of 
accident, it is well to check up on 
this. 





Suggestions for Job Application Forms 


General health excellent... good 
fair poor 

Days missed last year from work ac 
count iliness 

Would you take physical examination 
at our expense? 

Grade school attended 
(from ) (to) graduate 
subjects 

High school attended 
(from) (to) graduate 
subjects 

University or college 
(from) (to) 
subjects 


gradvate 


Special studies or training 
(from (to) subjects 
Total cmount of present debts 
Ever bonded? Accepted Rejected 
By whom 
Ever in business for yourself? 
If so, why discontinued 
Driver's or chauffeur's license 
Serial No Reportable acci 
dents 
Whom to notify in case of accident 


or ilines 


Excessive absenteeism can indi- 
cate alcoholism or a neurotic per- 
sonality. A person deeply in debt 
should be checked carefully before 
handling company money. Failure 
to pass bonding is a danger signal. 
Any voids in either schooling or 
employment records should be in- 
vestigated. 








expedient and wise But they 


you ever thought to vourself 
Well, this person doesn't quite fit the 
b requirements but he or she 
comes closer than anyone else so far 
Maybe I should take a chance. We 
can change the iob a bit to fit.” 
This could be something like a shift 
n hours because of travel time back 
ind forth from home to the plant Or 
maybe the interviewee allows a bit of 
in argumentative tone into his voice 
ver some trivial matter under discus 


sion, Or 
with customers is revealed. But be- 


perhaps a fear of dealing 


cause we like the man’s general ap 
pearance or the girl is wearing an 
attractively stvled dress, we discount 


\ pe rson lac king 


the Sé d inge! signals 
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in empathy, who fears people or needs 
special consideration on hours, who 
doesn’t quite fit into the present 
scheme of things—will generally not 
work out well. Worse yet, such a situ 
ition can cause a morale problem 
with other « mployees. 

Make certain first exactly what the 
job entails, what its requirements are. 
Then fill it only with a person who 
can satisfy those needs. It will save 
vou grief later, and maybe retain a 
lot of customers to boot. 

Through the years I have dealt with 
many cleaners as a customer. In some 
cases the attitude of the salespeople 
was almost criminal, While forgetting 
a name is excusable. there is no need 
“Good 
morning” or to be downright rude. 


to be sullen, to forget to say 


Such lack of courtesy and good man 
ners should have been evident at the 
time of the interview; if not then, cer 
tainly during the training period. 

When a drycleaner contemplates an 
equipment purchase, he plans it care 
fully. He compares various makes 
checks competitive performancs 
claims. Smart cleaners do not spend 
$10,000 haphazardly. A route sales 
man costs that much in salary alone 
in a couple of years, In that sam 
time he will handle thousands of dol 
lars of your business 

The same care and consideration 


used on equipment purchases shoul 


] 
I 
be used when hiring a salesperson \ 


new employee will cost from $300 to 
$1.000 before he is really productive 
If the wrong selection is made. then 


that money is down the drain 


More than one interview is important 


Except in the very smallest plant, 
it is a wise practice to have at least 
two people talk to the applicant. Two 
heads are better than one. If you em 
ploy a route supervisor or manager of 
counter girls, these people should be 
brought into the act of interviewing 
Unless they are, they can rightfully 
disclaim responsibility if the applicant 
if they 


have had a hand in hiring, the chances 


fails on the job. Furthermore, 


are they will be more favorably dis 
posed to the new employees and 
make every effort to train them prop 
erly 

There are many ways this doubk 
interview can be handled. One way 
is to have the first interviewer give the 
applicant a verbal screening. If that is 
passed, then a written application is 


filled 


two interviewers can get together fo 


While this is being done, the 


a briefing 

The second interviewer can then 
review this written information. It will 
substantiate the prospective employ 
ee’s oral claims, or disprove them. It 
can bring out undesirable traits not 
easily detected in a glib talker 

The initial discussion gives an op 
portunity to size up the applicant 
Ne atne SS and pleasant appear ince ar 
prime requisites, How you react will 
closely match your customers’ reaction 
to this person 

At this time you have a chance to 
state exactly the kind of job that is 
available. You can tell the applicant 
about your firm, and it also puts him 
at ease if you are doing the talking. 

There are specific questions that 
should be asked of the applicant at 
this point. It is better if they are 
threaded into the conversation rather 
than asked bluntly. Here they are: 

1. What did you do on a typical 

day on your last job? 


NATIONAL CLEANER & DYER 





2. How do you think your previous 
experience will help you on this 


work? 


5. What your plan x ambi 


tions for the next fev irs? 


How do vou think a salesman’s 
ob will be 


vet tough? 


iffe ote d whe n times 


What cd 
timer What 


Why de 


with uS a 


Which p 


like best? 


raining 
nformation tha think might 
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iptitude 
There are many vho feel that 
successful salesman is, first and fore 
enthusiast hat isnt so in m 
The eight pI! ing que stions 
reveal the require 


in the 


Personal-relati iptitude 


Integrity and character 
Mature ambition 

Stable background 
Ability to communicate 
Sales-service itt tude 
Success aptitude on the 


Willingness 


man will be successful. He doesn't 


have to be a wild eved Hag-wavel 

Of course. the written application 
can reveal many things some Very 
definite danger signals 

For example, if there are breaks in 
the ipplicant previous employment 
thev should be checked carefully 
They may indicate a prison record, o1 
a person who enjoys unemployment 
relief, Another danger sign is frequent 
change of em] lovment. Such a person 
is not stable. generally. A recent di 
vorce or separation May affect this 
person emotionally. If your prospect 


iS iccepting lowe! paying iob he 
may become qui kly dissatished 2) | 
help himself to vour money, Last, but 


not teast 1 por he ilth ol iccident 


record IS a poor Trish 


For a route job, any applicant wh« 


1 | 
passes ill othe 


| screening should he 


given a_ physi il examination This 
work requires health ind stamina, A 
sick salesmat in cost vou a thousand 
times the expens« f the 


checkuy 


phy Si il 
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Pleasant surroundings, modern equipment help retain counter salesgirls 
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Do You See Yourself 
As Others See You? 


TEST 
if Ameri i 


Here is one test that is basically dif- 
ferent from all the others. You may 
have noticed that all the other tests 
have been totally objective. You have 
never been asked to judge yourself in 
any way and so your own opinion of 
vourself has never entered into the 
answers. 

In this one, however, you will be 
asked to judge yourself. But your own 
judgment on this subject may not be 
completely accurate. 

So take an extra sheet of paper, 
number 1 to 20, and have your wife 
or a friend answer the same questions. 

Read each question aloud so both 
you and your collaborator can hear it. 
Then write “Yes” or “No” beside each 
of the questions. Your wife is to do 
the same. BUT she should put down 
the answer she thinks you ought to 
be making about vourself. For exam- 
ple in the first question, “Are my feel- 
ings easily hurt?” if you think they're 
not, you write “No.” But if your wife 
thinks they are, she should write 
Yes. 

If you want an even better “Look 
at yourself,” ask several other people 
to answer the questions in the same 
way. Then compare all the answers 
with your own. 


Are my feelings easily hurt? 
Do | like to read books? 


Am i! 
blunt? 


outspoken, sometimes 


Do | enjoy a good argument? 
Do | like detailed work? 

Do | generally take life easy? 
Would | rather work by myself? 


Do | worry about possible mis- 
fortune? 

Do | express myself better writ- 
ing than speaking? 

Am |! annoyed when told to do 
things? 

Am | reluctant to laugh? 

Would | prefer not to loan 
things? 

Am | careful about making 
friends? 


Do | keep my troubles to my- 
self? 


Am | discouraged by a failure? 


Do | SHOW little interest in the 
opposite sex? 


Do | take good care of my car, 
clothes, etc.? 


Am | often embarrassed? 
Am | strict with other people? 
Do | give long, detailed answers 


to questions? 


See box top of page 30 











member plants. Then there are out- 
side organizations such as the Psycho- 
logical Corporation.* 

If your applicant is applying tor a 
route selling job, it is a good idea to 
have him take one of the many tests 
ivailable from the National Safety 
Council.** It will help you determine 
his driving ability; how well he under- 
stands the rules of the road. If your 
state requires it, make certain the man 


has a chauffeur’s license 


Are references required, 
then checked? 


Your counter girls and routemen 
ire entrusted with handling at least 
the major portion of your revenue, if 
not all of it 
provide you with at least three or four 


Every applicant should 


character references. If you feel it too 
time-consuming to check all sources 
it least take the last one or two names 
Whenever we are asked for such in- 
formation, it is natural to put our best 
foot forward. It’s a cinch the first 
name or two will be of people very 
close to or very fond of the applicant. 

One of the 
is by telephone. But many firms will 


easiest ways to check 


not release confidential information on 
a tormer employee on an incoming 
call. Therefore, the thing to do is jot 
down some of the questions you want 
answered, Then tell the party you are 
illing to check the answers and call 
you back. and give him vour tele- 
phone number. It avoids embarrass- 


ment for everyone concerned 


Are salespeople bonded? 


If the applicant passes the reference 
test and is to be hired, make certain 


522 Fifth Ave New York, N. Y 
425 N. Michigan Ave Chicago, Ill 


TRAINING 


Now that you have reviewed you 
hiring techniques, the battle is only 
one-third won. The next two-thirds 
involves training and motivating the 
salespeople. 

Obviously, initial training is essen- 
tial and we will cover that phase in 
this section. But training is a constant 
thing. Your program needs continual 
review, and perhaps even revision. 

There are many reasons for this, 
but perhaps the two most important 
are that it is management's duty to 
keep employees informed of their per- 
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Do You See Yourself... 


The answers you gave about 
yourself are not the point of the 
test. Its how fre quently you 
and your collaborator disagreed. 
Uf course, disagreement doesn’t 
mean that you are wrong, o1 
your collaborator is right. But it 
does show when you make an 
impression that is different from 
the way you feel 


You can decide for yourself 
how well you did, and fill in a 
score on your profile. But the 
thing of real importance is— 
how your selling is affected in 
this area 


Go back once again over the 
which you and 
your collaborator disagreed 
Now think about some of the 
sales you have lost. Could the 
fact that, on these points, you 


dont see yourself as others see 


questions on 


anything to do with 
thre lost saier 


you have 











he or she is bonded, If a commercial 
bonding company accepts the person, 
obviously his past record is clear, The 
bonding not only assures coverage for 
you, but it serves as a great deterrent 
for most of those who might be 
tempted to delve into company funds. 
honest, 


like good cash controls 


Most people are basically 
but bonding 
and inventory controls. dissuades the 
few weak ones. Of course, you can be 
your own bonding agency. 

Some cleaners require new employ- 
ees to put up a cash bond of $50, 
$100 or more. This goes back to the 
employee, plus interest, when employ- 
ment terminates. Shortages are 


checked at least every six months and 
charged to the employee’s ledger, If 
the new employee doesn't have that 
much cash to post initially, it is de- 
ducted in small amounts from each 
paycheck until the required amount 
is accumulated. 


Is the job explained? 


Surveys of management and em- 
ployees reveal divergent opinions on 
what each side feels is important to 
good relations between employee and 
employer. The latter thinks that 
money is of first importance. Actually, 
the employee wants appreciation and 
understanding first 

One of the best ways to convey this 
to your salespeople is to take the trou- 
ble in the beginning to explain the 
job completely. Not only should they 
know all the physical aspects of the 
work, but all the extra benefits of 
working for your organization. They 
should be apprised of insurance bene- 
fits, holidays, company parties and 
picnics (if any). If your sales force 
has calling cards, or other means of 
recognition, tell them, They should 
learn about 
Month” awards and other recognitions 


“Salesperson of the 


you offer. 

They should be made aware of any 
promotion possibilities, such as head 
counter girl or 
other plant management positions that 
might be open now or in the future. 


route supervisor or 


If the new employees feel like part 
of the team at the start, if they know 
where they stand and that they can 
get ahead, that first enthusiasm fot 
their new company will have lasting 
effects. It enhances their 
chances for long-term employment; it 
will be reflected in the way they han 
dle your customers, In short, let the 


not only 


new employee in on the act. 





tion in the plant? 





Check List for Training Salespeople 


Do you have a training manual? 
Does the trainee first spend time observing produc- 


Is the training program planned and scheduled? 
Does the trainee have close supervision? 
Are selling techniques taught? 


Is the trainee aware of customers’ likes and dis- 
likes about drycleaning? (See NATIONAL CLEANER 
& DYER Guidebook, March 1958) 


Is the counter girl/route salesman in uniform? 
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TECHNICAL TIPS , sp OR regs 


by Dr. Samuel Machlis 


Every drycleaner anxiously de 
sires to promote water repellen 


cy if only he can 
that this service 
rather than diminish 
earned reputation 
formance 


We firmly believe t 
sult of the devel 
TEX 100 PLUS, the 
now feel free to a 
mote water 
that he can 

ings and 


less of fiber 


Water repellent probler 

ed with the use 

system. Depending 

of water solubility 

these difficulties 

more serious. N 

vent rinsing 

move this type I 


repellency is t 


performan 
we sucqacest th 
list as a contr 


treatment 


1. Stor 


MR. DRYCLEANER:—You can accept garments for treatment and build cus- 
_. tomer good-will. You may now have complete assurance that customer 
_ complaints on water repellency are eliminated. 


:  ageiies | 


lA RET + 4+4+4+FOR GARMENTS CLEANED IN ANY TYPE CHARGE — ANY TYPE SYSTEM. 
— 0 i Soo aay +4+4+4450FT DRAPE —NO BOARDINESS —NO RESIDUAL ODOR. 

thoroughly dried 2 se + + IMMERSION OR SPRAY. 

contention. A Control Standard ; | +++ +-+DURABLE REPELLENCY FROM CLEANING TO CLEANING. 

deape tein auld on Seaatoall we +++4+++ANY TYPE FIBER— ANY TYPE WEAVE. 


fatty acid test kit 
+++++EXCEEDS 100% SPRAY RATINGS. 


receiv 


Garments with good repellen 
cy but stiff indicates insuf 
ficient extraction while the 
reverse, too hard an extraction. 


BUILD GOOD WILL — ENHANCE YOUR HIGH QUALITY REPUTATION 
FROM time to time we hope to 

fill this column with helpful hints 

Your suggestions or requests for Gentlemen: Please send me mor renatic om lateresind mE THE STAMFORE 


a mare shout Vielten 169 Plus and w ! CHEMICAL COMPANY 
Soa STAMFORD, CONNECTICUT 


; nanufacturers of 
ADDRESS TRIK + VIVIDOL - 

: HYDROSORSB CAK 
Stamford, Conn CITY & STATE STAMCLEAN SPRAY SPOT 


Address: Dr. Samuel Machlis 


Stamford Chemical Co. 


October, 1958 








) make this Authentic 
CRESCENT-PURITAN DELIVERY 


— © ow 





OIRECTIONS FOR ASSEMBLY 
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Truck cutout on shirt board makes selling job easier 


bad We know they will. Successful 


take plants the country over are using 
econd ison is that them. But they won't he Ip vou till you 
interest on the part of t nd tl time to do it is NOW 
n be one « the stron 

ivailabl = 

aes ieelineaie Do you have a training manual? 
worker will develo; When you buy a new truck or piece 


equi] invariably it is accom 


often instruction manual. If 
substand \ follow instructions you will get 
ynitsicle maximum efficiency from the machin- 
and troublefree service. The same 
ipplies to vour trainee. If she or he is 
given a “book of rules” it will make 
that new employee just that much 
more efficient and help to avoid 
ostly mistakes 
This manual should contain specifi 
nformation about hours of work. lo 
ition of branch stores, days for route 
pickup in different sections of the city 


It should give details of your sidelin« 


check r services and your various prices, Your 


ods, Wher service and claim policy should bi 
inswel spelled out. too Salespeople should 
know just how far they can go on 

ttl'n ; claims 


And by all means, it should have 
some selling tips. Common custome! 
objections and complaints should be 
listed, together with tactful answers 
It should be a ready reference for 
sales bulletins that you should be issu 
ing from time to time. A_ looseleaf 
book works well, since later informa- 
tion can be added 

Within the past few years, machin- 
ery and supply manufacturers have 
realized more and more that the more 
efficient your sales force, the more 
goods vou are likely to buy from 
them. Many allied trades firms have 
sales material available for the asking 
In addition, the NID has sales helps 
# every description on hand for its 
members. All these items belong in 
your training manuals, 

This manual should be issued to the 
new employee the first day that train- 
ing starts. Regular reading assign- 
ments should be made over the first 
week or so, and tests made to make 
certain the trainee is assimilating the 


information 


Is time spent in production 
departments? 


In too many cases, a vacancy sud 
denly ippears ind all haste is made 
to fill it. Proper training is pushed 
aside just to get someone on the job 
But it is a short-sighted policy. Most 
of our sales force know little more 
than the average customer does about 
drvcleaning when they first come to 
work for us. And how many house 
wives still think we merely dunk the 
garment in a barrel of smelly solvent! 

One of the important points borne 
out by the NID Motivation Research 
project was that the housewife wants 
us to be her expert She needs assur 
ince that ours is a professional indus 
trv. The best wavy to convey this im 
pression to her is through our sales 
staff 

They must spend time in the plant 
before they meet the public, to learn 
ust how complex drycleaning is. They 
should b iware of the expensive 
equipment and processing involved to 
safeguard the garments of our custom 
ers, of the technical knowledge in 
volved. The more they know, the bet 
ter they can sell or answer customers’ 
objections All trainees should spend 
time in each department before any 


sales training starts 


is training planned and scheduled? 


Larger plants know how important 
s the induction period and take the 
time to do it right. They will allow at 
least two weeks for training before 
any customer contacts are made. This 
goes for counter girls as well as route 


salesmen. Perhaps in your case, you 
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Why are 

more and more 
drycieaners 
using TarGo‘to 
remove difficult 
oil-base 


LA 
stains? 


Because 


TarGo is 
: charged 


7 


with extra 


; 
4 | | stain- 
v «a dissolving 
ee x \ / power! 
\ ne 


—_ 
y a 


a 


.,~ 
— 


Try TarGo and see 
— order a bottle from 


your jobber today 
NEW! FREE! “Spot and Stain Removal Handi-File” 


For your copy write today, stating whether you 
operate laundry or drycleaning plant, or both. 


A. L. WILSON CHEMICAL CO., Kearny, N. J. Stall movers are out only business 
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SD ine So 


Neat appearance of salesgir! (including an apron) plus money-back guarantee creates customer confidence in this plant 


feel that this is too long: that you 
have more time to devote vourself to 
this training and you can therefore 
do it faster 

All well and good, if you can. The 
main thing is that you “touch all the 
bases.” The following schedule makes 
certain that the training is complete. 
More or less time can be used, de 


ending upon youl setup 


FIRST WEEK 


First Day 
Entire should be 


vith owner or trainer 


morning spent 


who should 


|. Explain company history and 


vetie ral poli 1¢S8, 
2. Cover pay days, vacation and in- 
surance benefits, working hours. 

3. Introduce key personnel and ex 
plain their jobs 

t. Cover 
cedures—incentive plan 


5. Take 


sOmMmcoTE else do so 


pricing and claim pro- 


trainee to lunch or have 


In the 


plantowner the 


itternoon someone—the 
supervisor of routes 
und counters. or the manager—should 


be assigned to see that 


1. A complete plant tour is made 
2. Workflow is explained, with spe 
cial emphasis on inspection and qual- 
ity control. 


3. Route storage area (or counter 


storage area) and work procedures 
are explained 

4. Evening reading assignments are 
made, using company training manual 


and trade journal issues. 


Second Day 
l. Meet 


route salesmen 


other counter girls (or 

Spend balance of day in marking 
department Attention should be 
given to special instructions on the 
tickets and pricing procedures, A full 
understanding of marking procedures 
should be learned. 

3. Management should follow up on 
outside reading assignment, and what 
was learned in marking. Assign more 
reading 


Third Day 


1. Spend entire day with cleaner. 


\ 


2. Management review on marking, 
cleaning and reading assignment 


Fourth Day 
1. Entire day in spotting depart- 
ment. 


Fifth Day 

1. Major portion of day in wool and 
silk finishing departments. 

2. An hour or two with manage 
ment, reviewing week's progress. A 
check should be made on knowledg« 
of company policies, pricing and claim 
procedures, Home reading assigned. 


SECOND WEEK 
First Day 


1. Spend day in inspection, assem- 
bly and bagging department. 
Continued on page 36 


Salespeople must be reminded constantly about good customer relations 
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Dependable 
Warco Products 
Your Best Aids 
to Better Textile 

Maintenance 


from coast to coast. 


Gallon cans 
Case of 6 cans 
30 gallon drums 





ae 


TEN-MINIT 
BLEACH ] ten mint 


BLEACH 
os 
10 lb. jars 
Case of 4 jars 
5 lb. jars 


Case of 6 jars 


Makes whites whiter but retains the 
original softness and feel of the 
fabric. Takes 2 to 10 minutes in cold 
water. Most widely used bleaching 
compound on the market. 





The Accent is on G and P 2 


GREASE AND PAINT REMOVER 


At last, a grease and paint remover 
that really does the job. Completely 
soluble in cold water, G and P 
grease and paint remover whisks 
away paint, tar and oil deposits 
from fabrics and other materials in 
a flash. This remarkable new chemi- 
cal is widely and effectively used by 
drycleaning and laundry plants 





ALL-COLER 
BLEACH 


10 Ib. jars 
Case of 4 jars 
5 lb. jars 


Case of 6 jars 


Ideal agent for bleaching color com- 
binations. Brightens colors, whitens 
whites. Bleaches out annoying per- 
spiration and other stains. Safe for 
all colors and fabrics. 


8 ounce jars. Case of 24 jars 


An Industrial Hand Cream recom- 
mended for persons whose hands 
are often exposed to the injurious, 
harsh and damaging effects of sol- 
vents and chemicals. The high per- 
centage of Silicone in Sila-Hand 
forms a protective coating against 
the penetration of strong chemicals. 
Sila-Hand also contains Lanolin 
which helps restore the natural 
body oils to rough, dried-out hands. 





PRE-OIL- 
BREAK 


Gallon bottles 
Case of 4 bottles 


Removes oxidized oils, grease, but- 
ter, fats, syrups, beverages, etc. 
Effective in removing up to 95% 
of all stains. Often self-sufficient 
without use of other spotting agents. 
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SCRAM 
BLOOD 


Gallon bottles 
Case of 4 bottles 


The instant blood removing agent. 
Recognized as the best, Scram 
Blood is ordered and re-ordered by 
drycleaners everywhere. Compare 
it with anything of its kind. 





Sila-Hand is new and original. 
ORDER FROM YOUR JOBBER TODAY 


no 


A —_, 
it i) 
C . i 

. yp 


SEND FOR OUR 
FULL LINE BROCHURE 


MIL 
4-20) © Been an 3 


13609 S. Normandie Avenue 
Gardena, California 














Do Your Salespeople Have Telephone Training? 


In this modern day and age, some of us are in- 
clined to take many things for granted. The ability 
to tune in a radio or television or even drive a car 
is accepted as an inborn trait. Still, these things have 
to be learned, A three-year-old child may, by ob- 
servation, know how to answer a telephone, Yet a 
few years later it must be shown how to dial to 
place a call. 

The telephone is an indispensable instrument to- 
day, particularly for our salespeople. And while 
our sales job applicants may know the rudiments 
of telephone usage, are they aware of its use as a 
selling tool? The chances are very strong that they 
don't. 

One large firm in another field discovered that 
nearly 20 percent of the several hundred people they 
hire annually come from homes that have no tele- 
phone. 


The chances are that the younger persons hired 
for counter work and routes have used the phone 
before, but only for social purposes. In the social 
teen-age call, it is almost a challenge to see how 
long a conversation can be prolonged, Casualness 
is the watchword. Not so in business. 

Part of the basic training of route and counter 
personnel should involve training in the use of 
telephones. This includes prompt answering. Em- 
ployees should be taught the basic courtesies, like 
quick identification of the number, “thank you very 
much,” “please,” and the use of a pleasant, friendly 
manner. 

Make sure your new employees know how to han- 
dle the particular equipment you have. If you need 
any assistance in this phase of training, contact your 
local telephone company. It will be glad to give you 
helpful suggestions. 











Ce ntinued from page 4 


2. Report to management on day s 


ictivities and home reading 


Second Day 
\ M Observe office 
ling of 
ing, telephone inquiries 
P.M. COUNTER Girts — Work 
counter supervisor, observe customer 
ticket 


operation 


routine, hand 


charge accounts, cash hand 


with 


handling, procedures cash- 


register Learn sales tech 
niques. 

P.M. ROUTE SALESMAN—With super- 
visor or owner. discussing route to be 


issigned, its potential. 


Third Day 
COUNTER GIRL 
( yunter work under complete super- 


- Spend entire day at 
vision, Learn clerical procedures of 
iob by “doing.” Wait on customers, 
with a review of handling of each one 
by supervision, Learn sales _tech- 
niques 


ROUTE SALESMAN—Spend entire day 


This girl is recording invoice number of her 
last sale on register tape as part of good 
cash-control system 
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with supervisor or top salesman on 
route, Learn clerical procedures and 
help on “cold turkey” calls. Study sell- 
ing literature with 


Review calls 


trainer 


Fourth Day 


Repeat previous day’s training. 


Fifth Day 

COUNTER Girt — Spend morning at 
counter as a “regular.” Afternoon 
should be devoted to a final check-out 
by supervision on product knowledge, 
company procedures, sales know-how 
and outside reading assignments. 

ROUTE SALESMAN — Spend morning 
with route salesman making deliveries. 
Afternoon devoted to final check-out 
on process knowledge, company pro- 
cedures, sales know-how and outside 
reading assignments. 

As we said earlier, there is any- 
where from $300 to $1,000 tied up in 
a new employee before he or she is 
really productive. That applies when 
they have Without it, the 
costs are infinitely greater, Training is 
the cheapest investment you can 
make. 


training 


Is there close supervision 
while learning? 


The above training schedule empha- 
sized the need for guidance and care- 


ful checks during the period just pre- 
assignment to the 
counter. But it also applies afterward, 
as well, In the case of your salesman, 
he will maintain enthusiasm for solici- 


ceding route or 


tations in direct ratio to your interest 
in such selling. 

Supervision must spend a few hours 
every week or so with all salesmen on 
prospecting. This way interest is sus- 
tained in selling, not just delivery 


work. Furthermore, this attention 
gives the man a real feeling of being 
“with” the organization. 

Another thing—this close associa- 
tion with the man gives management 
a chance to help sharpen his selling 
skills. Do your drivers ever complain 
they can’t sell your services effectively 
because your prices are too high? If 
so, it is a tip-off that sales training is 
needed. 

The same thing applies to your 
counter staff, They can sell just as 
effectively as the men on the trucks. 
They can “sell up” waterproofing, 
mention your sideline services and box 
storage, for example. They will do it 
more effectively if helps 
them. 

I know of at least one cleaner who 
“plants” a microphone from a _ tape 
recorder under the counter, unknown 
to the girls. This is done intermittently, 
with the tapes played back to the 
salesgirls later in the day. The super- 
visor can then commend them on their 
fine efforts or offer helpful suggestions 
to make their sales talks more effec- 
tive 


someone 


Most new salespeople have just a 
smattering of selling knowledge, They 
have only vague notions about what 
makes people buy, It takes constant 
work on your part to give them real 
selling tools. 


Are selling techniques taught? 


It is an utter waste of time to tell 
our sales staffs to “get out there and 
sell.” That is, until we show them how 
to sell. We must make certain they 
understand the techniques of selling, 
then use these techniques constantly. 
As we have said before, selling is like 


Continued on page 40 
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the many features and 
advantages offered by 


DRY CLEANING 


TUMBLERS 


Y SAFETY FEATURES! Standard 
equipment includes explosion hatch... 
double-fused steam extinguisher valve... 


explosion-proof motor... padded 
ribs... static electricity steam spray... 


grounding connection. 


y~ OPEN-END DESIGN assures fast, 
efficient loading and unloading. 


STEAM COILS of Ictest fin and 


tube construction. 


NEW, EASILY OPERATED DAMPER 


for regulating air temperature. 


OVERSIZED PARTS designed for added 
strength and long wear. 


yy LOW IN COST and economical to operate. 


SIMPLE, EASY-TO-SERVICE. All parts 


easily accessible. 
"A CHOICE OF ANY COLOR ot no extra cost. 


"4 CHOICE OF FOUR SIZES: 36” x 18”, 
36x 24”, 36x30", 42’ x 42”, 


Ask your jobber for complete details, or 
write directly to 


HUEBSCH ORIGINATORS 


3775 N. Holton Street e Milwaukee 1, Wisconsin 
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Premium 


DARCO 


makes drycleaning easier— 


keeps solvent cleaner— 
than ever before 


Developed especially by Darco research—for today’s modern charged soap 
systems, whether one or two bath, which use highly concentrated and 
valuable detergents. Never before have drycleaners had an activated 
carbon that does the job like Premrum Darco, at a price that gives you 
all the quality performance and convenience you’re paying for. 


More decolorizing power than ever before to help solve the drycleaner’s 
biggest problem—bleeding dyes and graying. 


Saves your valuable soap. High density, concentrated Premrum Darco 
reduces make-up of valuable detergent. 


Saves your costly solvent. High density Premium Darco cuts your loss of 
costly solvent per pound of filter cake in half. And you get longer intervals 
between cleanouts. You'll have less filter sludge for the muck cooker per 
pound of work cleaned. 


Reduces distillation to a minimum. One shot of Premium Darco every day 
keeps your solvent clean as new. It’s especially valuable in charged systems 
using water-white or light colored detergents . . . where soil accumulation 
shows up immediately. 


A little does a lot. Premium Darco is so powerful that you'll only need a 
small dosage of it daily to keep solvent clean. Follow recommended dosage 
and you’ll get the drycleaning quality that keeps customers coming back. 
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EASY TO USE 


in th 
— in the new 
re ee along dott< 


one-pound power pack 


ynd 
wean ene po 


Met 
assures accurate dosage by weight with 


no mess and no guess. 


gives exact cost control. You know the 
weight you’re actually using; you'll 
always know the cost. 

provides the right weight of carbon 
needed by your filter every day. 


offers easy and dust-free addition of 
carbon to any system. 


FOLLOW THESE 
DOSAGE RECOMMENDATIONS 
EVERY DAY 


FILTER SIZE MINIMUM DOSAGE 
gal. /hr. 


1000—2000 V2 bag 
3200— 5000 1 bag 
5000 or more 2 bags 


made by 


CHEMICALS 
DIVISION 


The most efficient way to remove 
POWDER COMPANY 


color 
. WILMINGTON 99, DELAWARE 
fatty acids In Conoda Atlas Powder Company, Canada, Ltd. 


non-volatiles Brantford, Ontario, Canada 


from modern charged soap systems 
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Automatic change computation on modern registers improves accuracy and speeds service 


to the benefit of customer goodwill 


Continued from page 36 


shaving. Unless we do a little every 


day, we are a bum. 

The first 10 seconds spent with a 
prospective customer are the most im- 
portant a salesman has with her, They 
can convert her to a loyal customer 
or drive her away forever. 

Let’s take the case of a route sales- 
man. Without sales training, he may 
handle a prospect like th’s: 

He screeches to a stop in front of 


her driveway, yells at her children for 


nearly getting run over, steps heavily 


across her new lawn and bangs on her 
front door. As she answers. he looks at 
her without a smile, and with his cap 
still on his head says, 

“I'm from the XYZ Cleaners in 
You know, they been there 40 
years, We ain't had no business from 
you. Figure you're using that highway 
robber across town, the guy with that 


town 


“Do it tomorrow 


slow service. I just happened to be in 
the neighborhood and wondered if 
you had anything that needed clean- 
ing.” 

You can imagine how quick her 
negative response would be. True, it’s 
an exaggerated case. Probably no one 
route salesman would make all those 
mistakes, and our hypothetical man 
made at least a dozen—all in about 
those first precious 10 seconds. But 
many salesmen are guilty of at least 
one or two. 

Here is how a sales-minded em- 
ployee might have handled it: 

He would have driven slowly to the 
curb, because of the presence of chil- 
dren. He would be careful not to 
block the driveway unnecessarily, and 
would say something kindly to the 
youngsters. He would proceed on the 
sidewalk to the house and ring the 
doorbell or knock politely. 








He would be careful to note the 
prospect's name on the door. When 
she responded, he would have his cap 
in hand and greet her with a smile, 
addressing her by name. He would 
not waste those seconds identifying 
himself and the firm, (Its name is 
emblazoned across the side of the 
truck in front, and shows up on his 
uniform. ) 

He would use decent grammar and 
not knock her present cleaner, He 
might as well tell her she is stupid 
and exercises poor judgment. And to 
state the fact that he was around the 
neighborhood, anyway, and made no 
special effort to see her was the final 
unflattering blow that killed the sale. 

Our sales-minded employee would 
have approached that door with a 
cloth garment bag for the anticipated 
order. He would also have some kind 
of door-opener. He is armed with 
more than conversation, a poor selling 
tool. The door-opener helps dramatize 
your services, to neutralize Mrs. 
Housewife’s thoughts from her do- 
mestic problems. Her acceptance of 
the token brings her into the act and 
also adds impact to the sales story 
through the sense of touch. 

Let’s say in this case the gift is an 
inexpensive sewing kit, So, Mr. Sales- 
man greets her pleasantly and says: 

“Mrs. Jones, please accept this small 
gift from our company. We hope it 
will help you with those odd mending 
jobs around the house. And did you 
know, Mrs. Jones, that garments 
cleaned by us are complete, ready for 
wearing? We take care of all minor 
sewing repairs as part of our regular 
service. There's no extra charge. Our 
process also restores the like-new look 
to your fine garments, too. 

“Would you like to try our work? 
There’s no charge if you aren't com- 
pletely satisfied. Do you want to send 
one of your husband's suits or would 
you prefer to have us clean a dress 
instead?” 

There is a potent demonstration! 
No precious time lost in identifying 
the company. The smile, the use of 
the name paved the way to a positive 
reception, not a negative one. The 
door-opener neutralized her attention 
long enough to tie it in with a service 
of his company. He also told what his 
firm could do for her, not what she 
could do for them. 

She was given an ironclad guaran- 
tee of satisfaction, topped off with a 
choice—not between something and 
nothing; rather, between something 
and something. She could send either 
her dress or her husband's suit! 

There are many door-openers be- 
sides novelties. A coat that has been 
slit in half is a good one, Half the 

Continued on page 44 
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Customers LOVE this new service! 


“By taping tickets in place we make these handy polyethylene bags re-usable!”’ 


“Clear poly bags sure are handy for the lady of the house. But—my customers’ 
smiles turned pretty cold when they found pin-rips and staple-snags in bags 
after taking off the tickets. That is, until we found out that faped-on tickets 
came off without any damage to poly bags at all. (Makes it easier for me to 
take off my copy, too.) So, with “Scotcn’ Cellophane Tape, we come out way 
ahead! Now my customers are all smiles again. Did I say smiles? Golly, yes!” 
See your supplier now for “SCOTCH” Cellophane Tape and the tape-saving 
Definite-Length Dispenser M-92 that delivers pre-measured lengths at a 
touch of the lever! 


SCOTCH BRAND Tapes 


for the Cleaning Industry 





—s 
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**ecoTcn’* # REGISTERED TRADEMARK FOR THE PRESSURE-SENSITIVE A ve TA “ 


October, 1958 





“COMPACTNESS . . . 
EFFICIENCY . . . ECONOMY 
SOLD US ON MANITOWOC” 


say the Salhaney Brothers, Uptown Clean- 
ers, Grand Rapids, Mich. ‘‘Our Model 35 
perchlor 2-bath units occupy a minimum of 


floor space and avoid a crowded, cluttered 
look in our shop. Re-runs have been reduced, 
and operation has been economical.”’ 


When the Salhaney brothers recently opened two branch 
stores in newly developed Grand Rapids shopping cen- 
ters, they decided to install complete cleanin =. 
ment in both shops. Each location can handle about 
4,000 Ibs. oo week and should ultimately gross about 
$2, 500 weekly 


Quality is the key with Uptown Cleaners and the 
Manitowoc perc machines have consistently provided 
outstanding quality, even for 1-hour work. Because of 
excellent reclamation, solvent consumption is substan- 
tially lower. The highl ——— Manitowoc-Olson tubu- 
lar filters eliminate soi eposition, reducing re-runs to 
a minimum. Soap Keeton > =n is tremendously reduced. 


“Diverti-Flo solvent control, found only in Manitowoc 
machines, prevents accidental mixing of the 

solvent ana he rinse,” noted Mr. James Salhaney. 

get the full benefit of the 2-bath process and are | aed 
of the finest quality cleaning — a contributing factor to 
our unexpectedly high sales. 


*“Manitowoc equipment has proven to be the best choice 
for our parti operation,” he concluded. “Our - 
ly satisfactory experience with the two perc units 
been profitable and pleasant. We anticipate long, 
a service from these well-e , econom- 
ical ma 


3 plants ...3 brothers 
make money with 
Manitowoc 

The three Salhaney brothers—Michael, 
James and Nicholas—have two shop- 
ping center outlets plus the main 
plant in Grand Rapids (top photo). 
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One of the two Mani- 
towoc Model 35 Per- 
chlor 2-bath units 
operated by Uptown 
Cleaners. Performance 
has been excellent, 
with output exceed- 
ing the anticipated 
poundage 


fast, low cost 

finishing 

Perfect Manitowoc dry cleaning de- 
serves perfect Manitowoc finishing! 
Choose from a full line including 
presses, fabric head finishers and 
toppers, puff sets, spotting and fin- 
ishing boards, spotting guns and an 
automatic steam-air form finisher. 


SUPER DELUXE 
MUSHROOM PRESS FABRIC HEAD TOPPER 


MAN I TOWOC we 


6 


Tumblers 2 : MANITOWOC ENGINEERING CORP., Dept. mRS-2 


A Complete Line ot Manitowoc, Wis. (A subsidiary of The Manitowoc Company, Inc.) 


. : Please send complete information on 
fillets} DRY CLEANING and : () Perchlor Dry 
mn : Cleaning Systems | Name 
FINISHING Systems - [)PetroleumDy | a. 
: Cleaning Systems 
Stills : [-] Tumblers 
= [7] Stills 
Finishing TU > earn : [ ] Spotting and , 
Equipment ing | HOR Re : Finishing City 
Units { + — : Equipment 


Company 
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Continued from page 10) 


carefully 
finished. The other side is left soiled 
ind wrinkled and the two 


garment is cleaned and 
pieces 
sewed back together. Another idea is 
to give the salesman a supply of blue 
litmus paper to test drapes for the 
presence of acid, The paper is dipped 
in plain water and touched to the 
drapery. If it turns red, acid that is 
damaging to fibers is present. 

Copies of your recent newspaper! 


ids, your yellow page ad or some 
mailing piece can be effective, too 
But the salesman must be sure to use 
it to point up some advantage your 
firm offers her—not merely to prove 
that you have run an advertisement. 

Some drivers give out lollipops to 
ill the children around the truck at 
each stop, not just present customers’ 
What a sales force they 
have working for them! 


4 customer who walks into your 


voungsters 


store is presold, so the above cold 
turkey ideas don’t apply. But other 
techniques do. The friendly smile, 
stewardesses on one airline call it the 
“TWA smile” 


tomer’s name are 


._ remembering the cus- 
important. A com- 
pliment on the garment is good, too. 
Then, some special service suggested 
for that special garment adds to cus- 
tomer goodwill 

One plant we know of offers a spe- 
cial curb service. The attendants have 
become so sharp they recognize pa- 
trons’ cars a block away, dash in for 
the order, and have it ready by the 
time the car rolls to a stop at the 


plant. The customers love it 


MOTIVATING 


And now we come to the final phas« 
of your responsibilities to your sales 
organization. You have hired and 
trained these people. Are you getting 
maximum return for your efforts? You 
won't, unless you breathe life into your 
selling program through motivation. 

There are many facets to this, The 
check list at the right will cover the 
most important ones. You will see 
some questions that seem to have lit- 
tle bearing on enthusiasm and drive, 
such as the one on cash controls. This 
one does fit, because it involves disci- 
pline which is a type of motivation 

Study the check list. Do a little soul- 
searching before you put down a “yes” 
response. If you feel the negative 
inswer is proper, then check the text 


for help. The suggestions are designed 
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Does the trainee know 
customers’ likes and dislikes? 


If your training program has been 
adequate your new employee is 
familiar with your company policy on 
various matters. He or she has been 
in your plant several days observing 
your production methods, knows your 
quality and service. 

There is one link in the chain still 
missing, however. The trainee doesn’t 
know the customer. 

I don’t mean her name or where she 
lives, but how she feels about dry- 
cleaning and your firm, She has ex- 
tremely feelings about her 
clothes and those of her family. She 
may have subconscious fears that dry- 
cleaning is hard on garments—that it 
takes the “life” out of them. Or, she 
may look upon your company as a 
bunch of experts. Your firm really 
knows how to make them look new 


strong 


again. 

Thanks to the Motivational Re- 
search of the NID, all this information 
is available to us now. With the co- 
operation of the Institute we brought 
you a complete report* of the subject 
based on their findings in our March 
1958 Guidebook. If your salespeople 
haven't read it yet, they should cer- 
tainly do so. 


Is the sales force in uniform? 


Again referring to the Institute 
Motivation Research project, it tells us 
that the housewife wants us to allay 


* Reprints of the article are still available at 
$1 per copy 


her fears about cleaning. She wants to 
turn over her valuable garments to 
someone whom she can trust. 

Strangely enough, uniforms con- 
tribute to that feeling, following the 
same idea as in hospitals. The nurses 
and interns in uniform give a feeling 
of security, of solidarity. Imagine how 
you would feel if you were about to 
be wheeled into surgery and the doc- 
tor was attired in a sweatshirt and 
slacks, one of the nurses had on a 
sweater and shorts, another was in a 
housedress, while still another wore a 
chemise dress. Certainly nothing or- 
derly or professional about that pic- 
ture, is there? 

While our customers are not en- 
trusting their lives to us, they are 
counting upon us for their appear- 
ance, The subconscious desire for life 
and immortality is a basic one. But so 
is the desire for status, and that’s 
where appearance comes in, The gar- 
ments we clean are intimate personal 
possessions that add to beauty and 
attractiveness, to importance. 

If we can show, through the use of 
uniforms, that we are professional 
people, worthy of this trust, then their 
use is an extremely wise move on our 
part. Uniforms imply that we are re- 
sponsible. 

If you haven't put your sales force 
in uniforms, do it now 

At the same time, take down the 
signs in the branch offices that pro- 
claim no responsibility. That goes for 
similar statements that appear on 
some claim checks and invoices. Such 
statements aren’t valid, and they un- 
dercut the efforts of our salespeople. 





tomer interest? 
force? 
promotions? 


sive selling? 
Are your cash controls tight? 


claims? 





Check List for Sales Force Motivation 


Do you hold regular, planned sales meetings? 

Do you run contests regularly? 

Do your salespeople get personality training? 

Are you setting the pace with enthusiasm and cus- 


Do your quality and service back up the sales 
Are your salespeople fully informed of your sales 
Does your compensation plan encourage aggres- 
Do you have a customer-control system? 


Do you have a sound route-splitting policy? 
Are the salespeople given any authority on settling 


Yes 
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PROFESSIONAL i mg WASH 'N WEAR" 
WET CLEANING STARTS WITH 15 MINUTES 
‘PRESPOT SOAKING” IN A BATH OF IRGIRX 

FOR SURER REMOVAL OF PERSPIRATION, 


STAIN, AND SOIL...AND MORE SURELY 
SATISFIED np a) eh 


RS 


products of WALLERSTEIN COMPANY, INC 
Makers of Enzymes for Industry 
180 Madison Avenue, New York 16, N.Y. 





Signs on call-office walls and counters supplement promotion efforts of counter girls on 


specific sideline services 


we efficient to earn 
[ry them out; they'll 


Do you hold regular sales meetings? 


Unless \ 


plant has a firm sched 


wr meetings, the unswer to the 
first question on the check list is “no 
To run one or two a vear is ilmost is 


vad as not hav Ing anv at ill 


should 


weeks 


me plants have i brief mornit 
ession daily. Certainly they 
be held at least every two 


We ire 


customers 


constantly reselling steady 
This 1s done by reminding 
them of our good service, or by the 
vere act of calling on them regularly 
riving them plenty of attention 

The same human traits that moti 


customers exist In your Sales 


people. You 
their problems. their 


continuing interest in 
training, thei 
needs will pay you over and over. And 
meetings he Ip vou do this. 

The theme or pattern should vary, 


ind should be 


ample 4 


well planned. For ex- 
if the speaker is going to show 
figures or words to highlight a point, 
i blackboard should be on hand. If 
the men are going to participate or 
will be required to make notes, be 
sure they all have paper and pencils. 

If you are fortunate enough to se- 
cure an nuts de speaker, be courteous 
enough to furnish him a table, and 
Many allied 
trades firms will have their local rep- 
resentative 


ask them 


To hold frequent meetings just for 


preferably i lectern 


1 
addre ss 


your people if you 


the sake of having them isn’t enough. 


Only management should approve applications for charge privileges 


~: 


Nameplate identification makes salespeo 
ple feel important 





The NID is currently running 
an excellent series on sales meet- 
ings. These appear as part of 
the bulletin service of the Insti 
tute under the title “Sales Meet 
ing Guide.” If you are a mem 
ber, take advantage of thes 
bulletins 











Each meeting should have an objec- 
tive. Here are some reasons for hold- 
ing them 


1. Exploiting a season (box storage) 
2. Opening of a 
length 


3 ( lose ot 


contest (rules, 


contest results: “It 
proved what vou can do.” 
4. How to sell 
selling each other ) 
5. Product knowledge 
tradesman 


skits, or salespeople 
(allied 


6. Movie (on selling or phone tech 
niques ) 

7. Conference types (everyone par- 
ticipating ) 

8. Announcement of new product 
in plant (or a new service ) 

9. Gripe session (not more than 
once a year} 

10. Kickoff of advertising program 

ll. Safety program (mainly for route 
salesmen ) 


12. Report on national convention 


The dozen examples don’t even 


scratch the surface of meeting topics. 


Even so, they provide material for 
nearly six months and provide a com- 
plete change of pace, I cannot stress 
strongly enough that you should in- 
clude the counter sales staff in on the 
meetings. The girls need counsel, 
guidance and the feeling of belong- 
ing just as do the men 

The only exception might be the 
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Hoyt's biggest “FIRST” 


... couldnt operate without it! 


Handle all loads 
with equal efficiency 


ee 


WE 


Small Loads Big Loads 


NOW, with this simple lever, the operator can vary the 
cylinder speed to obtain just the right tumbling action for 
the best drying and reclamation for any size load or type 
of garment. Fast or slow. . . or any speed in between... 
you have full freedom of speed selection. Small loads, 

or articles requiring gentle tumbling, can be tumbled at 
slow speeds for full aeration and fluffing. 


When we first announced “LOADTROL,” we knew this 
new feature was good but, frankly, we didn’t know 

how good until you told us. Thanks to its wonderful 
reception, the “LOADTROL.” is now included as 
standard equipment . . . along with Hoyt’s many other 
features . . . on all Super Fast Reclaimers and is 
available as an extra on our Standard line of reclaimers. 


Keep ahead with Hoyt... be sure the reclaimers 
you buy have Hoyt features! 


MANUFACTURING COR 
14 FORGE ROAD 
WESTPORT, MASSACHUS 


Automatic Dryers, Reclaimers and Chillers 


1958 








Top: Contest standings should be posted to keep contestants on their toes 


Above: Advertising should be budgeted and planned, with sales force completely posted on 


the campaigns ahead 


but even her it 
bad idea to includ 
them probably drive 


oO in lude a gripe ses 
1 constructive positive 
meeting can ill afford such a negative 
listraction. But if 


once a year maximum, it may serve a 


gripes are aired, 


useful purpose. It should be done with 
some controls, however 

Leave the 
ilone for about 15 min 


speop 


i t 


Here is a wav to do it. 
] ] 


Let them discuss their gripes 

vately. Have them list these on a 

x blackboard before you re- 

to the session. Then answer as 

que stions raised as you can If 

some need further investigation, prom- 

iS¢ to have the a day or 
two— and do it 

You must be ready to handle all 


ot gripes most of which vou 


answer in 


know in idvance Some are i! 


su } Vo price struc 


ire or a tough competitive situation. 
You will have to “sell” your crew on 
these. And remember this; the more 
sales training your people have, the 
less important will such problems be. 

Here is another salient point. The 
sales results of each person should 
be announced at each meeting, Those 
who have done well will be glad to 
have the others hear about it. Those 
who are on the bottom of the list 
will exert extra effort to move up the 
list if they are worth their salt. If they 
stay on the bottom for an extended 
period, you know where to plan for a 
replacement. 

Which brings us to another point. 
These standings should be on a quota 
basis, which should be budgeted from 
We all work better if we 
have some definite goal, Furthermore. 


time to time 


a girl or route salesman should not be 
penalized in the standings if her 
branch office or his route is located 
in a less lucrative area. 


There are many arguments, pro 
and con, as to the best time to have 
meetings. Morning sessions have many 
advantages. The sales crew is fresh 
and alert, and their home life is not 
affected. Also, they can put sales ideas 
to work while the notion is still fresh 
in their minds. 

On the other hand, the meetings 
have to be short. Also, it isn’t easy to 
inject humor at an early hour, Such a 
session might better be held in the 
afternoon, but here the people are 
anxious to get home. And some out- 
side salesmen may not be able to get 
back in time. 

Night sessions allow more time to 
cover selected subjects. Of course, in 
some areas, union rules prohibit this 
But where it is possible at least an oc- 
casional evening meeting is very fruit- 
ful. Be sure to furnish a dinner or at 
least some refreshments. And by all 
means, invite the wives and husbands 
periodically, They exert considerable 
influence on your employees’ pertorm- 
ance, for good or bad. It is good to get 
them into the act for a more favorable 
impression 


Do you run contests regularly? 


I am a firm believer in the value of 
sales contests. They give the salesper- 
son a reward for extra effort. More 
important, they provide an excellent 
example of what can be accomplished 
if the salesperson tries just a little 
harder. This point must be stressed 
during and at the conclusion of the 
contest. 

It must be noted that too much of 
anything is bad. Too frequent con 
those that run for several 
About two 
plenty, and they should 
run no longer than six or eight weeks 
The types of contests available are 


tests or 
months lose their punch. 
a year are 


endless, but one on storage or for in- 
creased sales are two old standbys. 

In any case, the contest should be 
set up on quotas, Thus the salespeople 
are competing against their own re- 
sults, not the entire crew. 

Two other tips: Merchandise prizes 
have longer lasting effects than cash 
awards, And be sure to bring the wife 
or husband into the contest. A letter 
mailed to the home will often help 
spark an otherwise unenthusiastic con- 
testant. The mate should be kept in- 
formed of the contest’s progress. 


Do your people get personality 
training? 


Stop and think for a minute, How 
many products or services do you buy, 
in business or personal life, from peo- 
ple you dislike? Not very many, I'll 


Continued on page 52 
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You Progress, Produce, and Profit More with Prosperity 


PRESSES 6 more pants per hour 
GROSSES *32.60 more per day 
PAYS for itself in just 3 months 


rt 

ALL THIS 

eee AND MORE TOO 
Your labor costs remain level. 
You save pressing time and over- 
head. You improve quality. You 
serve more satisfied customers. 
Never before has any press 
offered the all-around adapta- 
bility . . . the broad coverage 
per lay ...and the few lays 


per garment of this Prosperity 
All-Purpose Utility Press. 


—————E 


er — 


N ow : ats —— 
PROSPERITY 
DRY CLEANER’S UTILITY PRESS 


One of the most valuable single machines 
in a dry cleaning system that turns out 
high-quality finishing with extra profits. 


Cleaners who have used this new Prosperity 
Utility Press say you can't miss. The new 
contour buck cuts legging from 3 to 2 lays, 
topping from 6 to 4 lays, a saving of 44% in lay- 
ing time. That increases pressing output 6 
pants per hour . . . or $32.60 per day at 70¢ 
per pant. This saving pays for the press in just 
3 months, or adds $8,736 to gross income 
every year. 

Presses coats, skirts, sports shirts, sweaters; 
any garment in fewer lays . . . resulting in 
more output, with no increase in operator 
effort. 


Copyright 1958, The Prosperity Company 
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DIVISION OF WARD INDUSTRIES CORPORATION 


October, 1958 


FACTORY AND GENERAL OFFICES, SYRACUSE, N.Y.—SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 
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Advertisement 


Common questions 
about Conductivity Control 


AS PRACTICED IN THE TWO-BATH METHOD 
WITH STREET’S CONDUCTIVITY CONTROL UNIT 
AND A 4% SOLUTION OF FORMULA 886 


WATER RETAINED 
IN CHARGED SOLVENT 


#1 
Does water accumulate in the 4% 886 
solution? 


No. The “magic eye’’ calls for only enough water 
to maintain the original fixed charge of 3/10% 
water. The controls prevent the accumulation of 
additional water. This fixed charge of solubilized 
water provides unprecedented water soluble soil 
removal. 


42 
Does the fixed charge of 3/10% filtered 
water in the 4% solution contribute 


to wrinkling of fabrics during extracting? 


No. With any process it is only the water which 
has been absorbed by the fabrics, and held by the 
fabrics during extracting, that influences the 
amount of wrinkling from extracting. The water 
left behind in the 4% solution could not possibly 
influence extractor wrinkling through some mys- 
terious remote control. 


43 

. Does the fixed charge of 3/10% filtered 
water in the 4% solution contribute 

to shrinkage of fabrics during tumbling? 


No. Only the water held by the fabrics when en- 
tered for tumbling can contribute to shrinkage 
during tumbling. That water which is retained by 
the 4% solution can have no more influence on 
tumbler shrinkage than water held in a sewer or 
reservoir. 


WATER RETAINED 

IN CLEANED FABRICS 
ef 
If enough water is employed in the 
Conductivity Control Process to practically 
eliminate wet cleaning, how can it help but 
cause more wrinkling and shrinkage than 
conventional methods? 


Because the micelle formation in the 4°% 886 solu- 
tion reduces the vapor pressure of the solubilized 
water so that the fabrics can absorb no more than 
their safe moisture tolerance. This fixed water 
absorption provides unprecedented safety. 


45 


- How much water is removed from the 4% 


solution by the fabrics? 


Regardless of the widely varying amounts of water 
in fabrics prior to cleaning, there is a fixed amount 
of water in fabrics after cleaning with Conpuc- 
TIVITY CONTROL. The fixed amount of water ab- 
sorbed by any given load of fabrics from a solu- 
tion containing 4% 886 and 3/10% water is equiv- 
alent to that which the same fabrics would absorb 
if hung in an air-conditioned room with relative 
humidity between 70 and 75%. 


TEMPERATURES 

OF CHARGED SOLVENT 
46 
Does solvent temperature affect 


Conductivity Control? 


When the dial is set with solvent temperature of 
80° F. to maintain a fixed charge of 3/10°% water 
in the 4% 886 solution, and a fixed water absorp- 
tion by fabrics corresponding to 70-75% R.H., 
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substantially the same standards may be main- 
tained with varying solvent temperatures between 
70° F. and 90° F. Solvent temperatures outside of 
this relatively wide range call for a change in dial 
setting. 


£7 
Is solvent temperature control more 
necessary with Conductivity Control than 
with conventional methods? 


Regardless of what method is employed, solvent 
temperatures above 100° F. present a fire hazard 
with Stoddard Solvent, and with any solvent high 
temperatures contribute to excessive wrinkling as 
well as bleeding of fugitive dyes. Regardless of 
method, cold solvent reduces detergency and con- 
tributes to excessive filter pressure. Control of 
solvent temperature between 70° and 90° F. 
was recommended by all recognized authorities 
long before STREET’S invented CONDUCTIVITY 
CONTROL. 


TYPE AND CONCENTRATION 
OF DETERGENT 
Is the detergent which imparts 


the highest conductivity the best for use 
with Two-Bath and Conductivity Control? 


Not necessarily. For example, STREET’s CyYcLo 
imparts far greater conductivity than FoRMULA 
886, and yet Cycto fails to produce as consist- 
ently optimum results as 886 in the Two-Bath 
method. 


#9 

Does a variance in concentration of 
detergent affect Conductivity Control? 

Not within reasonable limits. The Conpuctivitry 
CONTROL manual limits the variance between 
3.8% and 4.2%. However, exhaustive tests indi- 
cate that when the dial is set to maintain a fixed 
concentration of 3/10° water in a 4°j, solution of 
886, substantially the same water level may be 
maintained with detergent concentrations vary- 
ing between 315° and 414%. Detergent concen- 
trations outside of this range call for a change in 
dial setting. 


#10 


How much 886 is removed from the charged 
solvent by the fabrics? 


There is substantially no preferential absorption 
of the active ingredient in 886 by the fabrics 


Te 
_—. 


. 


R. R. STREET & CO., INC. 


vt 


\ 


\ 


cleaned. If the test kit shows frequent loss in con- 
centration, check pipelines, valves and traps to 
prevent rinse solvent from diluting the 4% solu- 
tion. 


CONTROL VS. 
NO CONTROL 


#11 

What are the principal advantages of 
Conductivity Control over the super charged 
system without control? 


Without Conpbuctiviry CONTROL there is no com- 
mercially practical means of maintaining a fixed 
3/10% charge of filtered water in the 4% solution, 
and it is this uniform charge of solubilized water 
that has provided the near elimination of wet 
cleaning. Of equal importance, there is no other 
commercially practical means of maintaining a 
fixed amount of water absorption by the fabrics. 
Following cleaning with ConpucTIviry CONTROL 
the fabrics are removed for extracting and tum- 
bling after having absorbed water equal to the 
amount which the same fabrics would absorb if 
hung in an air-conditioned room with relative 
humidity between 70 and 75°%. This provides 
complete insurance against excessive wrinkling 
or shrinkage. 


ALERT PLANTOWNERS who seek the advantages of 
advanced research, without the risk of experi- 
menting with the unproven, may well communicate 
with the inventors and sole developers of the 
CONDUCTIVITY CONTROL PROCEssS. 


Vee gt? 
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Customer controls can be elaborate or simple, like these flip cards 


Salesmanr The 

1S individual make S 

show his appre- 
vatronage, He remem 
ime he smiles when he 
treets us He ivoids controversial 
subjects rather talks ibout the 
weather since it gives us a point of 
igreement. He wants to keep 


es’ frame of mind 


mutual 
works for a supplier, he 
back to thank us for an un- 
large order and to see if we 
ire satisfied; that delivery was on 
time. If he is the service station man 
Ww ndshie Id ind checks 
battery and tires 

cast the salesman 

please He 1S looking 

our interests. Our welfare is 
rmost concern At least he m 
that feeling 
+} 


That is the impor 
g e impression we gain In 
ntacts with him 

Some 
have 1 greater flair for 


other but all of us can 


personality _sellir 


et sore guidance and 


in this direction It includes 


ybvious things as good grooming 


stvles garish clothes 


unshined shoes 

ymunter girl oI 

1 

ur trai selling 


we I] 


ou can make to your 
sales force If vou haven't already 
read it, buy 
famous book 
ind Influence 
your crew should review together the 


i copy of Dale Carnegie’s 
“How To Win Friends 
People.” And you and 
I ; 
Motivation study contained in our last 


Guidebook (March 1958 


Do you set the pace for your 
salespeople? 


Ever iction has a reaction. If a 


stranger accosted you with an insult 
the normal reaction would be to re- 
turn the insult 


Enthusiasm and loyalty from 


A smile usually gains 
a smile 
a sales crew can only be gained if 
we reflect interest and our own en 
thusiasm. This interest must be shown 
for our customers as well as em 
ployees 

They will both react in kind to us 
ind our business. It is up to us as 
management to set the pace for the 
rest of the crew. If we argue with 
customers, it is practically a cinch the 
employees will follow the pattern. If 
we are courteous and solicitous. they 
will be. too 

Now is the time to reappraise ou 
own attitude. Have the past lush years 
caused us to lose sight of our role as 


leaders? We 


Se lve sitw 


have to motivate our 
expect to motivate others. 


Are quality and service backing 
up sales efforts? 


There is an inflexible rule in sales 


that, to be successful, a salesperson 


must believe in his product or service. 
It is very difficult to be enthusiastic 
and convey a desire in a prospect or 
customer's mind if we don't believe 
the story ourselves. 

That is one pertinent reason why 
this “Do It Now” series has followed 
the sequence it has. Before discussing 
sales and sales training we tried to get 
the rest of the house in order, For 
those who weren't completely on the 
ball, we covered every phase of pro- 
duction within the plant. We have 
also analyzed packaging and appear- 
ance of our stores and trucks. 

If all those things are right. then 
we have gone a long way toward moti- 
vating our salespeople. But it requires 
constant vigilance to make sure our 
quality and service measure up to our 
claims for them. Then our sales force: 
can concentrate on selling, not offering 
excuses and alibis. 


Do your salespeople know your 
advertising program? 


I recently learned of a plantowner 
who was spending hundreds of dollars 
a week on a television program, He 
decided to run a special on blankets, 
a limited pe- 
riod. It had been going on for several 


offering a discount for 


days when a route salesman was given 
i couple of blankets by one of his cus- 
tomers. She reminded him to be sure 
to give her the discount, which was 
the first he had heard of the sale. 

This may seem hard to believe, but 
the worst part of the story is yet to 
come. When this owner was asked 
why he hadn't told his salesmen about 
the sale none of the men were in 
formed), he said it was his duty to 
take care of the advertising and pro 
motions, It was up to his men to find 
out what was going on! 

It is for this reason that the ques 
tion was included in the check list. I 
hope that plantowner is the only on 
with such an unreasonable attituds 
He is doing more than throwing away 
idvertising dollars. He is losing the 
respect and loyalty of his sales force: 

One of the axioms of good manage- 
ment is to let employees know in ad- 
vance of changes that may affect 
them. If they aren't told, they resent 
it. On top of it, they look ridiculous, 
or at least feel that way, in front of 
their customers if they have to learn 
ibout their company from the patrons. 

If the sales crew knows in advance 
of special advertising or promotions 
they can ballyhoo the idea and give it 
added impact. Our plantowner lost 
untold blanket sales the first several 
days because of this lack of communi 
cation with his crew. 

Keep all your salespeople aware of 


what is going on. It gives them an- 
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There’s No Business... Like the Storage Business 
and the Haertel Line of Storage Equipment is Complete! 


DRY STORAGE + COLD STORAGE 
AIR-COOLED OR WATER-COOLED UNITS 





how to build or alter . . . and how to equip your vault at a low minimum cost. Any available 
space can become storage area, and having your own storage facilities will increase your 
business as well as your reputation. From the small ‘“‘Storagemaster’’ dehumidifier-fumigating 
unit, to the large “‘Vaultmaster’’ which includes automatic refrigeration, dehumidifying and 
fumigation. The Haertel Line is custom engineered to give you approved, safe protection and 
long trouble-free service. 


A arenes nin 


SEND FOR OUR FREE STORAGE 


There is a Haertel Storage unit to fit your needs. A Haertel representative will recommend 
| 
| 























WALTER HAERTEL CO., 2840 Fourth Ave. So., Minneapolis 8, Minn. 
POLARIZED CARE Piease send me the storage Have your representative 


VAULT PLANNING KIT $ vault Planning Kit. contact us—no obligation. 


WALTER HAERTEL COMPANY 
2840 Fourth Avenue South 
Minneapolis 8, Minnesota Address 


Firm Name 


Manufacturers of City 
equipment for garment 

storage vaults and Signature 
fur cleaning supplies. 
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their 


Does your compensation plan 
encourage selling? 


US being equal idded com 
e opportunity for it Is a 
salespeopk 
f the coun 
iibit bonus 
still a few 
yites on 
ite! number 
laries to thei 

unte! personne] 
The onal contests for both 
yuuites and counters provide tempo 
rale boosters. But a bonus plan 
ir round. One cleaner 
lis store girls 15 per 
s. You may be sure 
te sideline services. 
iware that your route 
pre tty we ll established so tar 
pensation s concerned We sug 


possibilitie s of 


u explore the 


or your branch 
out bi Hering 


new sh rt cus 


Are your cash controls tight? 


The purpose of this series is to give 
ua self-analysis of your business 
We ire not attempting to spell out 


every single system that ipplies to 
different facets of vour operation We 
do want to emphasize the importance 
of cash controls to you and your em 
ployees. If temptation is not placed 
them the 


pilferage or 


before chances of loss 
embezzlement 


Tight cash control helps 


through 
ire ke ssene d 
reduce te mptation 


In addition employees know that 


such controls are for their protection 
is well, They will respect you for run- 
ning a we ll organized busine SS. 

One mportant key 
careful check 


Invoices should be signed out to the 


is to keep a 
on the invoice numbers. 


routes and stores by the serial num- 
bers and charged to that person. Each 
nvoice must be accounted 


it 


is voided 


yuld have i rigid policy on 
counts, Only 
} 


have the right to put a cus 


management 
should 
tomer on “open accounts,” and then 
after some investigation. Charge-ac 
count collections should not be the 
concern of the sale speople 

Cash turn-ins are another matter. 
We talked earlier about the impor- 
tance of having sales personnel bond- 


} 


ed, and it helps assure proper han 


But in the case 
of routes, there is always a chance 


dling ot your money 


of some shortages, due to orders de- 


livered when the customer wasn't 
home and other causes. 

One way to control this is to have 
the driver make settlement for the 
previous week's shortages by his next 
pay day. If there still is a shortage 
the amount is deducted from his pay. 

When we 


mentioned that some firms act as their 


discussed bonding, we 


own bonding agency and require $100 
or more from the employee, to be ré 
turned with interest when employ- 
Then, periodically, 
an inventory is taken and the amount 


ment terminates 


deducted from the cash bond and 
charged to that driver's ledger 

As we said in the beginning, there 
are many variations to cash controls 
But basically they are the same. They 
require invoice serial numbers to be 
xccounted for, and they also require 
a physical inventory of the driver's 


rack or the branch store’s undelivered 


Simple door-openers convert prospects into customers 


work. While the inventory can take 
place on a definite schedule, it is 
better to do an unannounced spot 
check occasionally, 

In the case of branch operations, 
the incoming work should be totalized 
against the store The dav’s sales (re- 
ceipts and cash) are credited to the 
store. By the end of the week the 
store will have a balance against it 
representing the difference between 
the daily charges against it for incom 
ing work, and the orders delivered. 
This balance should check out in in 
ventory of the work still on the store 
racks 

The use of cash registers also helps 
cash control. Each ring-up is record- 
ed and totaled on the newer machines 
One cleaner recently nipped a fraud 
in the bud. He noted that there were 
number of “No Sale 


rings on a particular tape. An inven- 


an inordinate 


tory that night revealed his sales clerk 
had decided to help herself to the 
money and rang up a blank instead of 
the amount of the order, She would 
have been caught sooner or later, but 
the register brought it about promptly 


Do you have a customer-control 
system? 


Whether you operate a cash-and- 
carry plant only, or routes, or both 
it 1s important to motivate your em- 
ployees by keeping track of your cus 
tomers. That goes for your prospects, 
too. And when we refer to customers 
we mean both present and past, Re- 
member, your present customers art 
someone else’s prospects 

It is a known fact that the average 
plant has about a 30 percent turnove! 
of patrons each and every year. The 
more you can hang onto, or regain, o1 
attain, the more stable your business 
will be, the faster you will grow 

The NID Motivation Research proj- 
ect tells us that customers appreciate 
regularity of service. That is one big 
benefit of customer control, since it 
assures us that regular calls will be 
made, particularly on the routes 

But it also applies to branch opera- 
tions in a sense. If the records reveal 
that a customer becomes a “drop,” a 
phone call may help regain that ac- 
count, One good system for a cash- 
and-carry business was developed by 
Miracle Cleaners in Columbus, Ohio. 
For less than $25 a file system was 
set up, This company uses a duplicate 
invoice system which fits into the con- 
trol arrangement very well. Here is 
how it works. 

A series of file folders is maintained 
at the main plant. These folders are 
5 by 6 inches and contain the dupli- 
cate invoice copies of each customer 
for the main plant and its four 
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THIS 


simple Dialamatic 
control panel... 


..» DIALED 


by your counter attendant... 


eee oO PE RATES this space-saving 


Detrex-B&G garment conveyor 
system which automatically... 


.- DELIVERS... 


customer’s order right to your 
counter in seconds. It saves time, 
increases efficiency, improves cus- 
tomer relations, boosts profits. 
Write for details today! 


DETREX CHEMICAL INDUSTRIES, INC. 
Dept. J-80 


Box 501, Detroit 32, Michigan 
Bes: CHEMICAL Please send immediately complete Dialamatic details 
INDUSTRIES, INC. ow 


BOX 501, DETROIT 32, MICHIGAN 
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Records must be studied, then used by management. They provide an excellent guide for 


sales promotions 


branche The 


plant de 


i 
A full-t 


countet! girls ut the 

this filing in their spare time 
ime employee constantly stud 
check the fre 


usa ge ind the 


these folders to 


ot customer 
of services they buy. 


double-checks the 


lings every 60 days, listing current 


superviso! 


customers and those who are irre gular. 
In the latter case a phone call is made 


to ascertain the reason. Also, if a 


‘drop ippears 


] 


ce 


i postcard follow up 


Only the most recent invoice is kept 
the folder. The file doesn’t become 
overcrowded or cumbersome. espe 


ially for regular weekly customers 


The date of the last previous order is 


noted on the one invoice kept in the 
folder 

{ street directory guide is used to 
match the 
tomers with street numbers not cata 


ogued in the file system, The file 


addresses of current cus- 


supervisor is able to maintain an active 
prospect list this way. Phone solicita 
tions are made on these prospects. 
To insure regularity of service on 
outes, there are two common prac 
tices. One is to issue addressed in 
voices for the route for each day in 
the week 


mac hine 


The Sé are addressed by a 
which imprints the address 
from a metal plate, The other way is 
to use a looseleaf notebook, Again, the 
listed by the 
order in which they are called upon 
for each day in the week. A brief no 


tation is made on each customer— 


customers names are 


whether an order resulted. OF a rCe- 
quest to call next week, or whatever 


happened on the call These are 
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management and 
appears 
possible that a customer is about to 
be lost. 

In addition to the regular calls, the 
should be 


cards each day. The quantity can 


checked daily by 


follow ups made where it 


salesmen given prospect 


range from 5 to 15, depending upon 
the conditions existing on a specific 
route 

If an order results, the customer is 
added to the regular file. If an order 
doesn't occur, this is also noted, with 
the prospect s comments. 

While these systems might be called 
customer control or prospect control, 
in the final really 


salesperson control, They make sure 


| 
inalysis thev are 


the job is done right. That is, if man- 
igement kee ps on top of the situation 
and really uses the information these 


rec rds reve al 


Do you have a route-splitting policy? 


There isn’t much sense to splitting 
routes unless certain danger signals 
appear. Let us say you have a good 
area and an ambitious salesman, But 
over a period of time, it is obvious the 
volume has reached a plateau. Fur- 
thermore, you will probably find the 
man isn’t making any more “cold tur- 
key” calls. What caused him to lose 


his drive? Has he too much to han- 


dle? 

We are referring to routes that are 
producing $600 or $700 a week and 
naturally. If the plateau is 
reached at $200, you have another 
problem, like looking for another 


more, 


salesman 


But, assuming a split is in order, the 
first step is to make a market study so 
that a new route has enough potential 
to make it profitable, and still give 
your present salesman a chance to re- 
build his volume. A check of rentals or 
real estate values at your municipal 
government offices will reveal the 
upper-half-income families. Then con- 
centrate your sales efforts in those 
areas. 

Also, make sure your present sales- 
man doesn’t get penalized through loss 
of income. One popular way of com- 
pensating him for loss of volume is 
the “reducing bonus” plan, Suppose 
you decide to take $200 from a $600 
route, If the salesman received a 15 
percent commission, his normal take 
would be $30 on this $200 volume. 
The next step is to decide, with his 
help, how long it will take to rebuild 
to the $600 mark. If you agree on, 
let us say, a 60-week period, then di- 
vide the $30 by 60, which amounts to 
50 cents. 

The first week he would receive 
$30, but each week following this 
bonus would decrease by 50 cents. 
The second week he would get $29.50, 
and so on, This helps offset his loss 
during the building-up period, but 
also compensates management as sales 
improve. And there is no loss of mo- 
tivation on the part of the salesman 


What authority on claim settlement? 


Nothing can snuff out enthusiasm 
of employees, as well as create cus- 
tomers ill will, faster than a loose 
claim policy. Whatever your particu- 
lar policy is on claims, make certain 
the salespeople understand it clearly. 

If they are able to make an adjust- 
ment in one case and try to do it in 
a second instance, only to be contra- 
dicted by management, nothing but 
confusion and dissatisfaction result. 
What I am saying is, be consistent. 

It is only fair to your employees, 
your customers and yourself to let the 
sales force know where it stands on 
such matters. Many farsighted plants 
take complaints off the shoulders of 
their sales personnel. 

Here is the way Ben Foster of Fos- 
ter’s in Gloucester City, New Jersey, 
puts it: “We have often heard it said 
that a route salesman does not or will 
not sell. But we are asking him to do 
manual labor, to be an efficient cash- 
ier, and at the same time be a suc- 
cessful salesman, It is my opinion we 
are asking too much when we ask him 
to be a proficient adjuster as well.” 

But whatever your feelings are on 
the matter, be sure that everyone in 
the organization is aware of them, 
and conforms to your policy 100 per- 
cent of the time. # # 
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DRY CLEANERS 


— 


gt Che 


1o Get 


} 
} 


e “Chemice 


When our current stock of Magnesol is gone there 
just won't be any more as our plant is now being 
dismantled. This is your last chance to enjoy the 
many benefits of a unique product that has been used 
by smart dry cleaners for 18 years to do quality 


cleaning at lowest cost. 


Now more than ever, with the fall and winter seasons 


cleaning job to be done, it will pay you to get your 


share of Magnesol before it’s gone. 


To be sure... PHONE YOUR JOBBER TODAY! 


Putting ldeas to Work 


Wl FOOD MACHINERY AND CHEMICAL CORPORATION 
Westvaco Chlior-Alkali Division 


AND CHEMICAL General Sales Offices 
CORPORATION 
161 E. 42nd STREET, NEW YORK 17 
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Various buildings of Thrift-D-Lux cover length of entire city block 


How To Manage a Multistore Operation 


Long-range plan solves production and distribution problems 


\ DIFFICULT PROBLEM 


fac ed 


Fred Alper, president of Thrift-D-Lux 
( 


leaners in Los Angeles, California, 


yon after he took over his present 
plant. After acquiring the property in 
1948 he began to build a chain-store 
rganization, only to discover there 
shortage of the type of 
personnel needed to properly staff 


each outlet. Since 1949 each store has 
} 


was a distinct 


een individualls owned and oper- 
ited, with the result that Thrift-D-Lux 
Cleaners has become the largest dry- 
cleaning operation of its kind in the 
West 

One hundred and three of these in- 
dividually owned and operated outlets 
work under a simple franchise agree- 
ment. All drycleaning and laundry 
is provided by Thrift-D-Lux 


Cleaners so long as the outlet uses the 


Service 
firm’s name, Each store owner handles 
his own detail work, such as the in- 
voicing, marking and tagging, pricing 
garments, and even reassembles the 
finished garments which are delivered 
back to him in bulk. In return he re- 
ceives a percentage discount on the 
imount of business done, based ona 
price schedule established by Thrift- 
D-Lux 

Mr, Alper’s organization provides 


ll necessary advertising and promo- 


a 
tions for each outlet, This includes 
lettering the windows and store fronts, 
banners for both interior and exterior 


display, local direct mailings, and local 
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By LOU BELLEW 


newspaper advertising as needed to 
maintain a suitable volume. In addi- 
tion, various metropolitan media such 
as Major newspapers, radio and tele- 
vision are used periodically for chain- 
wide promotions. Bailee insurance is 
also provided each outlet, plus in-store 
training for new store owners, as well 
as constant supervision by trained 
store supervisors as needed. 

This franchised operation, perhaps 
better described as a controlled or 
closed wholesale arrangement, bases 
its success on a continuing appeal to 
a mass market through sufficient vol- 
ume to insure a profit based on prices 
nearly 30 percent lower than those of 
other retailers in the area. 


Servicing the outlets 


These 103 stores are scattered over 
Orange County and Los Angeles 
County, in the most heavily populated 
area of Southern California. This 
makes it necessary to service them at 
night when traffic is less congested. 

Pickup-and-delivery is handled by 
eight van-type trucks with 20-foot 
bodies mounted on 1%- and 2-ton 
chassis which have been lengthened 
by 6 to 8 feet. Each of the bonded 
drivers handles from 10 to 14 stores 
each night. Drivers load their own 
trucks, using rolling racks to transport 
finished work from the storage racks 


Continued on page 62 


Van-type 20-foot trucks show new type of sign decals that fit over rivets and corrugated 
surfaces. White panels are used for paste-on posters 
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and 


Pace-Perk . cas: new soap for Perchlorethylene only! 


Thirty years’ development has gone into this outstanding soap for Perchlorethylene 


Check these Pace-Perk features: 
No filter pressure » Water solubilization with Pace-Perk—out of this world « No lint or static - 
Easy to test - Garments have that clean feel, and clean, fresh odor « Cleans thoroughly with or 


without water » Can be used with or without rinsing + Safest for clothes and equipment - Light in color - 
High carbon soil removal « Amazing spot removal « No stock emulsions needed—use raw water « 

Easy to distill « Can be used with all moisture controls « Dye build-up easy to control 

IT REALLY CLEANS—whites are whiter, colors brighter 


Pace-Perk pushes pass-ups and peps up production! 








The “SHIRT-O-MATIC” does bosom, body 
and yoke in a single automatic operation! 
Only one moving head...all simple Pantex 
air valves for trouble-free operation. 


Select from several— PANTEX provides Other Pantex profit-producers are the 
1-Girl, 2-Girl and 3-Girl Shirt Units to suit “Perk-O-Miser” solvent recovery-drying 
your volume and price plans. 1-Girl Units cabinet—and the “Perk-x-tractor” for fast, 
have electrically heated heads optional. easy sludge cooking and lower solvent bills. 
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<37) Pick the “PERK” that’s right for you! 
This Model “35” handles 35-pound 


loads — fast cycle... features the exclusive “S” 
cylinder for deep-drop cleaning with both spray 





and immersion wash and rinse action. Fully 
automatic, two-bath or single-bath operation — 
interchangeable with the flip of a switch. Other 
“Perk” models up to 75-pound capacity. 


f ony 
v SD ) More years of profitable pressing 





and top trade-in value — when you insist 

on a PANTEX. This “Hydro-Air” Air Press 

offers a can't-be-copied group of pressing 
advantages to help you cut the cost of finishing — 
to deliver the fast service that customers expect. 
And Pantex Foot-operated Presses are world 
famous for their feather-light action — their 


built-in, lifetime trouble-free service! 








neck Today's Full Line of Pantex 
eaning, Laundry & Finishing Money-Makers 


In every department of your plant — go “ALL PANTEX’” for the 


right range of sizes — for dependable, low-cost operation — for easy terms. 








Call or write your Pantex Representative for all the facts, today! 


PANTEX MANUFACTURING CORPORATION 
PAWTUCKET, RHODE ISLAND 


Send me the money-making details of your Pantex 


line. I am especially interested in___ 
NAME 


ADDRESS 





PANTEX MANUFACTURING CORPORATION 
PAWTUCKET, RHODE ISLAND 


CITY 
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Special wire baskets handle finished blankets easily. Printed bags Belts from each ovtlet ore kept on shower-curtain hooks as segre- 
carry glove, tie orders without loss between plant and stores gated by store operator 


Continued from page 58 

in the plant. Trucks are loaded three 
it a time, starting at 4:30 p.m. The 
first truck is away by 5:15 p.m. and 
returns by 10:30 p.m. The last truck 
pulls away by 7:15 p.m, and returns 
to the plant ibout 2:00 a.m. All gar- 
ments ~ course ire delivered on 
vers 

Arriving at a store the driver hangs 
the garments on racks and proceeds 
to pick up the soiled bundles. Draw- 

ig bags are used for this purpose— 

e bags for drycleaning orders and 


blue bags for laundry bundles. Special 


items such as rush, prespot, and those 
requiring special handling already 
segregated by the store owner) are 
placed in red, yellow or green bags 
by the driver according to classifica 
tion. Such speci il items as these, from 
every store on the same route, go into 
these bright-colored bags to insure 
faster processing through the plant 
Returning to the plant, the driver un- 
loads into canvas baskets at the sorting 
lepartment 

Handy for the drivers in the sorting 
room at the plant is what is known as 
the mailbox, a cabinet affair with a 
pigeonhole for each of the stores. This 
is to simplify communications between 
plant and outlets, and to reduce tele- 
phone calls to a minimum, Premarked 
envelopes are used to send messages 


to the store when the driver makes : a 2 

Compression tank shown above is for reclaiming solvent from filter muck drawn from other 
filters. Cone bottoms of filters are connected by draw-off pipe leading to compression tank. 
vel ype ¢ ontaining any message the Muck is forced into tank by filter pumps 


delivery. He picks up a similar en- 
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CISSELL EQUIPMENT 


4 


in use the world over 


"Gf finish og 


rapid up-steam, powerful vacuum on the 


CISSELL STEAM-FINISHING BOARD 


Here is basic equipment in your Finishing Department items are finished. You'll get a SOFT FINISH. Illus- 
It eliminates the use of a press in silk finishing. Your trated at right: Cissell Steam-Finishing Board with 
finishing will be done WITH EASE . . . without pres- Two-in-One Swinging Sleeve Board, Cissell Low-Boy 
sure. You'll use this unit for fast, beautiful skirt Steam-Electric Iron with Electric Thumb Switch, 
finishing — for plain, fancy and flat-pleated skirts Water-Spray Gun and Condenser 
for blocking sweaters, scarfs and knitwear, 





for steaming high-pile fabrics, for finishing all PLEAT SETTER RACK AND SUPPORT ASSEMBLY 
fabrics WITHOUT SHINE .. . for touching- Permits movement of pleat setters forward 
up hem lines on crepe and silk dresses with onto Finishing Board in one easy, horizontal 
aid of pleat setter, for eliminating all seam motion. Air space provided between pleat 
marks. You'll like the way corduroy setters and metal rack permits cloth 
skirts, ties, draperies, blankets, coverings to dry quickly. 12” and 


spreads, and many miscellaneous 18” sizes are standard equipment 


W. M. CISSELL MFG. CO., INC. — LOUISVILLE 1, KY. 


Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles. ey 
Foreign Distributors write Export Dept.—Cable Code “CISSELL". Sane 
Consult Your Jobber een 


AI6LDAW@e 
€CmissELlsi 
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A “spider web” overhead arrangement is used in sorting finished garments. Unit is oper- 


ated by 12 employees 


store owner might have and returns 
it to the plant each evening 

The problem of mixups that often 
occur with belts from a large number 
of outlets has been solved very neatly 
through the use of 
hooks. Store 


into three classifications—hard-back, 


shower-curtain 
owners separate all belts 


soft-back and color, with each classi- 
fication secured to one of the three 
shower-curtain hooks. From the time 
the belts leave the store until they are 
returned to the store they are never 


removed from these three hooks. Belts 
are cleaned in nets, dried in a deodor- 
izing cabinet, and finished while still 
attached to the shower-curtain hooks. 

Special canvas bags are used for ties 
and gloves during pickup and deliv- 
ery. When the driver makes the pick- 
up he leaves another of the neatly 
lettered bags at the store for the next 
day’s business 

Understandably, Mr. Alper is con- 
stantly seeking new and better meth- 
ods to maintain profits in the face of 


Pride of cleaning room employees cre these three gleaming white avtomatic washers. Equip- 


ment is kept spic and spon 
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mounting labor and supply costs, To 
this end his plant is in the third year 
of a “three-year plan” of moderniza- 
tion. During the first year, in 1956, 
the cleaning room was remodeled, 
automatic washers installed, filter and 
tumbler capacity increased, and im- 
provements made in the spotting de- 
partment. This resulted in a saving of 
14 percent in operating costs the first 
year. 

The second year of the plan (1957) 
saw the installation of a new laundry 
department to provide the outlets with 
a reliable shirt and pants service. This 
new department has a capacity of be- 
tween 30,000 and 50,000 pieces per 
week and employs 41 workers. 

During the third year of the mod- 
ernization plan (1958), the entire dry- 
cleaning plant layout will be re- 
vamped, complete with automatic 


conveyors. This is expected to result 
in capacity of 25 percent more volume 
from the same space used at present, 
and to effect a saving of $60,000 in 
costs in the first year. 


Cleaning room equipment 


It might give a better picture of the 
cleaning room capacity of Thrift-D- 
Lux to list the new equipment now in 
operation: 

Three 500-pound automatic 
washer-extractors. 

One 200-pound 
washer-extractor. 

Four 12,000-gallon-per-hour tub- 
ular filters (in series). 

One 8,000- and one 12,000-gal- 
lon-per-hour tubular filter (in tan- 
dem). 

Two water-cooled solvent coolers. 

Eleven 125-pound tumblers. 
This room averages over 80,000 

pounds per work week, which means 
about 70,000 pieces in 56 hours. Be- 
fore the installation of the new equip- 
ment, the cleaning room had to oper- 
ate 24 hours around the clock for five 
days and 12 hours on the sixth day 
with 11 men working 48 hours per 
week, With the new equipment seven 
men handle the same volume working 
40 hours a week. 

The cleaning room operates on a 
charged system. Every effort is made 
to maintain solvent purity on both 
charge and rinse, as evidenced during 
our visit by constant checking by both 
the room foreman and the plant su- 
perintendent. Filters are precoated at 
regular intervals (every eight hours) 
and demucked just before precoating. 
Large amounts of activated carbon are 
used in both solvent lines. 

With so large a filter capacity, it is 
understandable that solvent reclama- 
tion from the filter muck would be a 
problem. In fact, it used to take two 


automatic 
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CISSELL DRYERS have 
sturdy double walls that 
provide extra strength . . . 
KEEP HEAT IN BASKET. 
Perforations in basket shell 
are extruded to provide 
smooth surface. 


BASKET 


DRIVE* 
*Large basket shaft in Gear 
Reducer supported by Tim- - 


—i5 lif 
thn eee. Ea A oe ; CISSELL DRYERS have an 8-Stage Heat 


uous 40-hour week oper- : Control. Operator sets control for the 

= heat he wants . . . and forgets it, Cissell’s 
8 FIXED stages of heat assure that tem- 
perature is positively maintained—and 
every drycleaner knows how important 
that is! 


Mr. Drycleaner 


... get these advanced features with DELIVERS 3200 cu. ft. 


aE) wake —— 


OF AIR PER MINUTE 


42” x 42” SIZE 
e Years of dependable service 


CISSELL DRYERS in aii sizes deliver 
e Accurate temperature aes tine) | large volumes of air for fast drying and 
complete deodorization. 


¢ Fast drying—complete deodorization 


CISSELL DRYERS are modern in cabinet design. 
Install them side by side, yet retain complete 
accessibility of all parts for simple maintenance. 
Basket can be removed in less than 1 minute. 
Air Filters standard equipment on 42” x 42”. 
Cissell superior features add up to drying at its 
very best! For proof, just ask the man who uses 
a Cissell Dryer! 


Cissell Steam-Heated Drycleaning Dryers—Single Basket 
36" x 18", 36" x 30”, 42” x 42”. ALSO AVAILABLE 
Cissell Gas-Fired or Steam-Heated Laundry Dryers: Double 
Basket “Twin”; Single Basket 36” x 18", 36” x 30", 
42” x 42". 


W. M. CISSELL MFG. CO., INC. — LOUISVILLE 1, KY. 


Pacific Coast Office: 4823 W. Jefferson Bivd., Les Angeles 
Foreign Distributors write Export Dept.—Cable Code “‘CISSELL 
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men an average of 40 minutes to 
clean each filter, and six 55-gallon 
drums of wet muck used to be hauled 
away each day, to say nothing of the 
mess made in the filter room. 

Under the present setup an old 
filter with the “innards” removed is set 
up outside the filter room, with can- 
vas-covered screens at the bottom. A 
large pipe connects into the cone bot- 
tom of each filter and leads into the 
top of the old outside filter. Thus the 
filter pumps can pump the muck from 
all the filters into the one outside filter. 
This “squeezer” filter, as it is called, 
then has about 12 pounds of air intro- 
duced and the solvent is forced out 
by the pressure. 


Cleaning room benefits 


Result: Only one 55-gallon drum of 
dry muck needs to be hauled away 
each day, and the time average for the 
iob has been reduced to an average of 
10 minutes per filter, by one man. To 
say nothing of a much-easier-to-keep- 
clean filter room, (A check valve, by 
the way, in the muck line where it 
enters the top of the squeezer cham- 
ber prevents the 12-pound pressure 
from affecting the flow of wet muck 
from the new filters. ) 

Solvent temperature here is main- 
tained at 75 to 80 degrees with water 
recirculation, but next year it will be 
done by refrigeration. Humidity of 
solvent is maintained at 75 percent for 
all loads. 

Rinse solvent is allowed to build up 
to a 1% percent charge and some of 
it is used as additive to the soap sol- 
vent. The 600-gallon-per-hour vacuum 
still operates about two hours each 
day on the rinse solvent. 

Washers are operated below rated 
capacity with a high solvent level 
maintained to permit the solvent to 
flow over the garments. 

According to Dan Kreitzer, the 
newly appointed general manager, the 
plant has a very satisfactory average 
of 75 percent pass-ups and less than 
3 percent wetcleans, much of the 
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credit going to the new automatic 
machines. 


Spotting department 


Thanks to the new workflow and 
change of layout in the spotting de- 
partment, 10 spotters are now doing 
the work formerly requiring a crew 
of 18. There are now two silk spotters, 
two fancy wool, four rough wool, one 
touch-up, and one spotter who works 
on prespots and recleans. 

This has been accomplished by 
using six unskilled “cutters” who in- 
spect garments before they reach the 
spotters. They sort into “good” and 
“bad” categories. “Good” means the 
garments by-pass the spotters, and 
“bad” means they need the spotters’ 
attention, In this way the skilled high- 
salaried spotters don’t waste their time 
handling garments that don’t need 
spotting. However, the spotter does 
select the wetcleans. 


Finishing departments 


Twenty-one silk finishers produce 
from 8,000 to 10,000 pieces per week, 
averaging around 11% pieces of silk 
classification items per operator hour, 
with little unit finishing at present. 

In wool finishing, 52 employees 
average 55,000 pieces per week, ac- 
cording to Mr. Kreitzer. Of the total 
there are 27,000 pants, 15 percent 
wool skirts, 10 percent suit coats, 10 
percent miscellaneous jackets, 8 per- 
cent sweaters and jerseys, and the 
balance wool dresses and long coats. 
Average expectancy is 30 pants per 
operator hour, 35 jackets or suit coats 
per hour, 40 to 45 skirts from trainees, 
and 40 to 50 sweaters from trainees. 


Sidelines 


Pillow renovating is the only side- 
line service handled by Thrift-D-Lux 
Cleaners. All other sidelines, such as 
ties, hats, gloves, suedes and leathers, 
repairs and alterations, dye work, re- 
weaving, curtains, etc., are sent out to 


Present line of wool presses 
will be changed in neor future 
to unit finishing with new-type 
toppers 


wholesale specialty houses because 
productive space is at such a premium 
at the plant. 


Conclusions 


With the drycleaning department 
employees numbering 170, and with 
41 more employees in the new laun- 
dry department, the total comes to 
211 on the payroll. It is easy to see 
that every saving in labor cost is most 
important. Automatic equipment in 
the plant has proved its worth at this 
point, as have the equipment changes 
in the drycleaning department. A new 
workflow system and use of unskilled 
labor to perform certain duties for- 
merly done by high-salaried spotters 
have saved money in the spotting de- 
partment. 

With completion of the planned 
changes in the finishing and shipping 
departments in the coming year, there 
should be further savings through 
greater production. There should be 
an estimated saving of $60,000 in la- 
bor costs in the first year, because of 
a 25 percent increase in production 
in the same amount of space . . . plus 
added savings through a contemplated 
incentive plan. 

Add to this the matter of a fran- 
chise-store operation where each out- 
let is owned and operated by persons 
not on the payroll. True enough, the 
discount allowed each outlet is slightly 
higher than what it would actually 
cost Thrift-D-Lux to operate itself, 
but there are compensating factors. 

There is the saving in clerical work 
which would otherwise be necessary 
if all the branches were under one 
owner. Adequate supervision would 
be quite costly, and personnel could 
become a major problem, It would 
also entail sizable amounts of cash 
being tied up in the form of deposits 
on rental properties, and a staggering 
amount if the real estate were owned 
by a single person or company. 

It will be interesting to check back 
in the future and see what Fred Alper 
will think up next. # # 


NATIONAL CLEANER & DYER 





Look at the quality of your work 


a z- ee 


thru the eyes of your customers 


CISSELL 
FORM FINISHER 


* No Foot Pedals 
*« Fully Automatic 


* Air and Steam at the 
same time 


* Controlled Air Pressure 


Meet your customers’ demand for a soft, no-shine finish 
with equipment built to do the job. Even hard-to-work 
materials that demand air while steaming are finished 
beautifully on the FULLY AUTOMATIC Cissell Form artemis 
Finisher. The Cissell Time Switch permits operator to do 
other work while the Cissell Form Finisher steams, dries 
and cuts off automatically. Levers regulate size of nylon 
form at waist, hip and lower positions by moving back 
and forth in a horizontal motion and quickly locking into 
position. 

Finish any size garment—from the smallest child’s to the 
largest adult’s. Air pressure adjustable from minimum to 
maximum or to any intermediate stage. Superb construc- 
tion—the kind you expect from Cissell. 

CISSELL FORM FINISHER includes one set of #11 
Sleevers, one set of #24 Sleevers, and one Cissell Vent 
Clamp. Guaranteed for one year against manufac- 
turer's defects. 


/ 


CISSELL BUILT TIME SWITCH 


W. M. CISSELL MFG. CO., INC. 
LOUISVILLE 1, KENTUCKY 
Pacific Coast Office: 4823 W. Jefferson 


Bivd., Los Angeles. Foreign Distributors 
Consult Your Gobber write Export Dept.—Cable Code “CISSELL". 
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SIGNS of the TIMES 





Wash-Wear Claims Alarm Manufac- 
turers: The men’s clothing industry 
fears that unrealistic claims made for 
wash-and-wear suits by advertising 
and promotion campaigns may create 
consumer resistance, reports the Neu 
York Times. The claim that the aver 
age housewife can throw a wash-and- 
wear suit into any automatic washer 
and then let her husband wear it to 
work without touch-up is absurd, ac 
cording to industry leaders 

It was suggested by a wash-weat 
committee of the Clothing Manufac 
turers Association of the U.S.A, that 
all wash-and-wear suits carry these 
instructions: 

“This garment may be washed by 
hand or by machine in lukewarm wa- 
ter. Do not spin-dry. Drip-dry on 
hanger after washing and press with 
cool iron where needed, Can be dry 


( le aned ; 


New York Sets Minimums: The newly 
established basic minimum rate for 
drvcleaning workers in New York 
State has been set at $1 an hour, with 
1 $30 minimum for a work week of 
24 to 30 hours. Overtime begins after 
10 hours, and the part-time rate (less 
than 24 hours a week) is set at $1.05 

Under the new regulations, there 
will be no apprentice and learner rates 
atter September 30. 1959. Until that 
date the minimum rate will be 95 
cents an hour, $28.50 per week and 


$1 an hour part-time. 


Java Batik Suited to American Tastes: 
One of the world’s oldest textile in- 
dustries—the batik making of Java— 
is producing an improved product for 
both the export and domestic market 
as a result of American technical as- 
sistance. 

Batik is now being made that can 
be either washed or drycleaned, and 
the fascinating old patterns are being 
adapted to our modern dress and shirt 
industries. Also, the patterns are being 
placed on higher quality and a much 
greater variety of textiles 

This trend is the result of the In- 
Administra- 
tion’s mission to Indonesia. Under its 
auspices Rahat Marwan, a chemical 
and textile manufacturing technician, 
was sent to the United States to study 
bleaching 


ternational Cooperation 


textile chemistry, dyeing, 
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drycleaning and American market re- 
quirements, His American training in- 
cluded four months at the Lowell 
Textile Institute, on-the-job training 
in five textile plants in New Jersey 
and four months at the National In- 
stitute of Drycleaning. 

Mr. Marwan returned to Java with 
many ideas for the batik industry, 
carrying with him encouragement 
from American dress, shirt and drap- 
ery manufacturers, High-quality 
American being 
brought to Indonesia, made into batik 
for special purposes and then shipped 
back to the American garment indus- 
try. 

As technical advisor to the Batik 
Research Institute in Indonesia, Mr. 
Marwan has helped to improve the 
quality and production of some 11,- 
000 factories, mostly small household 
craft industries. He has a steady at- 
tendance of 50 students from various 
factories at the Institute, the maxi- 
mum number that can be given train- 
ing at one time. He is giving them 
courses of from one to six months in 
improved 


textiles are now 


designs and processes of 
manutacture. 

Since we are their best customers, 
Mr. Marwan encourages his students 
to meet the highest American stand- 
ards in order to get the best prices. 


Consumer Education: H, D, Rayburn, 
Somerset One Hour Cleaners, Somer- 
set, Ky., explained modern methods of 
drycleaning at a recent meeting of the 
Somerset Rotary Club. 

A tour through the Pantorium 
Cleaners plant, Dayton, Va., was con- 
ducted for Farmersville members of 
the Future Homemakers of America, 
accompanied by their mothers and 
teacher. 


Public Service: Members of the Balti- 
more Chapter of the Maryland Dry- 
cleaners Guild distributed bags to 
their customers for the collection of 
serviceable clothing for the needy 
during Saint Vincent de Paul Week 
in September. 

Ted J. Kaye, owner of Virginia 
Cleaners, Skokie, Ill., has been elected 
president of the Skokie Rotary Club. 
Mr. Kaye has moved up from the vice- 
presidency and also served the club 
as a member of the board of directors. 


For Management Controls: Everyday 
bookkeeping operations, plus a little 
additional time and effort, will furnish 
most of the data needed by small 
business owners for efficient credit 
and collection control. This is the sub- 
ject of Small Marketers Aid No. 33, 
“Credit and Collection Controls for 
Small Marketers.” 

The importance of cost control to 
even the smallest firm as a method of 
increasing profits is pointed up in 
Small Marketers Aid No. 34, “Cost 
Control Pointers for Small Marketers.” 

Smooth operating teamwork in a 
small business calls for personnel con- 
trol, according to Small Marketers 
Aid No. 35. The bulletin explains 
how this control should be provided 
through hiring, training, supervision 
and leadership. 

These bulletins are available free 
from the Small Business Administra- 
tion, Washington 25. D. C.. or any of 
its field offices. 


##? 


Safety Publications: The National 
Safety Council has released the sec- 
ond edition of its “Handbook of Acci- 
dent Prevention,” written for small 
businesses lacking full-time safety spe- 
cialists. The 93-page handbook con- 
tains such new material as a descrip- 
tion of radioactive hazards and ways 
to protect against them. 

The 1958 edition of “Accident 
Facts,” the National Safety Council's 
statistical yearbook, is now available. 
It contains facts and figures on all 
types of accidents including a list of 
accident rates by major industry 
groups. Other topics listed include 
most common sources of work injuries 
and how unsafe acts and unsafe con- 
ditions contribute to permanent im- 
pairment and death. According to the 
Council, the 96-page book provides 
ideas and facts for preparing reports, 
speeches and planning safety cam- 
paigns. 

The latest information and advice 
about fires has been published by the 
National Safety Council in an ac- 
cordion-fold pamphlet, “Don’t Be 
Alarmed.” The common and uncom- 
mon causes of fire are presented. 

For quantity prices of any of these 
publications and further information, 
write to the National Safety Council, 
425 N. Michigan Ave., Chicago 11, 
Il. 
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Designed for More Efficient Drycleaning Work 


A SLEEVE FORM FOR EVERY NEED 


No. 1 
Economy $2.95 
Med. or Heavy 


Deluxe .$3.25 


Exp. 13” For large 
coat sleeves 


Special .$5.00 
Lgth. 27” 
Med. or Heavy 


No. 2 ..$4.50 


Med. or Heavy 
Sleeve and Shoulder 


No. 3 ..$4.25 


For blouses on Wind- 
whips and Adjusta- 
Forms 


No. 3-A 
Pr. $4.95 
igth. 17%. Exp. 11” 


No. 3B . .$5.25 
Exp. 11” 
For coat machines 


No. 3-BX 
Pr. $7.50 
Sleeve and Shouider 
For Adjusta-Forms and 
coat machines 


No. 4-E. .$3.95 


Pelican Economy 
(without chain) 


No. 4 . .$4.50 


Pelican Deluxe 
(with chain) 


No. 3-B-7 
Pr. $5.50 


REPLACEMENT SPRINGS, (covered, ready to install) 


( 


For No. 1 and No. 2 


For No. 3, No. 3-A, No. 3-B, No. 3-B X . . Pr. $2.50 





NU-WEIGH DELUXE 











BASKET SCALE & 


This quality Basket and 
Scale has an all steel frame | 
and heavy duty removable, 

ten bushel capacity, canvas 
basket. The sturdy hanging 
scale will weigh up to 200 

Ibs. The big 4-inch ball 
bearing casters make mov- 


ing cosy. $129.50 


ECONOMY 
HANGING SCALE 


ideal Scale for selling service by 
weight. Heavy gauge metal basket. 
Attractive scale graduated to pounds 
ond half pounds. Approved by Dept 
of Weights and Measures. Capacity 
up to 100 Ibs. 


Scale and basket as shown $39.75 
With stand add $15.00 
Scale alone $18.00 
Basket alone $22.00 


STANDARD 
& SCALE BASKET 


16” x 18” x 32” heavy 
gauge steel wire basket 
with removable plastic liner. 
Capacity 60 Ibs. Steel car- 
riage with 3” ball bearing 
casters. Weight figures are 
reflected in magnifying mir- 
ror and plainly visible with- 
out stooping. $69.50 


Replacement Liner 


$ 4.95 





COAT VENT CLAMP 


Grips and holds coat vents firmly in place while gorment is being fin- 
ished on coat machine or Adjusta-Form. Leaves no imprint. Cuts finish- 


ing costs Only $3.00 each or $5.50 a pair. 


Sold Through Drycleaning and Laundry Jobbers. Send for our complete catalogue. 


NEWHOUSE SPECIALTY CO., INC. 3827 San Fernando Rd. Glendale 4, Calif. 
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Adco’s Miracle Method 


BLACK MAGIC 


Teamed With Adco’s Super Detergents 
ELIMINATES... 


Distillation 


Use of Sweetener Powders 
WITHOUT 


Detergent Loss! 


Pure, Clean Detergent and Solvent 
Continuously Without Use of... 


SWEETENER POWDERS OR DISTILLATION! 
ONLY BLACK MAGIC REMOVES coLoR, 








ADCO AGAIN FIRST WITH THE 
INDUSTRY'S MOST IMPORTANT 
ADVANCEMENT IN 20 YEARS 


For |} Petroleum Solvent Plants Perchlorethylene Plants 


wae Po me emma = <n eR RAE 


XXXDRI-SHEEN Mt, PERK-SHEEN 


PLUS PLUS 


BLACK MAGIC BLACK MAGIC 


QUALITY GREATLY IMPROVED-COST CUT BY 


For the first time in drycleaning history all clarification of your solvent is done 
while you are cleaning by the use of the Miracle Carbon Black Magic. Your sol- 
vent is pure and clean in the beginning and is kept that way continuously as you 
clean through the use of Black Magic in your filter. 





Black Magic works perfectly in either petroleum or synthetic 
solvent systems. 


lem ii?) 420) hile), Beet lemic) 7-041. (cee low) ) (7 .\ 8 3 ceed lem ce) Ke) eee lem fe)}- me) 7 
DETERGENT. Make Adco prove to you in your plant that Adco ‘‘Miracle Method”’ 
cleans faster, better and much more economically than any other method. 


deo, INC., SEDALIA, MO., U.S.A. 


_ NON- VOLATILES, FATTY ACIDS FROM YOUR SOLVENT. 





GOOD READING FOR WIDE 
PLANT MANAGERS 


LEARN HOW BUCKEYE CLEAN-CHARGE® CAN HELP 
YOU REDUCE FINISHING COSTS AND BUILD 
SALES VOLUME 


WAKE 


Buckeye Clean-Charge®, with its exclusive anti-static 
agent, eliminates static electricity that produces drag on 
the buck during the finishing operation. 


THIS RESULTS IN HIGHER PRODUCTION PER 
OPERATOR PER HOUR LOWER FINISHING COSTS 


You also save on classification time. Buckeye Clean- 
Charge® enables you to tumble light and dark, hard and 
soft fabrics together. Yet they come out clean, dry and 
completely devoid of lint. And how customers love that! 


Up goes customer demand for 
DRY CLEANING PROCESS 


Up, Up 
LINT-FREE CLING-FREE 


Now that so many thousands of women have tried the 
“Lint-Free Cling-Free* Dry Cleaning Processt (and found 
it the answer at last to problems of lint and static in 
clothes) there’s just no holding them! Plants and stores 
across the country report tremendously increasing demand 
. Stimulated by their use of the many varied sales pro- 
motional aids available to them. 
If you want to know more about the opportunity 
Buckeye Clean-Charge® offers you, write today. 
“Trademark of the Dovies-Young Soap C 


° . 
+U.S. Pat. No. 2729576; Canadian Pot. No. 528758: other patents pending. 


. SYMBOL OF GUALITY — j 


DAVIES: YOUNG 


Producers of Quality Products for the Dry Cleaning Industry Since 1844. 
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QUESTIONS and ANSWERS 


— 





Sunfading 


What has caused the fading in this pink coat with pile lining? 
It was not prominent before cleaning.—P. C., New Jersey 


The loss of color in this garment is primarily due to sun- 
fading. In the protected areas as under the collar and under 
the cuffs of the sleeve the dyestuff has not been affected. 
It would be impossible for the cleaning process to confine 
any fading attributable to it to certain areas of a garment. 

Cotton fabrics dyed with bright colors have given us some 
difficulty due to the fact that they bleed in drycleaning sol- 
vents. It may be that some loss of color has occurred because 
of this failing of the dyestuff. But we are of the opinion 
that most of the fading in this case is due to sunfading. 

Dyeing would probably restore the garment satisfactorily. 


Oxidized Oil Stains 


The customer claims that this stain was not present before 
cleaning. Is this possible and how can we remove it? 
—L. 1., New York 


We are of the opinion that the stains are the result of an 
oil that has become oxidized 

Very often oxidizing oils are present and are not appar- 
ent until they have become oxidized. The heat necessary in 
processing the garment in deodorization and finishing will 
often cause these stains to oxidize. Caramelized sugar stains 
also fall into this category of a stain that is not visible to the 
naked eye until it has become caramelized. 

Prespotting with an oily and volatile-type paint remover 
followed by recleaning is probably the only hope of cleaning 
these stains. And, it is very doubtful that they can be re- 
moved without some damage to either the color or the fabric. 


Clinging Lint Deposit 


What has caused the material in this green satin dress to 
“raise up” all over? —C. C., Connecticut 


The material clinging to the surface of the fabric is some 
form of clinging lint deposit that has attached itself to the 
exposed fibers of the floating yarns. 

This certainly is an unusual problem and one that I have 
never encountered before. In this instance the lint is so 
evenly coated on the fabric it would almost appear as 
though it had been sprayed on. Probably, the fabric had 
been charged with static at a time when this lint material 
was present, This resulted in the evenness of application. 

We tried removing this material from the surface of the 
fabric by using delinter, blocks for removing pilling, and 
very fine sandpaper. We had the best success using a fine 
steel wool and wiping the fabric downward with the run 
of the satin yarns. In this manner we didn’t seem to get 
any chafing and yet removed this material from the surface 
of the fabric. Such a method will be required to actually 
shave this material from the fabric. Sometimes an electric 
shaver can be used to remove such a condition. 
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Silk Damage 


What has caused the damage to this 
gray skirt?—B. Q. C., Indiana 


The damage to this skirt, occurring 
across the sheer pure silk yarns, is 
typical of a common problem on pure 
silk fabrics. 

There is still speculation as to the 
exact source of this damage. Some feel 
that it is due entirely to abrasion or 
friction that causes the sheer silk yarns 
to split. But because this damage so 
often takes place under the arms, 
across the back or at the waist where 
perspiration is built up, others feel 
that it is due to a combination of acid 
deterioration of the silk fiber and the 
abrasion from salts from perspiration. 

This is not due to any failing on the 
part of the cleaning process. 


Spattered Acid 


The customer brought back this blue 
dress two months after it was cleaned 
and claims we caused these holes. 

—K. Q., Florida 


Our examination under ultraviolet 
light indicates that this damage seems 
confined to the lower portion of the 
dress. It would seem that this garment 
has been splattered accidentally by a 
solution that was acid or by a solution 
that might have been hydrolyzed to 
form an acid condition 

Whatever may have been spilled on 
this garment could have been spilled 
prior to its cleaning. The heat neces- 
sary in finishing and deodorization 
very often speeds up the action of the 
acids. We do not believe that your 
cleaning process has had any part in 
causing the damage. 


Weather Streaks 


I have had trouble getting the stains 
out of these flowered draperies. The cus- 
tomer claims that I put them there. What 
is your opinion?—O. C. D., lowa 


The yellow streaks on this panel of 
drapery are generally referred to as 
weather streaks, They are caused by 
the fabric being wet in the affected 
areas for a prolonged period of time 
and absorbing gases from the atmos- 
phere. Stains of this kind usually can- 
not be removed. 

The fabric of the drapery is dam- 
aged where it is printed in a flower 
pattern, This particular problem was 
investigated by the National Institute 
of Drycleaning recently and found to 
be due to the yellow to orange dye- 
stuff used. This is fabric failure and 
not due to any fault in your process- 
ing. 
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FEND -a-BiB TIES A RIBBON AROUND 
-Y3\¥ YOUR PACKAGE—GIFT WRAPS YOUR SERVICE, 


AND CONVEYS YOUR HOLIDAY GREETINGS. 


aa 


on 
| toiniay 
) redtings 





Use ““AD”’-a-BiBs 
for the coming Holiday Season...and throughout 
the year with appropriate seasonal messages. 


With 
First Class 


your travels Piggy-Back, rides high, 


They make every Poly Bag a moving sales display 


message goes 


Al are the last word in decorative packaging with that important 
collar protection feature. No costly inventories 
fresh with each season. Buy them in the quantity you need. Holiday and 
stock print “A BiBs are sold in packages of 1000 or 2500. Quantities 
of 2500 or more may be had with your personalized imprint 


keep your messages 


HANGEMS for ties and belts, are gaining in popularity 
for utility and customer satisfaction 


your supplier for them. 


The ideal package 
Also available with poly bags —ask 


Holiday KWIK-KOVERS on your hangers convey your good 

wishes in good taste Packed 1000 or 3000 to the ) 

carton. 3000 or more can be had with your personal- 

ized imprint. a g 

Ask your jobber about special offer  eN 
osbinn SS . 


on Holiday BiBs and "i 
Holiday KWIK- KOVERS. 








SPOTTING MADE EASY... 


* 


When flushing paint stains keep the spotting gun well away from the fabric 


PART IX 


Spotting Categories and 


By CORT ANTONSON 


EVER SINCE this series started last 


January it has been our sole purpos¢e 


to add to youl spotting skills. to help 


you avoid costly claims. This article 


concludes the series and comple tes our 
1, 


stun ot procedures involved im re- 


moving stains in various categories 
This month we will cover three 
ir¢ is 

|. Paints and pigments 
Glues, adhesives and cement 
}. Rust and metal corrosion 


If vou have studied each issue, 


our knowledge of the science of spot- 
ting should be much How 


much so, depends upon you. Be sure 


broader 


to read the important announcement 
that appears at the end of this article. 


8. Paints and pigments: This cate- 
includes not only 
of paint but 
is enamel 


gory various types 
related 


shellac 


also materials 


such and varnish 
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think of it in- 
cludes a pigment, an oil and a solvent. 
While the oil and solvent will soak 
into the the pigment will lie 
on the Paint, then, can be 
considered a built-up stain. 

The fact that paint is built up 
makes it much easier to remove. In 
fact, it might be generally stated that 
any built-up stain is easier to remove 
that is into the 
fabric because we can break up the 
material lying on the surface and 
thus put it into solution much more 
easily. 

Paint should be spotted before dry- 
cleaning whenever possible,. The rea- 
sons for this are fairly obvious, If we 
clean a garment containing paint, the 
oil and solvent of the paint will be 
removed, But from exposure to heat 
in drying the paint tends to oxidize 
much as it dries on a building sur- 


Paint as we generally 


fabric, 


surtace, 


than one absorbed 


Procedures 


face, and then it becomes rather in- 
soluble. When we can spot paint be- 
fore drycleaning, the oil and solvent 
contained in the stain aid in removal. 

Keep in mind, then, that paint 
should always be spotted before dry 
cleaning. It is well to educate you 
counter girls, routemen and your cus- 
tomers to the importance of this ad- 
vance information. 

As with any stain, the removal of 
paint is largely dependent on the fab- 
ric it contacts. Removing paint from 
leather is most difficult, to the point 
of being impossible in most cases. 
Next to leather, paint is hardest to re- 
move from cotton. It is most easily re- 
moved from wool. 

In the light of this information it 
can be seen that to remove paint with- 
out a loss of color from some of the 
present-day cotton fabrics that are so 
fugitive to dry solvents and so sus- 
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and now . . . to help you reach 
the next plateau in profits, 

were going to ask you 

all about SPOTTING! 





As a spotting expert, you won't win big money, but you 
sure can make it! 


For the past year we've been publishing Cort Antonson’s up-to- 
the-minute series, Spotting Made Easy. Next month's chapter 
—final in the series—is designed to help you squeeze every 
bit of know-how and profit potential out of all preceding 
chapters. 


We're calling the chapter What's Your I.Q. in Spotting—and 
it will provide you with a simple but effective test you can 
take to rate your spotting knowledge and find out just how 
near you qualify as a spotting expert. 


Practical? It will be a double-check on how familiar you are 
with today’s spotting problems, fabrics, stains and spotting 
agents—helping you move into the best possible position for 
building business, improving quality, cutting claims and 


stacking up profits! NATIONAL CLEANER & DYER 


Youll enjoy What's Your 1.Q. in Spotting—so don't miss it. 305 East 45th St. New York 17, N. Y. 
7 It’s one more exclusive in ABC/ABP 








you can qualify for a handsome SPOTTING CERTIFICATE 


14” x 18”—ready for framing and display in your call office or window 
for reproduction in your direct mail and newspaper advertising and all other 
promotion uses you can make of it 

HERE’S HOW YOU GET IT: 


@ Actually take the test in next month's issue—What's Your 1.Q. in Spotting, (All an 
swers have appeared in Spotting Made Easy which started in January 1958.) 


Send your completed test paper to “Spotting Test,” National Cleaner & Dyer, 305 
East 45th Street, New York 17, N. Y. 


Your paper will be sent to Cort Antonson for grading. 


Lf you rate a passing mark-—and you probably will—we'll award you a hand-lettered, 
personalized certificate you'll be proud to show to your customers and prospects! 


Be Sure To Try For This National Cleaner & Dyer Promotion Tool! 
Look For What's Your !|.Q. in Spotting——Coming Next Month 


cee comes svi tae ee Si ss ssa i i a ss et a a ie a a ats a a a ty ce sos ae se 
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TRICKS OF THE TRADE 


As in any profession, there 
are “tricks of the trade.” Some 
of these so-called tricks are 
worth nothing. 

Speaking of rust removal, did 
you every try taking rust off a 
metal button that was covered 
with white fabric? Of course it’s 
easy: the buttons are removed 
from the garment and the rust 
remover applied. But how do 
you keep these buttons from 
rusting again before they get 
dry? This had me puzzled until 
an oldtimer showed me how to 
do it by first taking the rust off 
the buttons with rust remover, 
then placing them in a cheeese- 
cloth, twisted into a sort of bag. 
Then rinse them in alcohol. The 
buttons can then be dried with- 
out rusting again. 

The old tailor used to have 


ceptible to crocking off of dyestuff is 
almost expecting the miraculous. It 
would be well to advise your customer 
of the risk involved when she expects 
you to remove paint from her bright- 
colored cotton dress. 

Assuming now that the marker has 
just brought us a garment with ordi- 
nary paint on it, our procedure is as 
follows: First, it is well to saturate the 
stain with solvent. Many spotters by- 
pass this part of the operation and go 
directly to the paint remover, but by 
first using solvent there is less likeli- 
hood of pulling color. 

Next, we must choose a paint re- 
mover. As you may recall, we have 
three types available—the volatile 
paint remover, which is a quick-acting 
solvent; the oily-type paint remover, 
which is the lubricating paint remov- 
er; and the wet-and-dry type, which 
is somewhat of a lubricating paint re- 
mover that can be flushed either wet 
or dry. 

Almost always there is less chance 
of pulling color by removing paint on 
the dry side than resorting to the wet 
side. This is particularly true when 
these wet-and-dry-type paint removers 
are used in conjunction with the steam 
spotting gun. 

In choosing the paint remover for 
the job we should decide whether we 
need to lubricate the stain or not. 
If the paint is fresh, chances are that 
the lubricant it contains is sufficient 
and we can proceed immediately with 
the quick-acting volatile-type paint re- 
mover. This in itself may be sufficient 
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one of these tricks—when he 
pulled some color in his spotting 
efforts he sometimes rubbed his 
nose or his forehead, and with 
the oil from his skin on his fin- 
gers he would rub the color- 
loss area. This would tend to 
cover this light area by giving 
it a greater depth of color. 

Today we, too, can use a sim- 
ilar trick by using what we term 
“oil dip.” This merely involves 
making up a solution of 1 part 
white mineral oil and 9 parts 
solvent. Silk shantungs, cottons, 
etc., that may have a rather fad- 
ed look can sometimes be re- 
vived (if only until the next 
cleaning ) by immersing them in 
this solution, extracting moder- 
ately, and tumbling. A little dry 
sizing added to this bath some- 
times helps. 


to put the paint in solution, Then all 
we need do is dryclean the garment. 
The drycleaning rinses the dissolved 
paint free from the fabric. 

When working a paint stain a 
bone spatula can be used to advan- 
tage—but keep in mind the precau- 
tions we have previously discussed 
about its use. 

If the paint is old and has been 
in the garment for some time, or if 
by chance it went through the dry- 
cleaning process, then it would prob- 
ably be advisable to relubricate this 
paint with an oily-type paint re- 
mover. When such a lubricant has 
been applied and worked into the 
stain, we then apply our volatile-type 
paint remover to dissolve out the paint 
we have relubricated. The job may 
very well take repeated applications, 
after which the garment is drycleaned. 

If some of the paint still remains 
after drycleaning it is well not to 
place the garment in the tumbler, but 
to work it out again on the board and 
reclean it. Any exposure to heat will 
just make the job that much more 
difficult. 

In some instances the oil contained 
in the paint gives us the greatest diffi- 
culty, particularly when the stain is 
old or has been exposed to heat. This 
is due to the fact that we have an oxi- 
dizing oil (linseed oil) to contend 
with. As you may recall, such oxidiz- 
ing oils are often impossible to remove. 

Occasionally, on woolen garments, 
a paint stain can be removed by us- 
ing a wet-and-dry-type paint remover 


and flushing it on the wet side. If this 
is done, flush well, using an applica- 
tion of water followed by the flushing 
action of the steam gun—and dont 
get too close with the steam gun! On 
the wet side we are always concerned 
with the greater possibility of color 
loss 

In summary: Keep in mind that 
paint should be spotted before clean- 
ing; do not expose to any heat if pos- 
sible; choose your paint remover on 
the basis of whether you need lubri- 
cation or solvent action; be aware of 
your limitations on leather and cotton. 

Lacquer, varnish and shellac are 
somewhat similar when it comes to 
identifying them since, like the oil 
and solvent of paint, they are ab- 
sorbed into the fabric. They are differ- 
ent from paint in that no pigment lies 
on the surface. Generally speaking, 
they are made from resins, oxidizing 
oils and gums placed in solution with 
a more quickly evaporating solvent. 
This solvent very often is amyl acetate 
or one of the alcohols, such as ethy! 
alcohol, butyl alcohol or methanol. 

This type of stain is usually stiffer 
than a pigment paint and the longer 
it remains in the fabric, the more hard 
and stiff it becomes. This, too, is a 
clue to identity. 

The ordinary paint removers may 
not be very effective on these stains. 
Once they are tried and this is found 
to be the case, it then is advisable to 
spot the stain with amyl acetate. Amy! 
acetate is a good solvent for this type 
of stain and it is safe on all fibers. 
Alcohol is certainly a good solvent, 
also, particularly in the case of shel- 
lac; but keep in mind that alcohol 
bleeds acetate dyes very quickly. 

Once in a while we are confronted 
with an interesting problem in remov- 
ing paint, What are we going to do 
with the paint stain that is present on 
a pigment-printed dress? A word to 
the wise should be sufficient! 


9. Glues, adhesives and cement: 
Glues in themselves are usually pro- 
tein substances and so will probably 
require digestion. Once they have 
been digested, spotting them with a 
neutral lubricant and ammonia is usu- 
ally sufficient. 

Cements of one kind or another 
are probably the most common prob- 
lem. They usually consist of a plastic 
material that is placed in solution with 
acetone. If such a stain occurs on wool, 
cotton, rayon or silk, we, too, can use 
acetone and our stain-removal job be- 
comes quite simple. 

However, today’s fabrics are made 
up of so many blends that it is very 
difficult to know when acetate fiber is 
present—and acetone will completely 
dissolve acetate fiber. To be on the 
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Wrap up your 
reputation 
with Advance! 


Southern Advance really caters to clothes with brand new PAPER-VUE 
... the paper-plastic garment bag that serves 2-ways better! 


Southern Advance brings “togetherness” to sell ser soiling and fading, and keeps clothes fresh as pressed. 

in a brand ne ! Paper-Vue breathes like The printing is more cleanly defined on Paper-Vue’s 
paper, sees-thru like plastix and serves better than wonderful surface — and you can sell confidence with 
either alone! And the double value offers extra con- the garment inside. No matter how you look at it, 
venience, because Paper-Vue protects from mildew, Paper-Vue's your best order today! 


SOUTHERN ADVANCE BAG OPERATION _conTINENTAL © CAN COMPANY 


530 Fifth Avenue, New York 36, N. Y. 


October, 1958 





To remove rust from fabric buttons, first use ru 


rinse in alcohol to prevent rerusting 


safe side we must substitute amyl ace 
tate, and this is sometimes sufficient 
to do the job. When it isn’t and you 
think in terms of using acetone, you 
had better try it on a sample of the 
material before using it on the gar- 
ment itself. Unless you do. vou may 
be wondering why that spotted area 
ill of a sudden became white and got 
stiff. | can inform you, as of now, 
that you have “had it.” The only 
means of restoration is your check- 
book 

Ordinary chewing gum might fall 
in this category as an adhesive: It is 
a stain you are quite often called on 
to remove; usually it is easily done. 
Synthetic solvent itself will sometimes 
remove it; if not, amyl acetate will 
usually do the job. 

Airplane dope or glue is also a fairly 
common stain that falls in this cate- 
gory and can be very difficult at 
times, Our first efforts should be with 
the use of amyl acetate, If this is not 
successful, a solution of half amy! 
acetate and half toluene will some- 


st remover (left), then wrap in cotton and 


times work very well. And finally, 
if we are absolutely sure there is no 
acetate fiber present we could use 
acetone 


10. Rust and metal corrosion: Rust 
itself is very simple to remove. The 
mere application of one of the com- 
mercial rust removers is usually suffi- 
cient to do the job. 

But there are precautions to keep in 
mind! Rust removers are actually hy- 
drofluoric acid, It dissolves glass as 
well as metal. That is why it is packed 
in plastic or rubber bottles. 

With this in mind, how are you go- 
ing to remove rust from weighted 
silk or from fiber glass? The answer 
is “you aren’t”—at least not with hy- 
drofluoric acid (rust removers) be- 
cause you will damage the fiber itself. 
Fluoride salts can sometimes do this 
job, but the acid cannot be used in 
these two cases. 

You may recall that we pointed out 
that the glass of the board is also af- 
fected by rust remover. It should be 


used with a towel separating the gar- 
ment from the board unless you are 
working on a Monel metal screen. 

Rust removers also will sometimes 
cause color changes. Such a color 
change can usually be restored by 
neutralizing the hydrofluoric acid with 
ammonia. But, in some cases, only pro- 
longed soaking in a bath of water and 
neutral detergent will restore the col- 
or. To prevent this color change, the 
rust remover can be applied lightly 
to the rust stain by dropping some 
on a folded section of cheesecloth. The 
slightly saturated cheesecloth can be 
rubbed lightly over the stain. 

While rust is very easy to remove, 
other types of metal corrosion, like 
that from brass, are very difficult. The 
application of a rust remover may 
help but it may then be necessary to 
lubricate this stain on the dry side 
and then dryclean it. Further wet- 
side processing would involve an alka- 
line-type wet spotter. 


Conclusion 


This concludes the categories of 
stains I have chosen to include in this 
series, They are certainly not all-in- 
clusive in any sense of the word. The 
number of stains and the types can 
be as many and varied as all of the 
substances you can find on every store 
shelf—there is literally no end to it. 
This makes our job all the more in- 
teresting, for we never know when 
the customer will present us with a 
stain the likes of which we have never 
seen or heard of. 

It is hoped, however, that this series 
may have been of some help to you in 
at least placing a stain in a category, 
giving you a start in the right direc- 
tion even if you don’t know the stain 


or its exact removal procedure. # # 





Important Announcement 





The need for skilled spotters was never greater 
in spite of the improvements in cleaning. While 
the charged system does remove many more 
stains, still there are those described in this series 
that can only be removed by the spotter. 

While the National Institute of Drycleaning 
produces scores of graduates with spotting abil- 
ity, the majority do not remain long in that job 
category but move on to bigger positions. The 
purpose of this series has been to help fill the 
void that exists, to help train novices and retrain 
those already in the job. 

We are anxious to know what you have 
learned from reading and studying these articles 
over the past 10 months. Next month we will 


publish a list of test questions based on the series. 
To. those “students” submitting perfect answers 
we will award Certificates of Achievement. The 
names of the Honor Roll participants will be 
announced early next year. 

You will have until December 15 to send your 
entry. Certificates will be awarded solely on the 
accuracy of the answers. Neatness, originality of 
presentation or correctness of grammar will have 
no bearing on the judges’ decisions. 

Watch for the questionnaire in our November 
issue. Then be sure to submit your entry before 
December 15. Include your name plus that of 
your plant and the address so that the Certifi- 
cates can be correctly inscribed and mailed. 
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Here at last! TheAmazing New 
AJAX DOUBLE-BUCK CABINET 
BOSOM BODY PRESS... 

Outproducing Any 1-2 or3 Girl 
ShirtFinishing _ 
Unit EverBuilt — 


it makes all other shirt finishing methods 

old-fashioned! 

@ The exclusive AJAX Expanding Buck fits 
every shirt, consistently insuring the fin- 
est shirt quality, anywhere. 

Flexible and Versatile, it can be used 

as a 1, 2, or 3 girl unit, to handle vol- 

ume variations. 

Compact, 10’ x 10’, it requires little 

more valuable work area than one girl 

units. 

Interchangeable shirt bucks, an exclu- 

sive AJAX feature, handles boys’, Ia- 

dies’, and military shirts. 

Ajax Double-Buck turns out more shirts 

than any 1, 2, or 3 girl unit ever built. 
‘ 


Only AJAX can increase 
your profits beyond the capabilities of 
conventional units. Put AJAX to work for 
you. Contact your AJAX representative, or 
write directly to AJAX, Box 449, Salt Lake 
City, Utah. 


Since 1929 


AJAX PRESSES 


“A PRESS FOR EVERY PURPOSE” 


619 S. 5th W.-Salt Lake City, Utah 


October, 1958 


MTH 


COLLAR & CUFF 
PRESS 


2 Presses in 1 . . . high velo- 
city heads . . . Presses collar 
while cuffs are being laid. 


CABINET SLEEVE 
PRESS 


Finishes both sleeves auto- 
matically. Features AJAX ex- 
clusive “MAGIC EYE" Seam 
Indicator for varying sleeve 
lengths. 


FOLDING TABLE 


Provides simple, fast opera- 
tion. Full or semi-automatic 
models, with stand-up or 
lay - down collar blocks. 
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issued in the interest of all drycleaners by the Drycleaning Section, E. I. du Pont de 
Nemours & Co. (inc.), Wilmington 96, Delaware, manutacturers of Du Pont PERCLENE”® 
b . perchionethyiene 


Here are some straight facts about man-made 
fibers and how they affect your business 


A. P. Stetser, 
Manage r. Drv lean- 
ing Sex tion, Ele - 


trochemicals Dept. 


Are man-made fi- 
ee % bers having a 
2a beneficial effect 
on drycleaning business? The answer 
must naturally take into account sea- 
sons, fabrics, personal preferences and 
many other considerations. Two facts 
such study: 


emerge [rom any 


1. Man-made fibers are here to stay. 
The public likes and trusts them. 

2. Man-made fibers are helping your 
market grow to new heights. 


Wardrobes are increasing in size 

Per capita consumption of all fibers 
has risen from 25.1 lbs. in 1920 to 
34.7 lbs. in 1956. Family wardrobes 
are growing, and man-made fibers can 
takeagoodshareofthecredit. They’ve 
made possible fashionable, reasona- 
bly priced outer clothing with many 
benefits over clothing made from nat- 
ural fibers. This is all drycleanable 
clothing, too, and your market has 
increased. Look at 
men’s suits, for example. 


correspondingly 


Fabric weights down... your profits up 
Most men prefer lighter-weight com- 
fort in both summer- and winter- 


weight suits these days, and man- 
made fibers help give it to them. A 10 
to 11-oz. tropical worsted of two years 
ago has given way toa 6 to 7-oz. blend. 
Winter weights have dropped from 
14 oz. to 11'% oz. This means you 
can clean a greater number of suits 
per loading . . . lower your unit costs. 


43% of wash and wear suits drycleaned 


Most popular suits and slacks are 
made with “‘Dacron’’* polyester fiber 
blended with worsted...a fabric which 
requires drycleaning. Although many 
of the other new blends are washable, 
a recent consumer survey indicates 
13° of them are drycleaned regularly. 
This is big business for you! 


as — Total fiber consumpt 


1920 1956 
Man-made fibers increase their share of the fiber mar- 
ket year after year—and drycleaning business in- 
creases with them, because a substantial part of 
these fibers goes into fabrics that muat be drycleaned 
. and all of them can be drycleaned, 


Why this preference for dryclean- 
ing wash and wear suits? The survey 
further showed that “‘neatness reten- 
tion” is frequently as much of a buying 
influence as ‘“‘washability.”” In other 
words, buyers place as high a value on 
appearance as on easy home care. 
Youcan provide the professional finish 
many men want, to keep these suits 
looking their best. 

Albert E. Johnson, Director of 
Trade Relations at NID, recently 
made another point: “People are not 
the do-it-yourselfers they profess to 
be—especially when the job is un- 
glamorous, non-creative laundering.” 
Housewives are sure to agree—and 
again you can offer the solution. 


Capitalize on the wash and wear trend 
The coming trend is to wash and wear 
clothing in winter as well as summer 
weights—so get set for this business. 
Let your customers know about your 
services for this and other clothing 
containing man-made fibers—includ- 
ing blends of “‘Dacron’”’ or “Orlon’’t 
acrylic fiber with worsted, wool, rayon 
or cotton. Tell your customers you 
specialize in giving these garments 
professional care. Plan now to capi- 
talize on this new trend in fabrics by 
promoting your services. You'll find 
you can win your share of wash and 
wear— and lots more business besides! 





Helpful Du Pont Pointer available . . “Fundamentals of Distillation” is the latest in a continu- 
ing series of bulletins designed to help drycleaners reduce operating costs and increase produc- 
tion. This “Pointer” outlines still design, operation and cleanout. Ask your “Perclene”’ dis- 
tributor for your copy, or mail the coupon on the next page. 
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Du Pont ‘‘Show of the Month”’ 
begins fall series with “Harvey” 


TOP-RATED TV SERIES CREATES EXCELLENT 
TIE-IN OPPORTUNITIES FOR YOU 


On September 22, the Du Pont “‘Show of the Month”’ re- 
sumed on the CBS network with the Pulitzer Prize-win- 
ning comedy “Harvey.”’ The next show will be “The 
Count of Monte Cristo,’”’ October 28. Last season’s series 
reached 83% of the TV homes in the country and was 
seen by an average audience of 35 million people. 

Each “Show of the Month”’ is designed to build prefer- 
ence for all of the products Du Pont makes and for the 
businessmen who use them. Hence, your tie-in with these 
shows will pay dividends. You will be interested to note 
that one of the commercials on the “‘Harvey”’ show ‘ea- 
tured Du Pont’s facilities at Chestnut Run and included 
the drycleaning equipment used for research and cus- 
tomer service (see story at left 

Here are a few suggestions for tying in with any of the 

Full-scale equipment in Du Pont’s new laboratory helps special- Du Pont ‘Show of the Month” telecasts. Run your own 
ists duplicate commercial working conditions in researching cus- TV spots during station breaks of the show, telling your 
tomer problems. customers that you use Du Pont ‘“Perclene’”’ for high- 
quality cleaning. Or run a newspaper ad on the amuse- 

ment page the same day as the show. Lead with your 

N eW Du Po nt labo rator sales story, work in the fact you ise ““Perclene”’ and close 
with ‘““Tunein the Du Pont ‘Show of the Month’ tonight.”’ 

Even a sign in your window about the show can help you 


helps serve you hetter sell with the Du Pont name! 





Backs up services of your distributor THESE DU PONT SALES AIDS 
of “Perclene” perchlorethylene CAN HELP YOU BUILD VOLUME 


_ — > mad ite new 2 mill; . ~_ 
Last May, Du | ont ope ned its new $2 million labora a yun cao tho beet, omy ont An ot 
tory at ( hestnut Run, near Wilmington, Delaware. tractive way to tell customers * 
It contains full-scale synthetic drycleaning equipment you use “Perclene” perchlorethyl- PERCLENE 
for researching customer problems and developing a heen a ge made of “4 
improved synthetic cleaning methods. Your distribu- wag ylar'** polyester 
Wien Sead “Telos! mane lenetinlions adda the film. It’s blue and silver—strik- 

tor 0 Vu Front rerciene  perchiorethyiene adds the ing on window, counter top, mir- 
facilities of this new laboratory to his own “‘know- ror or door. The emblem is weatherproof, too—can be 
how”’ in helping you get the most from your cleaning used effectively on your trucks. 
unit—at the lowest possible operating cost. 

Trai > snecialiate « > ow is > » reg” ‘ 

lrained specialists at the new lab conduc t re gular cerunting color movie"Tuo-Bleur Misade” 
tests on the drycleanability of all types of fabrics, It presents a behind-the-counter tour of 
with special emphasis on wash and wear blends. In ] a modern drycleaning plant. Typical com- 
addition, these specialists are constantly seeking ways & ments from drycleaners: “Excellent film”... 
to improve solvent recovery, more efficient distilla- » Aroused a great deal of interest in dry- 
: and filtratic all it} the chiseiies of baloing cleaning”’. . .““Should build good customer 
tion and fitration . .. all with the o aeeve S relping relations.” Arrange to show the film at 
you produce the best possible cleaning with “‘Perclene clubs, churches or other group functions... 
perchlorethylene at the lowest cost. Your “‘Perclene”’ it can build business for you! 
distributor will bring you the latest developments 
and “‘how-to-do-it”’ information. 


f 
. E. |. du Pont de Nemours & Co. (Inc.), Electrochemicals Dept., Wilmington 98, Del. 
PERCLENE | | vers 0.. 00 rece 


emblem. Reserve the movie NAME 
PERCHLORETHYLENE ‘*Two-Hour Miracle’’ for my use 


on one of these dates: ADORE 


. USE Dt 
¥ PON, 


Vee Dye lee” 


Build customer confidence with the highly in- 
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VIP's at head banquet table, left to right, front: Ken Faulkner, vice-president; Eileen and Jack Ireland, past president; President ‘‘Dutch"’ and 


Edna Rothe. Back row: George and Jackie Fulton 


and Bill Browne of NID 


Ted Bowers, NID presidsnt; Hugh Smith, director District 5; Martha Browne, secretory-treasurer, 


Garment Wear Keys NID Back Home Day 


[TWO DIFFERENT approaches to 
wear on fabrics highlighted the 28th 
unnual Back Home Day program Au- 
gust 8-10 at Silver Spring and Wash- 
turnout of 160 
learned of i study being 
launched by the National Institute of 


Drv« leaning on wash and weal gar- 


ington \ record 


spec ial 


ments 

They had a dramatic demonstration 
of garment preservation thanks to dry- 
cleaning. by Don L. Gentis of Gentis 
Huber Cleaners in Muncie 
Mr. Gentis addressed the group wear 


Indiana 


ing a 24-vear-old suit coat that he had 
drvcleaned “at least a thousand times 


He wears the garment constantly and 


uses the coat to tell groups that dry 
cleaning actually preserves garments 

Dr. Dorothy Lyle said that every- 
one has strong opinions on wash-and- 
wear but that little actual data has 
ever been accumulated on fabric per- 
lo rectify this, the NID is 


starting a two-vear study on the sub- 


formance 


ject. 


Several suits have been purchased, 


to be worn by consumers in several 
types of occupations. The wear pe- 
riods and laundering results will be 
checked, Tests will deter- 
washability, stain 


carefully 


mine removal, 
changes in appearance and other fac- 


tors, as well as consumer acceptance 


Above: Dr. Dorothy Lyle, who spoke on 
wash-and-weor, presents copy of her fabric 
book to leon A. Cooper, Sr., who won this 
door prize 

Left: Don Gentis poses in coat he has dry- 
cleaned ‘‘over 1,000 times" 


for these garments after laundering. 
While the tests will run for two vears, 
periodic reports will be issued to mem- 
ber plants on the progress of the in- 
vestigation 

As is always the case at these Back 
Home Day 
were of the highest caliber and all 
brought a real message to the audi- 
ence, At the Grads’ breakfast, for ex- 
ample, Ben King of Rudolph’s Inc., 
Washington, D. C.. gave a case his- 


programs, the speakers 


a successful pillow cleaning 
sideline his plant promotes. He gave 


tory of 


cost figures, examples of advertising 
pieces and other pertinent informa- 
tion. 

Then Walter T. Haines, Jr., of Qual- 
ity Cleaners, Westminster, Maryland, 
related his experiences with a profita- 
ble box storage promotion. 

One of the highlights of the pro- 
a talk given by a recent 


Leon A. 


Cleaners, 


gram was 
graduate 
Master 

Carolina 


Cooper, Jr., of 
Columbia, South 
In a most entertaining stvle 
he told how his plant handles curb 
service on both sides of the street. 
(This story will be reported in detail 
in an early issue of NATIONAL CLEAN- 
ER & Dyer.) 

An accountant, Jim Brebner, stressed 
the importance of cost records and ex- 
plained how to use a break-even chart 
to plan for expansion. He said knowl- 
edge by cleaners of fixed costs was a 
rarity. To prove his point he made 
an offer of a free hat to anyone in the 
audience who knew what his own 
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(Above) Nylon bag expanded for full skirts 


large sizes. (Below) Fits chemise styles, too. 


LOOK AT THESE FEATURES... 


TALLER FORM permits greater range 
of sizes. 

IMPROVED CONTROLS with easy-to- 
set dual timers. 

UICK ADJUSTMENT. Controls adjust 
shoulder width, waist and hemline sizes. 
Nylon bag fits snugly even to chemise 
and sack dresses and men’s sport shirts. 
INSTANT MECHANICAL CONTROL. 
Press toe pedal for shaping bag. Leaves 
both hands free to adjust garment. 
AUTOMATIC ACTION. “Step-O-Matic” 
toe pedal provides exactly the correct 
cycle of steam followed by air, or steam 
and air together. 

LOW, REVOLVING FORMER makes tall 
form easy to reach at all points. 

REMOVABLE CLAMPS, back and front, 
foam rubber cushioned to prevent shine 
marks, creases and seam impressions. 


save up to 40% 


\Y 


Users all over the country report 
labor time savings up to 40% per gar- 
ment. Apply these savings to your 
own cost and volume figures and see 
how much “Fashioner” can add to 
your profits! 


* 4 ' 
Fachionter does for your dress line 


what the time-proved steam-air method 
has done in wool finishing. Touch-up 
after finishing is reduced to a 
minimum. In fact, good quality 
“thrift-priced” work can be completed 
without further finishing. 


\\ e 4 
Many of them exclusive to LY 


MODEL A-3 
‘Frohne.’ 
AND 


Sihjutla-“Form 
ARE SOLD 
through authorized 
dealers only. Ask for 
DEMONSTRATION 
or TRIAL 
INSTALLATION ... 
or write for name of 
nearest dealer. 


450 NORTH SENECA 
WICHITA 12. KANSAS 


WICHITA PRECISION TOOL CO, Inc. ss 
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There were no takers 

Clay Hardin brought the registrants 
up to date on the work of the textil 
inalysis department He reported that 
solvent-soluble dyes are the current 
headache ind 


tial portion of 


nal 
ihaly Ze 


Those 
valf of the program, The second day 
George Taddei and David L. Coslett 
f the Dow Chemical (¢ ompany told 


fixed costs were 


represe nted i substan- 


the 27,000 garments 


1 in the past yeal 


spe ikers took care of the first 


" 


t the icceptance ot their firms con 
Henry Saves the 
Play which had its premiere at the 
Back Home Day convention in 1957 

Thev were followed by Major-Gen 
ral Melvin J. Maas, USM(¢ 


he ids up the 


mer film Un le 


retired 
vho 1OW President's 
Committee on the Employment of the 
H indicapped He is a wonderful ex- 
imple to prove that a physical handi- 
ip does not necessarily limit 
ibilities to do a job well 
Maas is sightless 


’ | 
dress he urged cleaners to hire 


ones 
General 
In an inspiring ad- 


handi 


Above: Bill Browne moderates panel of experts on leather and svede refinishing 


Left: Mr. and Mrs. Roland Ferguson receive special cake to commemorate their twenty-second 


consecutive Back Home Day 


capped persons; not only out of pity 
but because such people can produce 
effectively 

Dr. Joseph Wiebush of the NID 
who was made an honorary member 
of the Alumni Society the night be 
fore then talked on research devel- 
opments at the Institute. Redeposition, 
he said, can be due to fabric color 
type of material, solvent flow rate and 
Overloading of 
troubles 


even washe I loading 
washers can lead to many 
according to Dr. Wiebush. 
The final session was devoted to a 
leathers and 


panel discussion on 


suedes. The speakers were Joe Lancia 
of Joel’s Cleansers, Providence, Rhode 
Island: I I Jones of Willard Hep- 
burn, Inc Peabody, Massachusetts: 
J. C. Randlett of the NID. and R, F. 
“Dick” Kelley of Melody Cleaners, 
Oklahoma City, Oklahoma. Dick is 
now president of the Suede and 
Leather Refinishers Association. 

On the social side, the traditional 
“Hello Party” opened the program 


Floridians Look Ahead 


THE MOTIVATION RESEARCH 
study being made for the laundry in- 
dustry as a preliminary to an intensive 
public relations program was de- 
scribed to the Florida Institute of 
Laundering and Cleaning convention 
June 29 by Ward Gill, director of pub- 
lic relations for the American Institute 
of Laundering. 

The research, Mr. Gill told the dele- 
gates at the Fontainebleau Hotel, 
Miami Beach, was aimed at develop- 
ing “a national image of our cus- 
tomer.” The researchers will employ 
a technique that has been used suc- 
cessfully in research in numerous busi- 
ness fields in recent years to provide 
a basis for planning an effective adver- 
tising or publicity program. 


84 


Mr. Gill also brought a warning to 
the group that there are “a lot of de- 
velopments to come in the wash-and- 
wear field.” Production of wash-and- 
wear fabrics by the textile industry is 
increasing rapidly, and despite the 
plant problems in handling these prod- 
ucts “it is apparent that our industry 
must learn how to do so.” 

Discussing the recession and _ its 
effect on the laundry and drycleaning 
industry, J. M. Chisholm, sales man- 
ager of Sanitone Division, Emery In- 
dustries, Inc., asked the group not to 
“look with fear” at business prospects. 
He urged an attitude by the plant op- 
erator of sounder planning and evalu- 
ation in both sales and production and 
of better communications with em- 


The following evening a cocktail party 
preceded the 
and floor show 

During the 


annual dinner-dance 
business meeting, out- 
going President John A, “Jack” Ire- 
land reported on the “We Like Mike” 
fund. The alumni members raised 
$1,000 which was presented to the 
late Miss Edna M 


few weeks before her 


Michelson just a 
passing. The 
presentation was made at Long Beach, 
California, on June 14 

Discussions were held to decide 
upon some suitable memorial in her 
honor at the Institute. A committec 
was formed to work this out. Tenta- 
tive plans include a scholarship or a 
recreation lounge or some 
Whatever is decided 
upon will be dedicated at next year's 
Back Home Day 

New officers for the ensuing year 
are “Dutch” Rothe, president; Ken- 
neth Faulkner, 
Martha H. Browne, 


urer.—Art Schuelke 


student 
other memorial 


vice-president, and 


secretary-treas- 


ployees as the answer to the recession 
threat. 

Other speakers included: Barrett F. 
Finn of Macintosh Associates, who 
operate plants in Pennsylvania and 
Florida, gave an off-the-record address 


New Florida officers: Marcus Milam (left) 
ond Everett Morrow 
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‘To Insure—Right 

i2h Quality Repellency, 
after charged system clean- 
ing, all you do 1s use this 


i, 


new “Gravenette’ Process 


Water repellency can be a big feature afte 
iry cleaning, proy 1eaqa you can give your Cus 
tomers true repellency——which you cai 
with certainty if you use this new “Cravenet‘e™’ 
Whether you use petroleum or chlorinat 
solvents makes no difference — you get 
quality result regardless of your method 
cleaning. You can assure your customers of 
the kind of service they have been accustomed 


to expect ot you. 


Here is repellency of the highest rating that 
is a bonafide builder of good will. It both 
Another 


thing, with this service you have the advantage 


makes and keeps customers for you. 


WRITE! 


The Cravenette 
Company, U.S.A. 


EIGHTH AND MADISON STREETS, HOBOKEN, N. J. 


Company 


ff a name that means something to people. 
Evervbody knows “‘Cravenette’’; in fact water 
repellency originated with “Cravenette’’. People 
have been getting “‘Cravenette’’ in their new 
garments, from the finest stores, for more 


than /O vears. 


This combination of a good name, with the 
finest quality gives you something to talk 


about—a service that people will buy. Here 
is a remedy for the trouble you may have been 
having in getting a good quality water repel- 
lency after your charged system cleaning —a 
remedy that will make the cash register ring 


oftener, too. 


Cravenette Co., U. S. A. 
Sth and Madison Streets, Hoboken, N. J. 


Gentlemen: 
Please send me full information about your newest 
water repellent usable with all types of charged systems 


Street address 


Since 1887 the world’s leading producer 


of water repelling preparations for garment fabrics 
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on “This Way—You Can Sell It.” 
Thomas J]. Donohoe 
pervisor of the 
Drycleaning. 


sales training su- 
National Institute of 
atter- 


session on 


presided at an 
noons “brainstorming” 
three subjects. Virgil Lynch, repre- 
senting Corporate Group Service, Inc 
discussed the organization group insur 
ance program. John Monahan, War 
ren Laundry, Fort Lauderdale. Fla.. 
discussed AIL programs and appealed 
for pledges from members of support 


of the 
Attendance at the convention was 


AIL public relations program 
almost 300 delegates and wives. the 
largest in the group’s history, Presi 
dent Corliss Fox reported 

Marcus Milam, Nu-Wav Laundry 


Gainesville, was installed as the new 


president, and Everett Morrow, Mor- 
row’s Cleaners, Quincy, as vice-presi- 
dent. The new board of directors is 
made up of: M. H, Whitelaw, Dixie 
Cleaners, Jacksonville; Earl Parham, 
Orange Laundry, Orlando; Albert 
Blitch, Miami Laundry, Miami; Frank 
V. Chastain, Park-In Cleaners, Holly 
Hill; Duke Warren, Warren’s Laun- 
dry, Fort Pierce; Steve Ellenbogen, 
Acme Cleaners, West Palm Beach: 
Michael L. Whitman, Blue Ribbon 
Cleaners, Madeira Beach; Bert Mey- 
ers, Lakeland Laundry, Lakeland, and 
Trammell Grubs, Tropical Cleaners, 
Sarasota 

Mr. Fox announced decisions to in- 
corporate the Institute and to employ 


an executive director. # 2 


Teamwork Midwest Theme 


WE MUST HAVE more understand- 
ing and positive thinking In our deal- 
ings with employees. So stated Robert 
B. Dolhof of the 
of Laundering in the opening talk at 
the annual convention of the Midwest 


American Institute 


Cleaners and Launderers of Missouri 
and Kansas. Over 200 plantowners at- 
tended the three-day meeting at the 
Hotel President at Kansas City, Mis 
souri, June 26-28 
Mr. Dolhof stated that a recent sur 

vey in another industry pointed up 
that Appreciation is the most impor 
tant ingredient in good employee rela- 
tions. While most people in manage- 
ment felt that good wages were the 
number one issue, thev actually 
ranked far down the list. He displayed 
on the blackboard those points the 
employees felt were essential, in the 
order of their importance. He then 
showed, at the right of those points, 
where management had ranked these 
items, as follows 
Emplovee Management 
opinion viewpoint 
l—Appreciation . ( 8) 
2—Feeling “in” on things (10 
3—Help in personal 

problems 
i—Job security 
5—Good wages . sr 
6—Interesting work .... | 
7—Promotion possibilities | 
8—Management loyalty 

to workers 
9—Good working 

conditions 
10—Tactful discipline 


It is obvious that management and 
employees have widely divergent 
viewpoints on what constitutes a 


86 





officers were 
elected for the two states that 
sponsor the annual convention: 


The following 


Missouri 
H. B. Fuser of Boonville—president 
John L. Fisher of Kansas City 
first vice-president 
Raymond Robinson of Columbia 
second vice-president 
Roy H. Ford of Joplin 
third vice-pre side nt 
Roy L. Wurst of St. Louis 
—sergeant-at-arms 
Robert T. Schwabe of St. Louis 
secretary-treasurer 


Kansas 
Earl A. Morgan of Salina 
—president 
Don Daniels of Kansas City 
vice-president and treasurer 
W. Jack Bates of Kansas City 
—secretary 











“good” firm. Mr. Dolhof urged that 
plantowners look upon things as the 
employees do, if a better team is to 
be developed. He suggested that man- 
agement read an article that appeared 
in the November 1957 issue of 
STARCHROOM LAUNDRY JOURNAL en- 
titled, “How Do You Rate As a Boss?” 

The next speaker, James W. Mclver 
of the National Federation of Inde- 
pendent Business, continued the team- 
work theme. He said there is nothing 
fundamentally wrong with either man- 
agement or unions, but there needs to 
be a change in ideology. That is, to 
recognize that there is no such thing 
as “something for nothing.” 

The need for freedom is more im- 


portant than the need for unions, or 
the results obtained in Washington 
by pressure groups, whether for busi- 
ness, the farmer or the worker. Each 
successful action by such groups robs 
us of a part of our individual freedom, 
he stated. One of his best points was 
this: There is no such thing as a little 
socialism. Perhaps the cleaner in a 
small rural town in Kansas isn’t too 
concerned with these national prob- 
lems, but it affects him just the same 

Other speakers pursued the same 
theme. Max K. Doehler. Jr. of Bruce 
Dodson and Company explained a co- 
operative program for bailee insurance 
that is available to member plants of 
this Midwest association. 

Art Schuelke, editor of The Na 
tional Cleaner & Dyer, discussed the 
importance of advertising by all clean- 
ers. He said the other cleaner is your 
best friend. The more we all adver 
tise, individually and collectively, the 
better off the whole industry will be 

Other speakers included Bal J. 
Augst of Armour & Co., who talked 
about short wash runs and new for- 
mulas in the laundry, and John B. 
Spence of Faultless Laundry, Kansas 
City, Missouri. Mr. Spence told of 
the research project being done coop- 
eratively by a group of laundrymen 
at the Stanford Research Institute. He 
asked for more plants to contribute 
to the project, since it is for the bene- 
fit of all, not any one individual 

Mr. Spence was assisted in his re- 
marks by Conger Beasley of the Pearl 
Nu-Way Laundry of St. Joseph, Mis- 
souri. Both men, as well as other lead- 
ing plantowners throughout the coun- 
try are supporting this research project. 

Another interesting talk on a new 
industry development was delivered 
by W. A. Stewart of the McGraw 
Edison Company. He discussed unat- 
tended coin-operated laundries, their 
place in the industry and the profits 
to be gained by such operations. 

One of the highlights of the pro- 
gram was the unexpected appearance 
of Claude Lucas, well-known produc- 
tion expert. Mr. Lucas told the last- 
day audience about production control 
methods and also pointed up the signi- 
ficance of the research project being 
conducted by independent laundries 
through the Sanford Research Insti- 
tute.—Art Schuelke 





WHENEVER YOU WRITE 
USE THE 


ZONE 
NUMBER 


it's the key to prompt 
and efficient mail service 











NATIONAL CLEANER & DYER 





O LSO N ithe filter you clean without dismantling! 


In 1 to 3 minutes the special Olson filter screens are completly cleaned—automatically! 

Just set operating levers to backwash position and start the pump. 
Pump forces liquid back through tubes (from the inside out), 

knocks off dirty filter cake and allows it to settle to the cone of the 
filter. If sludge packs or hardens and cannot be removed by 

gravity or normal pressures, a specially designed agitator completely 
dislodges and breaks down caked or solid dirt for easy removal. 
Complete cleaning process can be done without dismantling the 
filter—saves hours of messy, time-consuming work. 
Olson Superfiow tubular filters available in 7 different sizes. 
Write today for free illustrated booklet containing 
full details including engineering 


data and specifications. 


Division of The American Laundry Machinery Company 


CINCINNATI 12, OHIO FILTERS — STILLS 


ALM-OL-2 
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Wash-and-wear is everywhere. Even at Georgia meeting 


ri! 


(left to right): Messrs. Klauber, Morgan, Barrett, Johnson, Woodson, May and Browne 


Georgians Ponder Wash-and-Wear Problem 


4 WASH-AND-WEAR | symposium 
highlights of the 
Georgia Launderers and Cleaners As 


} 
was ore ot the 


whic h 
Biltmore 


sociation annual convention 
took place at Atlanta 
Hotel. Atlanta. Tune 4 and 5 
The panelists for this session 
cluded William Woodson, director 
Manhattan Shirt Co Le 
G. Johnson 
American Institute of Laundering, and 
William | director of public 
relations, National Institute of Dry 
cleaning Joe May Joe May Laundry 
& Cleaners, Atlanta, was moderator. 
Mr. Woodson presented the manu 


resear©¢ h 


director of laboratories 


Browne 


tracing the his 


facturers viewpoint 
tory of resins for making wrinkle-re 
back 95 years He 


described the various types of resins 


sistant fabrics 
ind the tests his own company gives 
before sending them on to the AII 

Mr. Johnson gave the laundryvman’s 
viewpoint on the problems connected 
with wash-and-wear items which are 
treated with chlorine-retentive resins. 
AIL's approach is to get the cutters 
to use non-chlorine-retentive finishes 
on their products 

Mr. Browne pointed out that many 
drycleaners were inclined to blame 


last summer's slump on wash-and 


study revealed, 


however, that while two-thirds of the 


ls surveyed admitted owning 


weal \ consumer! 


house hok 
some type of wash-and-wear, less than 
half of these said they owned wash 
and-wear suits. His contention was 
that while wash-and-wear suiting was 
popular few consumers were inclined 
to wash these items themselves 

The two-day program, which at- 
tracted a total of 375 registrants, got 
under way with an address by AIL’s 
Lee Johnson on “Modern Methods for 
Better Serv.ce His emphasis was on 
quality, fast and economical service 
ind how to attain them. 

James R. Wilson, senior partner, 
J. R. Wilson & Co., attempted to sin- 
gle out the differences between profit- 
able and unprofitable plants, based on 
a study of statements. 
While no one pattern was evident 


accounting 


because of the variety of operations, 
dollar 


important 


volume was considered most 
It must run at better than 
60 percent of capacity. 

Ernie Heidersbach, director of sales, 
R. R. Street & Co. Inc., made an 
elaborate presentation pointing out 
that little things mean a lot to a cus- 
tomer, And while there are many 


things that can be and are being 


given in the way of premiums, food, 


specials, etc., the customer really 


wants guidance, sympathy, sincerity 
and appreciation, 

His speech paralleled a somewhat 
similar one given later by the NID’s 
William Browne, 


some of the points made by Dr. Ernest 


who elaborated on 


Dichter’s motivational research study 
prepared tor the drvycleaning industry. 

The speakers’ program was con- 
cluded with an inspirational talk by 
Dr. Alfred P. Haake, consultant, Gen- 
eral Motors, on the importance of 
enthusiasm. 

A total of 175 persons signed up for 
the Finishing Clinic which immediate- 
ly followed the business session. Ruth 
Lesnow, Excelsior Machinery Co., 
demonstrated silk finishing while 
Butler Manufac- 
turing Co., gave instructions in wool 
finishing. 

Ernest Barrett, Fair Oaks Cleaners, 
Marietta, is the new president of the 
association. Assisting him are Porter 
Grant, Rome Laundry, Inc., Rome, as 
vice-president, and H. H, Chandler, 
Burnette Cleaners, Atlanta, as secre- 
tary. Louis Klauber is the executive 


George Schlemon, 


secretary of the association. 
—Henry Mozdzer 


Plan Ahead, Virginians Told 


4 FULL COMPLEMENT of speakers 
told nearly 200 conventioneers that 
plans made today will pay off tomor 
row. While the 
four-day span August 17-20 at Roan- 
oke, the talks before the Virginia As 


sociation of Launderers and Cleaners 


program covered a 


were given the second and third day 

Each 
subject for planning ahead. Jack Ire- 
land of Caled Products talked about 


wash and weal 


speaker covered i specific 


the challenges it pre 
sents and the opportunities it offers 
cleane rs who merchandise properly 


Continued on page 93 


Outgoing President Don F. Kelly (second left) offers best wishes to successor Ed Harper. 
New vice-president of VALC, E. P. Burgess, is at for left, while Jack Mattox, treasurer, looks 


on at far right 
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TEAMWORK YIELDS BETTER PRODUCTS FROM HURON 


New improved Huron” Instant Starch example of plant-lab cooperation 


The development of new improved Huron Instant Starch—the starch that 
dissolves readily in hot or cold water—was no accident. It reflects Huron’s more 
than 50 years of experience and leadership in the starch field plus close coopera- 
tion between Hercules Research Center in Wilmington, Delaware, and the Huron 
Milling Division Plant in Harbor Beach, Michigan. 

This combination of experience, research facilities, and modern production 
talents assures a continuing re-evaluation of Huron products. That’s why for 


the best today and tomorrow—you can look to Huron. 


RESEARCH —On this spacious site outside Wilmington, Delaware, PRODUCTION — At Harbor Beach, Michigan, this modern plant pro- 


Hercules maintains one of the most extensive research laboratories in the 
chemical industry. It is here that the entire line of Huron starches and the 
basic chemistry involved in their manufacture are continually studied 
Such research is just one reason for Huron leadership. 


duces Huron starches. The finest in equipment and quality control methods 


mean you can depend on Huron starch products for consistent results every 


time. Production knowledge is another indication of the experience that 
stands behind every starch in the Huron line. 


HURON MILLING DIVISION 
Virginia Cellulose Department 


HERCULES POWDER COMPANY 


900 Market Street, Wilmington 99, Delaware 
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PROGRAM 


New England Educational Clinic With Exhibit 
Laundry and Cleaners Allied Trades Association 
Mechanics Hall, Boston, Massachusetts, October 24 and 25, 1958 


FRIDAY, OCTOBER 24 

10-00 a 6:00 pa hib nd ce mnstrations 

Morning lirvic n Sales. Conducted by Jack 
Lacy, national authority on sales 

Afternoor Industry Panel. Application of Mr 
Lacy s presentation by leading plant 
owners to sales promotion problems 


of the textile maintenance industry 


SATURDAY, OCTOBER 25 


10:00 a.m.—6:00 p.m. Exhibit and demonstrations 
Roundtable Discussions of Industry 
Problems 
Drvycleaning Section Moderator 
Herbert Evans, Lake Waban Laun 
dry, Wellesley, Mass 
Laundry Section—Moderator, Forrest 
Neal, Old Colony 


Drycleaners, Quincy, Mass 


Laundry and 


PLANTOWNERS, managers and key employees are invited to 
attend the LCATA New England Educational Clinic With 
Exhibit. Reservations for hotel accommodations may be made 
through the Housing Bureau, Boston Convention and Tourist 
Bureau, 80 Federal Street, Boston 10, Mass 


EXPERT CONSULTATION 


Engineers, chemists and production specialists will be available 
in exhibitors’ booths for consultation with interested plantown- 


ers, Managers and key employe es 


Program Committee 


Watter J. Wanten, Chairman 
H. R. Hoyt 


Haroio E. Roeper 


Invinc GILsTon 


Liovp T. Howes 


LIST OF EXHIBITORS 


EXHIBITOR BOOTH NO. EXHIBITOR 


Acme Nylon Products, Inc., 34 
Walker St., New York 13, N. Y. 60 Montvale Ave., 
Ajax Pressing Machine Co., 619 S$ Mass 
Fifth West St., P. O. Box 449 
Salt Lake City, Utah Ayer, Mass 
Americon Cleaners Equipment Co 
Div. American Loundry Machin First St., Louisville 
ery Co., Ross & Section Aves 
Cincinnati 12, Ohio 


American Laundry Machinery Co 


40th St., 


12, Ohio 
Atlas Powder Co Atlas Bidg 
Wilmington 99, Del 


Cook Machinery Co., 
S. Fitzhugh Ave., 


Automatic 
Tremont St., Brighton 35, Mass 
Automatic Specialties, Inc., 242 ery Co., Inc., 


Walker St., S. W., Atlante 3 Brooklyn 6, N. Y 


Ga 5 John Danais Co., Inc., 
Manchester, N. H 


Beach Soap Co., 1 Mill St St., 
Lowrence, Mass 

Benda Products, Inc 120 Potter Albany St., 
St., Cambridge 42, Mass 

Better Equipment Co., 281-285 1490 Franklin St., 
Ruggles St., Boston 15, Mass d Mich 

Bishop David Freeman Co., 1600 

Evanston, Ill 

48 Grove 
St Somerville 44, Mass 

G. A. Braun, Inc., 461 E. Brighton 
Ave P. ©. Box 124 
Sta., Syracuse 5, N. Y 


Foster St 
Boston Clip & Tag Co 


Colvin 
40, Mass 


Carman- Mitchell Wing Co., 
Stoneham 80, 
Chandler Machine Co., West St., 


Inc., 831 S 
, Ky Mass 


W. M. Cissell Mfg. Co., 


Cleaning Laundry World, 10 E 
New York 
College Chemical Co., 
Ross & Section Aves., Cincinnati Park, Medford, Mass 


16, N. Y 
16 Brooks 


Cummings-landovu Laundry Machin 
305 Ten Eyck St., 


229 Shasta 


Dovies-Young Soap Co., 705 
Dayton 
Eaton Chemical & Dyestuff Co., 
Detroit 7, 


Edelmuth Mfg. Chemists, 28-30 
Richards St., West Haven, Conn 

Excelsior Machinery Co., 6175 
Vermont St., Detroit 8, Mich. 

Wm. G. Fitzsimmons, Inc., 2223 


Massachusetts Ave., Cambridge 


BOOTH NO. EXHIBITOR 
62 Foster-Stephens, Inc., 310 S 
61,73 Christiana Ave., Chicago 24, Ill. 12 
82 Fulton Boiler Works, Inc., P. O. Box 
122, Pulaski, N. Y 
87 Garment Finishing Equipment Corp., 
18 Brattle St., Cambridge 38, 


BOOTH NO. 


108, 109 


62,72 
Garment Machinery Co., 420 122-124 
Tremont St., Boston 16, Mass. 131 
Gibraltar Fabrics, Inc., 254 36th 
St., Brooklyn 32, N. Y 44 


, 4301 M. Gilston, Inc., 230 Ann St. 
Dalias 26, Tex 
Craig Supply Co., Inc., 99 Madbury 
Equipment Corp., 142 Rd., Durham, N. H 


Hartford 1, Conn 

Gimmicks Unlimited, 92-02 37th 
Ave., Jackson Heights 72, N. Y 

Goldman Pressing Machine Corp., 
400 W. Broadway, New York 12, 
N. Y. 

Walter Haerte!l Co., 2840 Fourth 
Ave., S., Minneapolis 8, Minn 

Hall Mfg. Co., Brookline, N. H. 

Fritz Henrici, Inc., 20 Maple St., 
Canton, Mass. 


Ohio 


Henrici Laundry Machinery Co., 
Henrici St., Mattapan Sta., 
Boston 26, Mass 74-77 

Hobade Associates, Inc., 22 Kirk 
patrick St., New Brunswick, N. J. 97 

Hoffman Machinery Distributors of 
Boston, Inc., 535 Commonwealth 


Ave., Boston 15, Mass. 50, 51 
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EXHIBITOR 
Hope Chemical Corp., 545 Mineral 
Spring Ave., Pawtucket, R. | 

Hoyt Mfg. Corp., Forge Rd., 
Westport, Mass 

Huebsch Mfg. Co., 3775 N. Holton 
St., P. O. Box 1999, Milwaukee 
1, Wis 

Keever Storch Co., 538 E. Town St., 
Columbus 15, Ohio 

H. Kohnstamm & Co., Inc., 161 
Ave. of Americas, New York 13, 
N. Y 

Kordite Corp., Main St 
N. Y 

W. T. Lone & Bros., Inc 
St., Poughkeepsie, N. Y 

Lever Bros. Co., 390 Park Ave 
New York 22, N. Y 


Macedon, 


Prospect 


Lewis Notional Corp., | Mt. Vernon 
St., Dorchester 25, Mass 

M & R Machinery Corp., 505 Lynn 
St., Malden 48, Mass 

Magic-Seal Paper Products, 883 E 
Hudson St., Columbus 11, Ohio 

Marlyn Chemical Co., In« 
Lakeview, Ohio 

Mehl Mfg. Co., 2057 Reading Rd 
Cincinnati 2, Ohio 

National Cleaner & Dyer 
45th St.. New York 17 














aS 





y 
< 


BOOTH NO. 


34 


69-71 


EXHIBITOR 

National Combustion Co., 101-06 
43rd Ave., Corona 68, N. Y 

National Marking Machine Co., 
4026 Cherry St., Cincinnati 23, 
Ohio 

P & H Industries, Inc., P. O. Box 
14325, Dallas 34, Tex 

Package Chemical Co., Inc., 218 
W. First St., Boston 27, Mass 

Pantex Mfg. Corp., Roosevelt Ave., 
P. O. Box 660, Pawtucket, R. | 

Patterson-Kelley Co., Inc., East 
Stroudsburg, Po 

Pellerin Milnor Corp., Jackson St. & 
Airline Highway in Kenner, P. O 
Box 7313, New Orleans 19, La 

3 Penn 
Center, Philadelphia 2, Pa 

Per Corp., 295 High St., Orange 
N. J 


Pennsalt Chemicals Corp 


Piolet Button & Novelty Corp., 2537 
Amsterdam Ave New York 33 
N. Y 

Prosperity Co., Ir 
Bivd., E., Syracuse 

W. Ralston & Co., Inc., Div. of 
Technical Tape Corp., 240 North 
Ave., New Rochelle, N. Y 

Reliable Machine Works, Inc 238 
242 Eagle St., Brooklyn 22, N. Y 

G. W. Robinson Co., Inc., 36 
Pleasant St., Watertow 
Mass 

Sales Select Ce 70 lyn St 
Hartford 

Sanitone Div., Emery Industries 
4400 Carew Tower, Cincinnati 2 


Ohio 
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BOOTH NO. 


EXHIBITOR 

Savem Products Co., 21 Webster 
St., East Boston 28, Mass. 

Morey Seldin Machinery Corp., 
5999 E. 56th St., Indianapolis, 
Ind 

Small Equipment Co., Div. American 
Laundry Machinery Co., 5010 
Section Ave., Cincinnati 12, Ohio 

Speed Queen Div., McGraw Edison 
Co., Ripon, Wis 

Stamford Chemical Co., 45 
Jefferson St., P.O. Box 1131 
Stamford, Conn 

Starchroom Laundry Journal, 305 
E. 45th St., New York 17, N. Y 

Steele Canvas Basket Co., Inc., 199 
Concord Turnpike, Cambridge 
40, Mass 

Stone & Forsyth Co., 350 Brookline 
St., Cambridge 39, Mass 

Stry-Lenkoff Co., 817 E. Market St 
Lovisville 6, Ky 

Superior Products Co., Inc., 50 Tufts 
St Somerville 45. Mass 

Sure-Hold Div., Nashua Corp., 44 
Franklin St., Nashua, N. Y 

Textile Marking Machine Co., Inc 
2204 Erie Bivd., E 
N y 


Syracuse |! 


Thompson & Sons, Inc 
47th St Lyons, Ill 


83-99 Walnut 
St Montclair, N. J 


Time Savers, Inc 


Tingue, Brown & Co., 1765 Carter 
Ave., New York 57, N. Y 
Jnipress Co Inc 2800 Lyndale 
Ave., §$ Minneapolis 8 
A. G. Vara & Son, Inc 
St., Hamburg, N. Y 
Mfg. Co., 1313 Hawthorne 
Ave Minneapolis 3, Minn 
Zimmerman Products, 2519 Burnet 
Ave., Cincinnati 19, Ohio 
Zuckerberg Co., 87 Franklin St 
New York 13. N. Y 


125, 


BOOTH NO. 


126 





Visit us in 
BOOTH 15 
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Unit finishing has been big factor in speeding up wool presser's production 


How To Cut 


Direct Labor Costs 


Percentage system affords employees 


higher wages in fewer production hours 


By RICHARD VINOCUR 


PRODUCTION EMPLOYEES §$are 
earning higher wages in less time at 
Francis W. Cleary’s cleaning plant in 
Haverhill 


novations he has introduced. 


Massachusetts, through in- 


Keeping direct labor costs to a mini- 


mum at the $110,000-a-year plant 
took time and study on Mr. Cleary’s 
part, but today the plant operates on 
a 22 percent margin as opposed to the 
36 percent cost in 1956. 

In developing the new system, Mr. 


Finishing accounts for lorgest part of direct labor cost, with 10 percent of gross sales 


Cleary studied many figures of other 
plants, as well as those presented by 
trade publications and the National 
Institute of Drycleaning. In fact, he 
still keeps an accounting of such fig- 
ures in a loosleaf binder. Whenever a 
new system is introduced with lower 
cost percentages tor direct labor he 
includes it in his notebook. He then 
sets out to investigate how the rates 
had been reduced and if the method 
is applicable to his plant 

In reducing his direct labor cost 
almost 40 percent, Mr, Cleary first 
analyzed _ his present costs which he 
found about 36 percent of gross sales. 
He studied his notebook and decided 
that the best way to cut that figure 
would be to partially rearrange the 
layout of the finishing equipment as 
well as to install some new equip- 
ment. He added a unit finishing sys- 
tem to replace his old line setup, 
and power rails to eliminate some 
walking 


As a result of the various changes 
employees were able to increase thei 
output and Mr. Cleary could intro- 
duce an incentive percentage system 
for all his productive employees 


How incentive works 


Each of the five production work- 
ers——one girl who holds assembly, 
marking and part-time counter duties, 
one man who cleans and spots, a silk 
finisher, a wool presser and one in- 
spector who also does the free repairs 
—was given a cost figure, based on 
the department percentage of gross 
sales, to work on. He receives the dif- 
ference between the percentage figure 
and actual cost, if the latter is lower, 
as an incentive bonus. 

Two percent was allowed to the 
marking department, 5 percent to 
classification, cleaning and_ spotting, 
10 percent to pressing, 2.8 percent 
to inspection and repair and 2 per- 
cent to assembly. A figure of .2 per- 
cent was selected for miscellaneous 
costs and brought the total to 22 per- 
cent of the gross sales. 

As a result of these set percentages 
employees are getting work out faster 
as opposed to the hourly rate produc- 
tion. They are still guaranteed a 
weekly wage should work fall off in 
the plant. 


Perhaps the only setback that might 
result from this type of a system is a 
loss of quality through the added 
speed, But Mr, Cleary has eliminated 
that possibility by maintaining rigid 
inspection standards, Not only is the 
inspector on the lookout for superior 
quality but occasionally the plant- 
owner also takes a look at the gar- 
ments on the finishing line. Once in a 
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SRARCIS CLEARY «08 30 MALELECTROWIC CLEANING caanen 


Massachusetts cleaning plant wos able to reduce labor costs from 36 percent to 22 percent 


by methods and equipment changes 


while he will send pieces back to be 
refinished on general princ ples and 
is a warning to finishers not to sacri 
fice quality for speed. And the system 
works 

Under this percentage system, M1 
Cleary has been able to reduce his 
plant operating hours from 45 or 50 
hours to 30 or 36 hours a week. Thus, 
both the the plant 
benefit from the system. The staff has 


more le ure time with ho reduction 


€ mployees and 


(and perhaps an increase) in pay. At 
the same time the plant is saving a 
light and power 


through the reduced working 


great deal in fuel 
costs 
hours 

And how have the employees ac 
cepted the new procedure? Mr, Cleary 
answers that question with another 
one. “Wouldn't you be happy if you 
were making as much or more money 
in fewer hours?” 

Before installing this program M1: 
Cleary had _ tried 


which was not as successful, In an 


another method 
effort to lower his former cost figure 
of 36 percent, he offered to split any 
thing below that 
productive 


figure among the 


employees. The figures 


“Actually, I'm lucky to break even at these prices 


were kept over a_ four-week 
and then the 
distributed among the employees, But 


period 
ld I 
additionai Savings were 
because a good week and a poor week 
might average out to only a minor 
saving in production costs, employees 
did not have quite enough incentive 
to increase their production standards 


And so Mi 


centage system 


Cleary adopted his per 


Everyone benefits 


With one 


in the area. $1.50. and an active pro 


of the highest base prices 


motion program throughout the year, 
the plant averages about $2,500 a 
week, As a result Mr. Cleary feels his 
fair percentage system is enabling his 
employe es to make one of the highest 
rates of pay that he has found in the 
industry 

But if Mr. Cleary should notice a 
plant using a system different from 
his and showing a lower direct labor 
cost percentage, you can be sure he 
will investigate the matter further and 
contemplate switch. “I'll 
hesitate to change,” he Says, 


making a 
never 


“because changing is progress.” ? 4 


. but 


I make a small profit on the bags, which I am able to buy 


at a considerable discount.” 
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VIRGINIANS PLAN 


Continued from page 88 


the advantages of drvcleaning such 


was followed by J]. S. 
training specialist of the 


garments. He 
Hindle, a 
Distributive Education Service of the 
State of Virginia. He talked on the 
importance of a sound training pro- 
gram for route salesmen. 

The next day Bill White. director 
of industry relations for the National 
Institute of Drycleaning, gave a brisk 
talk on a very weighty subject, “Op- 
erating on a Budget.” As Bill put it, 
running a business without a planned 
budget is like motoring across country 
without 
your destination, but at added cost 
To help 
the cleaners present, he passed out a 
budget form for a hypothetical plant, 
which could be 


a road map. You may get to 


' 
ind with a great loss of time. 


used as a vardstick 
for any plantowner for his own oper- 
ation 

Art Schuelke of NATIONAL CLEANER 
& Dyer next stated that things look 
fine for 1959 for 


concentrate on 


those plants that 
sales management 
rather than put all their efforts into 
He told the audience to 


take a second look at route selling. 


production 


hard-hitting 
advertising campaign. Constantly 
shifting 


charge accounts and a 


country 
makes it mandatory to keep adver- 
tising. 

Richard Pearson of the 
Institute of Laundering then 
excellent selling tips for the 
laundryowners present, These were 
culled plants 
Many suggestions had been put into 


population in this 


American 
gave 
some 
deas from member 
practice by the AIL with good results. 
For example, at one time the Institute 
relied on routes for its entire volume. 
Experiments were made with a trailer 
as a call office on the Institute grounds 
and proved so effective that two mort 
offices have since been opened, 

This first program under the direc 
tion of Marvis Smith was a fine testi- 
abilities. Mr. Smith 
doubles as executive secretary of the 
association as well as the field tech 
nician for the NID in that state. 

—Art Schuelke 


monial to his 


OBSERVE 
FIRE PREVENTION WEEK 
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N.1.D. NEWS 





New Equipment Standards Commit- 
tee: The newly formed NID Commit 

w Defining Rating Standards of 
August 
headquarters. The 


leaning Equipment met 
the Institute 
nittee is to attempt 

rt of standardization 
id clarification of ma 
nd related matters 
meeting, from lett 
Arthur C, Orcutt, R. R 


Wins NID Scholarship: John E. Tay- 
lor, assistant manager of Taylor Broth 
ers, Ltd., Wellington, New Zealand 
is congratulated by William B. White, 
director of education for the NID, 
for winning the John P,. Gray Me- 
Scholarship to NID’s 
drvcleaning 


tour- 
plant 
Taylor completed 


mor;r ial 
W eek 


management, Mr 


course in 


Complete Associate Conference: Nine 
students from six states and one for- 
completed the ninth 
week long educational conference tor 


eign country 


94 


Street & Company; Noel Cooperide 
Butler Manufacturing Company; Will 
Downing, Pennsalt; George P Fulton, 
general manager of NID; Dr 
R. Wiebush (standing director of 
research for NID; John A. Ireland, 
Caled Products: John Young, Davies 
Young Soap Company, and Dr, J, C. 
Alexander, Adco, Inc. Not shown but 
ilso present was Wayne Wilson, Amer- 


Jose ph 


ican Laundry Machinery Company. 


the 102nd general course with the 


highe st class ave rage. 

Looking on, at Mr. Taylor's right: 
Charles E. Mitchell, Regal Laundry, 
Regal Zoric Dry Cleaners, Baltimore, 
Md., runner-up for the scholarship, 
student Henry C. 
Tung, Oriental Laundry and Cleaners, 
New Orleans, La. 


and_ third-place 


Associate Members of the NID on 
August 29. The graduates, shown from 
left to right, were: Stanley P. Komins, 


Package Chemical Company, Inc., 


Boston; B. C. O’Brien, Tullis Laundry 
& Engineering Supplies, Ltd., Johan- 
South Africa; James C. 
Chamberlin, Craig Supply Company, 
Inc., Durham, N. H.; Einore E. Lund, 
Signal Chemical Mfg. Company, Inc., 
Bedford, Ohio; Louis A. Klauber, 
Georgia Launderers & Cleaners Asso- 
ciation; Roger L, Whitney, R. R. 
Street & Company Inc., Chicago; 
W. O. Myers, Jule R. Bean and Will- 
iam Waldman, all of Jensen Manufac- 
Palmyra, N. ] 


nesburg, 


turing Company 


New Public Relations Contest: The 
NID is launching a new 
Builders Contest 
ers who have raised the stature of the 


“Prestige 
to honor dryclean- 


professional drycleaner by making ef- 
fective use of the findings of the NID 
Motivation Research. Activities based 
on these findings may be sales promo- 
tion, consumer education, advertising 
or public relations programs covering 
telling the public that 
frequent drycleaning makes clothing 


three phase s 


and household textiles serve better; 
portraying the image of the dryclean- 
er as an expert in fabrics and clothing 
care; portraying the image of the dry 
cleaner as the consumer's “ally.” 

Winners in three classes—individual 
firms, cooperative groups of two or 
more firms, associations—will receive 
a Prestige Builder plaque at NID’s 
1959 convention March 5-8 in Atlantic 
City, N. J]. The deadline for entries is 
January 23, 1959. 

The Institute will also conduct for 
the third year its “Spirit of Service” 
awards program, designed to give rec- 
ognition to drycleaning firms that work 
together in unselfish community serv- 
ce. The top prize in this program is 
another Spirit of Service trophy plus 
a $300 check made payable to the lo- 
cal charity chosen by the winning 
group. Entry deadline is December 
31, 1958 

Detailed information on both con- 
tests may be obtained from the Public 
Relations Department, National Insti- 
tute of 
Md 


Drvcleaning, Silver Spring, 


Wool Finishing Graduates: A dozen 
students from eight states completed 
the NID’s two-week course in wool 
finishing on July 18, 1958. Ross A. 
Wright conducted the course. 
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Graduates art Margaret Spencer, 
Marie Proctor, Clara M. Franklin and 
Dorothy Harley, Wagon Dry Clean- 
rs. Clinton Md Margaret A. Thie- 
man, College Cleaners and Dyers, \ » 
Corvallis, Ore.; Elva Deitz, Bishop's : new glamour-designed 
Laundry and Cleaners, Dothan, Ala 
Angeline Orzell, Nite and Day Clean- 


oes Detroit: Mich, Kenneth J, Kole i | rainwear increases demand 


Kin s | vwndry Pawtucket R. | 


Benjamin L. Chapey, Chin’s Cleaners eo f t [| 
Inc., Mobile Ala Arthur Plotkin, OT Wa el repe ency 
Nu-Life One Hour Cleaners, Brad | j 
lock, Pa.; L. J. O’Brien. Jr.. Model 
Star Laundry, Danville, Ill., and Wal- 
ter ( Wilkerson. Crutchfield Drv 
Cleaning & Dve Works. Lynchburg, 
Va New styles in polished cottons, 
rayon shantungs, poplins, silk-look 
tweeds and other interesting rainwear 
Iwo Rejoin Staff: Former staff mem ! : j . 
hers Clerence GC. Plerce and Rohe \ P\\VE- make the demand for good water 
A. Mvgatt recently returned to the In 
stitute 


Mr. Pierce is again manager of / y PREPARE NOW to do the job right. 
NID’s West Coast laboratory in Glen- ~ : 


dale, Calif. Before the war he operated The new REP-100 is the first non- 


his own plant, then spent five years in 


repellency greater than ever before. 


flammable repellent capable of 


producing a 100-100-100 spray rating 


in all solvents. 


sixty second general course He then ( lass April 6 to June 26. 1959: LO7Tth 


served as an instructor for two years Class, July 6 to September 25, 1959; 
as an analyst in the Institute’s Textil 108th Class, September 28 to Decem 
Analvsis De pal ! and as manag ber 18. 1959 
of NID’s Western lab until 52 Management courses that will be 
After a year as a representative for a ld next vear are {8th Class, Jan- 
detergent company, he taught for a uarv 5 to January 30, 1959: 49th 
vear in NID’s general course. Until his Class, March 30 to April 24 1959; 
recent appointment he owned and op 50th Class, June 29 to July 24, 1959; 
erated a drycleaning plant " 51st Class, September 28 to October 
Habra, Calif 23. 1959 

Bob Mvygatt has returned ; i ld Special courses include 9th W 0] 
man servicing drycleaning plants it Finishing. February 2 to February 13 
New Jersey. In 1935 Mr. Mvygatt first 1959: 24th Silk Finishing, February 
joined the Institute Cleaning Plant as 16 to February 27, 1959; 6th Leather 
a route salesman, In the Army Air Course, May 4 to May 8, 1959; 10th 
Corps from 1943 to 1945, he returned Wool Finishing, Tuly 13 to July 24 
to take NID’s fiftv-seventh general 1959: 25th Silk Finishing. July 27 to 


CLARENCE G. PIERCE 


1 


course in drycleaning plant practices August 7, 1959: 7th Leather, August 
and stayed on as an instructor for 10 to August 14, 1959 
four vears. He spent another fou Special week-long courses for asso- 
years as I analyst in the Textile ciate members will be held December 
Analvsis De partment Since leaving 8-12 of 1958. August 17-23 of 1959 
the Institute in 1953, Mr. Mvygatt has and December 7-11 of 1959 
been supervising the drvcleaning sec 
tions of large operations in Ohio and 
\\ ishington 1), ¢ 
The Wash-and-Wear Front: How to 
combat wash-and-wear as a rival to 
ROBERT A. MYGATT professional drycleaning is the subject 
Course Schedules: The NID has an f a recent special issue of the NID 
Army, helping to install and oper nounced its schedule of classes for the Reporter. The bulletin summarizes 
ate several drycleaning plants for the coming year. General courses sched 1 recent textile industry survey of 
occupation forces in Europe. On re- uled for next vear are: 105th Class consumers, which reveals that ease 
turning to the States, he entered NID’s January 5 to March 27, 1959: 106th of care rates first in wash-and-wear 
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We cover all your specialty needs... 


ove 
seit ) 


Guede 


py 


[eat 





cease’ 


Send overything in 
same bundle... . fast, 
dependable service 
all year round. 


TRU COLOR DYE WORKS, INC. 


selling appeal, with economy a close 
runner-up, The Reporter also quotes 
trom a survey of consumer reaction 
to wash-and-wear which the NID had 
made back in November and Decem- 
ber of 1957 

The future, the 


will see 


NID 


an improved wash-and-wear 


cone ludes, 


product in response to consumer de- 
mand, This probability the drycleaner 
can turn to his advantage. stressing 
“For ease of care dryclean 

educating the public to 
use drycleaning services for wash-and- 


the slog in 


ind weal 


wear because they produce best re 


*Garments - Rugs - Household Fabrics... 
Vat Dyeing of Commercial Linens 


Write for trade 
price list or send 
a trial bundi 


24-47 44th St., 
Long Island City 3, N. Y. 


housewife less work 
and more leisure, plus greater econ- 
omy. 

In line with the Dichter survey on 
consumer motivation, the NID ‘sug- 
establishing consumer confi- 
dence in the drycleaner, so that she 
will not seek wash-and-wear as a 
means of avoiding his services. 

Among promotional aids offered 
by the NID are two new leaflets for 
consumers, one emphasizing the val- 
ues of professional care, the other 
the saving in time and energy to the 
housewife. 


sults, give the 


gests 
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NOTES 





News 


c le aners 


Ohio: The 
Association, in 


Ohio Dry- 
cooperation 
with the Department of Safety and 
State of Ohio, will conduct 
a statewide educational safety 


From 


Hygiene 
cam- 
paign among drycleaners and laun- 
Launched July 1, 1958, the 
campaign will continue through June 
30, 1959. Each participating dry- 
cleaning and laundry plant will file 
monthly reports stating the number of 


dere is 


96 


man-hours worked and the number of 
accidents, Appropriate safety awards 
will be presented at a dinner meeting 
upon conclusion of the campaign. 
The appointment has been an- 
nounced of R, Arthur Bryan of Cleve- 
land as special representative of the 
Association. Mr. Bryan was formerly 
president of the Fuller Cleaning and 
Dyeing Co. In addition to calling on 
members and nonmembers through- 


out the state, he will assist the execu- 
with conventions, 
work and other 


tive secretary 
schools, legislative 


meetings. 


New Jersey Extends Conference: The 
Educational Conference sponsored 
jointly by the New Laundry 
and Cleaning Institute and the Na- 
tional Institute of Drycleaning, origi- 
nally scheduled for one day, will be 
presented both October 25 and 26, to 
accommodate the large number of op- 


Jersey 


erators requesting registration. Classes 
in wool and silk finishing, production 
standards, workflow and training will 
be conducted by Ross Wright and 
Charles Riggott of the NID staff at 
Corby’s drycleaning plant on Summit 
Ave., Summit, N. J. 


Long Beach Meeting: Sixty-five dry- 
cleaners, their wives and allied trades- 
men attended a recent dinner meeting 
of the Harbor representing 
plants in the vicinity of Long Beach 
San Pedro and Wilmington, California. 
The meeting featured talks by Robert 
Gailey, head of the Long Beach Bet- 
ter Business Bureau, and John Curtis 
of the Long Beach firm of Patch & 
Curtis Advertising and Public Rela 


Group, 


tions. 


Notes From Neighborhood Cleaners: 
Something new in service to associa 
tion members is being offered by the 
Neighborhood Cleaners Associations 
of New York. For the benefit of mem- 
bers who may be planning a trip to 
Europe in July of 1959, the NCA has 
chartered a plane which will accom- 
modate 90 
round-trip cost of $280 per person. 
also invited to 


travelers at a modest 
Allied tradesmen are 
join. 

Gene Fisher has joined the field 
staff of NCA. He is expected to teach 
both in New York City and upstate. 


+ # 


Election Roundup: Michael Whitman 
is the newly elected president of the 
Cleaners and Launderers Association 
of St. Petersburg, Fla. Other new of- 
ficers are Jack Glidewell, vice-presi- 
dent; Calvin Rogers, secretary, and M. 
Glazier, treasurer. Members of the 
board of directors are Earl Carde, 
Tom Anderson, Walker Howard, Bert 
Watts and Art Balgeman. 

The Oklahoma County Cleaners 
Association has elected Bob Salmon, 
Courtesy Cleaners, Oklahoma City, 
president, succeeding J. B. “Pat” Din- 
widdie. 
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Falsified Insurance 


What is the penalty of grossly exagger- 
ated insurance claims in formal proofs or 
claims? 


A laundry company sustained a fire 
loss. The insurance company defended 
the suit on a covering policy, on the 
ground that the laundry company had 
filed a fraudulent claim as to the ex 
tent of the loss. A jurv allowed the 
laundry company $10,000. 

On appeal to the United States 
Court of Appeals, Eighth Circuit, the 
higher court ordered a new trial, say- 
ing 

“The trial court erred in telling the 
jury that, if the insurer knew the ac- 
tual value of the 
and the amount of the loss and dam- 
age thereto by the fire. or had had full 
opportunity to know it, so that it could 
not be deceived by the verified over- 


insured property, 


valuations and statements of excessive 
amounts of loss made by the insured, 
the service of that notice did not con 
stitute an attempt to defraud, although 
it contained knowingly and willfully 
false excessive statements of the value 
of property and of the loss and dam 
age caused by the fire ' 

“Where the insured knowingly and 
willfully makes a false statement of or 
regarding a material fact in its proof 
of loss. or in its testimony regarding 
the value of the 


the loss or damage thereto bv fire the 


property insured o1 
intention to deceive the insurer is 
necessarily implied as the natural con 


sequence of such an act 


Nonresident Taxes 


Is a nonresident company subject to 
the license tax levied by the community? 


The following case may shed some 
light on the question. The Manhattan 
Company of Virginia, a Virginia cor- 
poration, operated a cleaning plant in 
Washington, D. ¢ but its business 
extends to neighboring Virginia. The 
authorities of Arlington County, Vir- 
ginia, adopted an ordinance which 
provided: “Every person (other than 
a laundry or drycleaning establish- 
ment located in the County of Arling- 
ton paying drycleaning or laundry tax 
in the County ) . engaged in solicit- 
ing and/or accepting clothing, rugs 
or other fabrics to be cleaned, dyed 
or pressed for compensation where 
said person does the actual laundry 
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By A. L. H. 


ork outside the Coun- 
work 


° shall pay 


Ol drv¢ leaning W 
ty or has any part of the 
done outside the County 
$300 per annum for one outlet (any 
and $200 ad 
ditional outlet per annum, not pro- 
rated.” 
Another 
imposed an annual license tax of 18 
each $100 gross receipts, 


office, store or vehicle 


section of the ordinance 


cents for 
with a minimum of $25 per year on 
“a laundering, cleaning, pressing or 
dyeing establishment.” There was no 
claim that the Manhattan Company 
was subject to this tax, since its es- 
tablishment was not located in the 
county. 
The company has a store in Arling 
ton and operated several trucks ga- 
up 
soiled garments and unload them at 
the store. They are then carried by 
shuttle truck to Washington and re 
turned the same way. 


raged in the county, which pick 


The company paid license taxes 
covering the store and its tributary 


trucks, under protest and sued for a 


STREET 


refund. The county circuit court at 
Arlington decided that the taxes were 
legally assessed and were not refund 
able. On appeal to the Virginia Su- 
preme Court of Appeals the decision 
was approved, (Manhattan Company 
of Virginia v. County Board of Arling- 
ton County, 91 S, E, 2d 408.) The 
higher court decided: Contrary to the 
claim of the company, it was not ex- 
empt merely because it was a Virginia 
corporation. “Clearly the company is 
a nonresident launderer and dryclean- 
er within the intent of the ordinance. 
The ordinance is not unconstitutional 
as unjustly discriminating in favor of 
laundries and cleaning concerns who 
do the work in the county.” 

The court referred to its decision 
in a similar case—Vaughn v. City of 
Richmond, 165 Va. 145, 181 S. E. 
372—-where it was decided that a 
laundry operator whose plant was lo- 
cated at Ashland, Va.,. was subject 
to a higher license tax for doing busi- 
ness in Richmond than were Rich- 
mond laundries. 


Proved Dependable Service 
when you install 
VIKING PUMPS 


housands 


7 
i 
\ iking 


of dry cleaners nation-wide have used 
Pumps for many years with 


ill *round satisfaction and profit. 


All Viking Pumps give you these 


desirable features: 


Hold a high vacuum 3 
2. Fast self-priming 4 


Do not heat solvent 
Do not block up with 
5. Quiet operation 


When replacing a Viking Re-Nu-It 
Pump you have: 


Ask for Catalogs 8Q, 1. Ne 


piping to disturb 


Pages 9? and 10, and A200Q 2. No base misalignment 
ff problems. 


Down-time cut to a 
minimum 

A steel liner to pro- 
long pump life 


; VIKING PUMP COMPANY 


Offices and Distribu pa 


Cedar Falls, lowa, U.S.A. In Canada it's "ROTO-KING™ Pumps 
Distributors in Prir 


ties See Your Classified Telephone Directory 





NEWS 


American Names Distributors 


presice nt 


Ma 


' 
inna 


M. Garvey 
Laundry 
Cin 
recently innounce | 
itions 
the 
cleaning equip 
Ameri 
I quipment Cor 
The American I 
Machinery ( 
direct 
ill 
equipment 
Mr 


dry« le ining 


butor organi 


les of 


leaners pany 


Jivision un 


still 


torce 


ompany 
its sales 


the sale of 


naintains 
laundry ind 

cleaning 
According to 
Now 


juipment 


Carvey 
America! 
and 


parts service 


tacilities are available to dry- 
cleaning plants in every part of 
he country through local dis 
tributors 

American 
Company 


W. Pettin- 


continue us divi 


Under the new 
Cleaners E 
rganization 
ill, Jr., will 
S1OT manager 
Lin 
und 
rmer 
} 


juipment 
Irving 


Assisting him is 
Bathrick. Dick 
Je hn Hamilton, 
AceCo field 


been appointed 


man 
ave 
ern and Western field man 


respectively 


New Forse Organization 


BIRCH RUSSELL 


Anderson 


inl 


rse Corporation, 
unnounced the 
atior of the 
Company 109 §$ 
Albemarle N ( 


plete ind 


Ind., has 


org 
Forse-Carolinas 
Broome St., 


to give com 
immediate sales and 


ill Forse drycleaning 


laund 


ce on 
ry 


North 


equipment 


throughout and South 
( irolina 

Birch Russell, originator of 
Ink Twins and Shirtex products 
Mr 


has organized the company 


98 


Russell has 


FROM THE ALLIED TRADES 


spent most 


last 20 years working wit} 


iners and launderers 


Pantex Promotes Miller 


NEVIN MILLER 


Che promotion of Nevin Mill- 
to manager of the Western 
Division for Pantex Manutactur- 
Pawtucket, 
by 


er 
ing Corporation, 
R. I 
Marvin 
ind gene ral sale § manager 

Mr Milk I will have his he ad- 
quarters Angeles where 
he assistant sales man- 
wer since March 1956. Previ 
March 1950, he 
southe rm 


Western 


has been announced 


Green, vice-president 


in Los 


has been 
ously, since was 
1 representative in 
California other 
Division territories 

Mr. Miller is a 
the LADS Club (Laundry and 
Drycleaners Suppliers He is 
on allied trades com- 
for the Dry- 
Association and was a 
member of the Exhibit Com 
the recent CDA con 


ind 


member { 


ilso active 


mittees California 
cleaners 
mittee tor 


vention 


Stamford Applies for Patent 


The Stamford Chemical Co 
unnounces that it has applied 
for a United States patent for 
Vivitex 100 Plus. The basis 
of the patent is the built-in soap 
neutralizer the state- 
ment claims, gives higher than 
LOO percent ratings on 
treated Durable-to- 
drycleaning ilso 


its 
whic h, 


spray 
garments 
repellency is 
claimed 

For further information on 
this new product write to The 
Stamford Chemical Company, 
45 Jefferson St., Stamford, 
Conn. 


Kohnstamm Plans Move 


H. Kohnstamm & Co., Inc 
New York, has announced plans 
to its executive office 
from 83-89 Park Place to 161 
Avenue of the Americas. Ac- 
cording to Charles Brotherton, 
of the firm, 
new address 


move 


treasurer 
at the 
include two floors 
provide about 30,000 
feet of space. The new quarters 
will be air-conditioned, with 
skylight research laboratories. 

The will also 
relocating the warehouse facili- 
at 83-93 Park Place 
on new sites in the metropoli- 


tan New York area 


assistant 
the 
will 


offic es 
and 
square 


move involve 


ties now 


Alf-Herman Organized 


J. C. Esher, vice-president 
and general manager, has an- 
nounced the formation of Alf- 
Herman Corporation, a subsidi- 
ary of American LaFrance, 
Elmira, N. Y. This company 
has formed to continue 
building Herman truck 
and to expand operations under 
the name and new man 
agement. There will be 
changes in company personnel 

Alf-Herman _ will 
operation of the plant and offi- 
4402 Clayton Ave., St. 
Mo 


been 
bodies 


new 
no 


continue 


ces it 
Louis 10 


Davies-Young Appointment 


NORVAL HARRISON 


Norval Harrison has been ap- 
pointed a sales and service tech- 
nician by the Davies-Young 
Soap Co., Dayton, Ohio. 

Mr. Harrison will 
the company for its 
line of drycleaning 
He will drycleaners 
southern and northern 
Kentucky. 

Mr. Harrison has over 
years experience in the 
cleaning field, primarily 
plant manager and owner. Be- 
joining Davies-Young he 
was manager of a laundry and 
cleaning plant in Cincinnati for 
10 years 


represent 
Buckeye 
products. 
assist in 


Ohio 
20 
dry- 


as a 


tore 


Emery Honors Contest Winners at Meeting 


At a recent sales management 
of the Sanitone Divi- 
sion of Emery Industries, Inc., 
Cincinnati, Ohio, Francis, 
advertising manager, revealed 


meeting 


Les 


the details of Sanitone’s big fall 
promotion. The campaign will 
be initiated with a two-page 
color advertisement in the Octo- 
ber issue of The Ladies Home 
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increase Production and Profits 
Get All these Benefits — 
FAST SHIRT LAUNDERING—A UniMac Twin handles 


the volume for a one or two girl shirt unit! 


FAST INDIVIDUAL DRYFOLD BUNDLES—A UniMac 
Twin quickly processes flufdry-fold bundles—INDIVID- 


7 
Journal. Compl branch office and warel 


motional kits } ning Washington LD. ¢ 
paper mats, I idio ar to an announceme! 
gestions direct-mail pie« I evine 
ton tags counter ird ( h new 
window display suggestions the manage 
have been mailed t initon vi will Ser 
licensees } the Virgin 

At the meeting. left to right ounding Washir 
top photo), were: H. Smith, state of Maryland 
\ Fusaro, G Laumann ] The recently er 
Murdock sjungen ck l folk othes ind wat 
Francis int Jordan der the nanagemen 
W Arnold, ( umb, E. Me ond Rhodes, will « 
Nerney. R. Wilson, M. McNett. serve the Eastern 

lim Chisholm, manager of Maryland, Virginia and 
the Sanitone Division, gave a North Carolina. Sterlin 
resume of Sanitone 30-90, Em idelphia main office and 
ery's new product. He also an- house will serve the st 
nounced the winners of Em- Delawar Pennsylvania 
ery’s annual sales contest for all Jersey and western point 
Sanitone sales engineers New York 

The winning sale smen ilong 
with their wives, were flown to 


Cincinnati for a weekend ot Suede Cleaners Elect 

planned activities. Each winner —— 
was presented with a trophy by Richard Kelley, Melody 
4 W. Schubert. executive vice Cleaners, Oklahoma City, Okla 
past president of the National 


president of Emery. Pictured 
Institute of Drvcleaning Alumni 


bottom photo left to right 
Mr. and Mrs. Jack Kane, Mr Association, was electe: 
and Mrs. J. O. Hays, and Mr dent of the Suede and 
and Mrs. Weldon Howard Refinishers of America 


iunnual meeting in Chicag 

C. K. Kirkpatrick, founder of 

: the group, declined to accept 

Sterling Opens New Office the post again because of othe 
Sterling Supply Corp., Phila- business activities 

delphia, Pa., is opening a new Other officers selected were 


October, 1958 


with the Versatile UniMac Twin! 


l 


) 


UALLY—no marking, no netting, no sorting, NO LOSSES! 
BLANKETS, SPECIALTIES—Biankets, woolens and other 


specialties may be processed in minutes without shrinking 
or felting. They retain original beauty and texture! 


WASH 'N WEAR—A UniMac Twin 
speeds these articles through your plant! 


TINTING, DYEING—Fast and easy 
with a UniMac Twin! 


SMALL LOTS, RERUNS—AMisplaced ar- 
ticles cause 80% of your LOSS CLAIMS. 
A UniMac Twin moves small lots of fugi- 
tives, socks, silks and other classifica- 
tions through your plant! Get these 
articles and reruns back to the main 
bundle fast! Don't tie up valuable as- 
sembly space. Eliminate costly loss 
claims. KEEP YOUR CUSTOMERS SATIS- 
FIED! 


GET ALL THE FACTS! 
WRITE DEPT. N-108 


lA Aac 


Company 
723 Ponce de Leon Place, N.E. 
Atlanta 6, Georgia 


1] } } , ’ 
ind Lindsey ed Cleaners, motional plans including a tag 
ur c N D ce-president ‘ ( supplied to garment m 


, 
rerald Schaeffer La Fran ufacturers. The er up also voted 


ve House, Cleveland. treasur to drive for increased membet 
ind = David  Birenbaum 


Wasl ington ( le iuners. St. Louis 


\ 


retary Allan J. Copeland . . 
~ ' Suppliers Form Corporation 


continue as executive dire« 


or. SLRA will maintain its of A number of Southern laun 


yt 


h 


Tenn., and organized 


it Mr. Copeland’s adverti dry supply firms recently met in 
'} his 


a J § Wacker Men 

Chicag l 1 nonproht corporation named 

The members voted to estab- the Southern Distributors Coun 
h a more definitive cod |. The purpose of the organi 
ility standards and a method zation is “to promote, encour 
increasing intormatk nal c uv und educ ite the ue neral 


inde ind idopted new | ) publi nd_ those engaged in 


i I 


Big things 
are happening 
at AceCo 


See pages 16 and 17 








FAMOUS 


for a quarter 


of a Century 


For CLEANING and FATTING 


KIRK'S Suede & Leather Soap 
KIRK'S Glove Cleaning Compound 
KIRK'S Cape Skin Cl ing Comp d 


These items have been in use for years, and have no 
equal. 





For FINISHING and DYEING SUEDE 


KIRK'S Suede Dyes-——36 colors and shades to choose 
from; name it and we hove it. 

S 8 DRESSING—to mix with Svede Dye as a 
dressing which softens; gives Lustre and 
keeps Suede from water spotting. Later, can 


be used as a neutral with Suede Dye Reducer. 
A real innovation. 


KIRK'S 


KIRKPATRICK SPECIALTIES CO. 


7320 Melrose Avenue Los Angeles, Calif. 





Suede and 
Leather 
Dyes and 
Finishes 


For Finishing the New Cape Skin Apparel 


KIRK'S Flexo Leather Dressing—-A product so easy to 
use. Is not hot; dries fast; only one spraying; 
403 finishes an average jacket. No top finish 
necessary. Made in many colors—you name 
a color—we have it. Use 710 air gun to spray 


KIRK'S Metallic Finishes— 


Silver, gold, bronze. We have the finest, most 
lustrous quick drying Pearl Finish known— 
leaves leathers so soft. 


SPECIALTY TOOLS 


£10 Air Gun; Spec. Binks Spray Gun; Suede 
Bristle Brushes; Sponges; Glove Forms 








the cle 
try in 
and 
the 
pro 
the 


industry 


ining and laundry indus- Small Equipment Promotes 


scientific advancements 


research improvements In 
methods of operations; im- 
vement of relationship among 
busine sses in such 
the 
of information relating thereto.” 

Charter members of the firm 
ire: Apex Company, W. P. Bal 
Burkart-Schier 
Chemical Company, Capitol 
Chemical & Supply Company, 
Ideal Chemical & Supply Com 
pany, McCleary-Carrigan, 
National Paper Company, Phe 
nix Supply Company, F. H. Ross 
& Company and Wellbrock Sup- 
ply Company. 

The officers ot 
ure John H 
E. A. Jones, vice-president, and 
Milton Nathan, secretary-treas- 
Directors are R. F. Snow, 
Lawrence Newman, Fernand K 
Levy, O. S. Head, Jr., E. A. 
Jones and McCary Ballard, and 
the executive director is F. E 
McCleary 


various 


and dissemination 


lard & Company 


Inc., 


the council 


Beeler, president DONALD lL. 

Donald L. Evans been 
appointed distributor field man- 
ager for Small Equipment Co., 
Division of The American Laun- 
dry 


EVANS 


has 
urer 


Machinery Company, Cin- 
Ohio, according to a 
announcement by J. A. 
Coleman, division manager. Mr. 
Evans will promote Econ-O- 
Wash coin-operated, self-serv- 


cinnati, 
recent 


UniMac Sales Representative 
UniMac Atlanta, 


Company, 
Ga., has appointed Axel Axels 
son, 11120 Linden St., Lyn 
wood, Calif., its Western repre- 
sentative. The 
was made by 


announcement 
Carl Heinle, Jr 
vice-president of sales 


100 


ice laundry plants 

A nine-year veteran of The 
American Laundry Machinery 
Company, Mr. Evans has spent 
the last six years as a sales rep- 
resentative for American Clean- 
ers Equipment Co 


Kohnstamm Honors Hannan 


J. William Hannan, Chicago 
salesman for H. Kohnstamm & 
Co., Inc., New York, N. Y., was 
recently honored at a testimo- 
nial dinner on the occasion of 
his fiftieth anniversary with the 
firm. The dinner was attended 
by members of the executive 
staff, representatives and 
associates in the Chicago office. 
Mr. Hannan was presented with 
a check and a 50-year diamond 
service pin by Robert H. Pul- 
ver, executive vice-president of 
the firm 


sales 


Lieberman Representative 


B & G Lieberman Co., Inc., 
Jackson Heights, N. Y., has ap- 
pointed Henry L. Sasser repre- 
sentative in the state of Ten- 
nessee with the exception of the 
Memphis area and the imme- 
diate Knoxville area. Mr. Sasser, 
who has his headquarters at 
Charlotte, N. C., has taken on 
this territory in addition to that 
of South Carolina and western 
North Carolina. 

This change will relieve Ger- 
ald Lieberman, who had been 
covering this territory for the 
past 10 years, to attend the east- 
ern North Carolina and Virginia 
territory. 


Butler Veteran Retires 


GLEN LYON 


The resignation of Glen Lyon 
from the Dry Cleaners Equip- 
ment Division of Butler Manu- 
facturing Company, Kansas 
City, Mo., has been regretfully 
announced by Howard J. Mar- 
tin, division sales manager. Mr. 
Lyon has retired because of 
poor health. 

Mr. Lyon is a veteran of over 
30 years service to drycleaners. 
During the years with Butler, 
he has held positions as service 
engineer, sales correspondent, 
assistant service manager, na- 
tional service manager and sales 
representative. 
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NEW PRODUCTS AND LITERATURE 


Continued 


irment has 


Textil 
The 


ntroduced 


Machine 


been 
Markings 


st iplin 


lot 
OOO tags 
ot 


color rotation 


also mack in solid 
color for adaptation to current 
control ling 
lots und 


oding 


systems inclu day 


day ot delivery color 
ind with piece numbers 
1,000 for numerical-se 
control of lot 


10 lot-system colors 


qj nt numbers 
the 
Store can 
be imprinted on Fold-O-Lectri« 
preprinted roll tags 
For further 
Textile 
In 


1CUSse 


1 
ind 


numbers or letters 


information write 
Marking Machine 
2204 Erie Blvd. | 


N.Y 


REASONS 
WHY! 


FULLY WARRANTED 


October, 1958 


from page 12 


Air-Vacuum Diagram 


Ne Ww 
ing the inner 
the Dri-Vac 
vacuum unit 
the Rema ( 

In cooperation with the 
neering f Re 
the technical art ce partment 
Wilbur & 
City 


literatur 


constructi 


die-cut 


drvcleaning 
is now i\ 


trom poration 


ce partment « 


leveloped 


has ; 


CUSTOMER PREFERENCE 
are neat, attractive 
appeals to customers for g 
tion, and re-use 


OPEN-TOP CONSTRUCTION ver e 
others, put to use by KD for easier thread 
no premature sealing, more effective 
distribution 


TOP-MOUNTED ROLL — for fast rn 
easy pull with no bind or sr 
material ready for next use. Protects 

inventory 


EASY-DOWN PUSH BAR Finger-tig 

sure on any part of balanced bar give 

ut and seal. Brings automation to y 
at no price premium 


EVEN SEAL EVERY TIME 
adju ting in three ways. Heavy duty heating 
unit seals all types and sizes of ‘poly 

at top production loads 


STURDY LIGHT-WEIGHT CONSTRUCTION 
Aluminum head, line-shaft design. Welded 
flat-base frame will not tip. Move it to where 
you need it. Fewer moving part trouble 
free operation 


POSITIVE ACTION KD LIFT STAND —adjusts 
to any height, up or down, with at h of the 
finger. Exclusive rounded yoke will not tear 
plastic reduces waste 


START TO WORK AT ONCE — simply plug-ir 
to install. Light shows when unit ts on. Any 
girl can learn to operate the KD Quick Bagger 
in minutes with professional result 


FOR ANY SIZE PLANT — Basic machine 
single roll for minimum starting investment 
Optional second roll can be attached at any 
time. No special tools needed. Available with 
or with-out polyethylene tubing 


LOWEST COST BAGGING MACHINE — | 
cost when you buy (up to 100% less 
cost to operate. Less maintenance 


automatically self 


west 
lowest 


Ciangio. New Yorl 


tion drawing to create better Special Formula Spotter 
lerstanding o ven — a 


n for drvclez 





The Dri-Va 
] 


mced 


\1rTnitinmn 


r this 


SPECIAL FORMULL 





Signal Anti-Lint 
More h 


eavily 
Qj 











1ew stain remover devel 
by National Cleaners 

Mig said to 
stubborn _ lipstick 
grass stains, blood. al 


inde lible 


and 


| 
» states that Sign Chemical Co, Is 
eliminates brushing and 1 I dve 


emove 


ning ind enables residue 


of | 
bottle of 


ninimize classification 


One 
Lint cc 


bumin 


oads pencil, mercu- 
Anti- =r 
, 


5S-ounce other 


hrome medicinal 


ncentrate makes one 


stains 


pray when According to the manufactur 
The diluted eT in 
we 

clothes be 


ibles \ 


ompanies ea 


n of ready-to-use s] 
diluted with water 
ipplied to 
the tun 


ipplication of Chromex 
spray 1s General Formula followed by a 
jet of usually the 


garment and lets it pass without 


fore starting steam saves 
sprayer ac 
bottle carton 

For further information write 
to Signal Chemical Manufa 
5020 Ricl 


Ohi 


recleaning. The product is safe 
the announcement states 

Chromex is available in pint 
turing ¢ 


Rd 


lompany 
Bedford 


bottles and packs of six 


mond For further details write t 


THE NEW KD QUICK BAGGER OUTDATES 
ALL OTHE 


oth peel Melly Nile @ 7 \e@ Nell, cet Um meu 


R BAGGING METHODS... 


That's right! The KD Quick Bagger outdates ALL other 
bagging methods — in 10 MAJOR WAYS. It's fully 
guaranteed by Keyes-Davis Company, suppliers to 
the cleaning-laundry industry since 1901. Call your 
jobber or return the coupon. Do it today! 


The Keyes-Davis Company 


79 14th St Battle Creek, Michigan 


| am interested in learning more about the 


KD QUICK BAGGER 
aaa 
FIRM_ 
ADDRESS_._. 


Sg ae 3 | ee 


My Favorite Jobber Is_ 








KEYES-DAVIS/ 





COMPANY 7 





79 14th Street 
Battle Creek, Michigan 





LEATHER s SUEDE 


Expertly CLEANED, DYED 
. and REFINISHED 


*... at LOWEST 
WHOLESALE PRICES 


* Jackets * Coats oe Ce. 


thing in Leather a oy ae NS 
NO COSTLY INSTALLATION! 
\\ Prompt Service 


Anywhere in U. S. A. Niodhelel-aam ani itll Galois 


SEND FOR COMPLETE DETAILS: Price lists, labels, 


order blanks and advertising material. ia 
a INEXPENSIVE CONSTRUCTION! 
_ a ~—=s-t Gf . 


“N= . A, 
) i@ Saves You Thousands of Dollars Builds Real Profits Quickly . 


LLa 7 Lamy, \_ 706 CARNEGIE AVE _ RELIABLE MACHINE WORKS. INC. 
x nm | 


. CLEVELAND 3, OHIO 
DYE HOUSE . UTah 1.0898 


231 EAGLE STREET, BROOKLYN 22. NEW YORK 


print and advertisi 
The new dispense 


soma ae PEOPLE AND 


itions with multiple-store 


Garment Bag Dispenser peach say aad PLACES 


A new device for dispensing 
pret rmed transparent plasti 
garment bags has been devel 
yped by Mehl Manufacturing 
( npany Known as the 
Safe Snap-Out Dispenser 
250 preformed Dag 


h can be 


sae Alan W. Alexander and J. Sear- One-Hour Orchid Cleaners has 
ing Taylor have purchased Gar- been opened at College Ave 
den City Cleaners, 184 E. and Broadway, Oakland, Calif., 
Santa Clara St., San Jose , Calif.. by Roy Hansen and Joan Lan- 
g at a time, says from Donald and Dolores Hall. caster 

its manufacturer. It is availa 


to the ceiling or hung 
ost or wall 
The Snap-Out absolutely dis 
b 


enses one i 


ble in three sizes: 20-by ~ uf Mr. and Mrs. Herb Moses are Bell Cleaning and Laundry Co. 
inch pants bags, 21-by-4-by-54 the new owners of Maddox Dry is scheduled to open a pickup 
inch dress bags and 21 by 4 by Cleaners, Italy, Tex. station in the Hamilton Park 
36 inches for suit-size bags : Shopping Center, Dallas, Tex., 
Bags may be plain or printed now under construction 


. City Cleaning Works, Williams, 
with the customers name im ; Calif., has been remodeled, it 
was announced by Merle Peart, Ted and Lillian Johnson, for- 

gg ’ . § owner. mer employees, have pur- 

YOUR REQUEST ' i | hased Miller’s Cleaners, Wood- 


H and O Cleaners has been es- ake, Calif., and are operating 
for further information tablished at Harding and 4S Johnson’s Dry Cleaners. 


will get quickest and most 





Orange Aves., Long Beach, 


limited space. Another advan Calf it was ennounced ty ‘ 
tage of the Snap-Out Pak is fen O. Lytle. Ground has been broken at 


worthwhile inquiry when the elimination of lifting of bun- ‘ — 13th and Ford Sts., Golden, 
ath epee dics or bags. Ril 1 Lou Dowell, who Foe ny bmn gage phe 
head. B t ; > . . Riley ane clez F ‘ 

] e eure o mention : For further det uils write ace ently opened Tip Top Clean- by Mr. and Mrs. Albert. D. 
NATIONAL CLEANER & Mehl Manufacturing Company, ers, 117 E. Napa St., Sonoma, Koentges, formerly of Belgium. 
DYER. 2957 Reading Rd., Cincinnati Calif, have announced a change The Koentges now operate Jet 
2, Ohio in name to R & L Cleaners. Laundry at Lowry Air Base. 


complete attention as a 
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A grand opening was held re- New equipment has been add- 


cently at Sanitary Jet Cleaners ed at Paul's Cleaners. Elk City, DOMINION of CANADA 


in the new R & M_ building, Okla in celebration of _ its 


720 S. Division, Sterling, Col twenty-first anniversary. Owner 


This the first hange n le Paul (¢ reason is urrently sery 
cation since the business opened ing his third year as 1 
5 vear wo at 215 Main St Elk City 


Hi Hat Cleaners has been Kerns and Walker Cleaners has 
opened in a new buildit n been opened in the Corte M 
Highway 287 at vit t.. dera (Calif.) Shopping Center 
Broomfield, Col by , ! by Ed Kerns ind = Randall 
MM Frank Albertsor Walker 


An official opening was held A storage vault has been added 
ently at Burtol Cleaners Ltd it Unity (Sask Drv Cleaners 

19 King St., St. John, N. B t was announced recentlh; 

k 

Neil MacInnes will open Serv open house was held re- 

‘ Cleaners on Grif St ntly at Al’s Dry Cleaners o1 

Smithville. Ont uke St Drvden. Ont 


An open house was held re- Work on the extension at 
cently at Spic and Span, 272 Quinte Dry Cleaners, Belleville 
Dalhousie St... Ottawa, Ont } Ont has been completed 

vy branch is the firm’s sixtl rding to Howard Azi vner 


Douglas Peggs and Conrad Deseronto (Ont.) Cleaners, lo- 
Mr. and Mrs. J. T. Haynes (Georgia Launderers and Clean Heis have purchased en cand oe Comme Res oe 

hove tuschused (iby Cleanate. exe Asszaittien Ont.) Cleaners, 150 Colbourne stroved by fire recently. Dam 
Main St Springhill | i tr E from Alun Jones ist IS estimated ut $10,000 
Mrs. Archie Haynes Cc. C. (Bill) Hall and Elmer 
Palmer have established Cynthi 
ina (Ky.) Dry Cleaning Co., k 

Vice-Mayor Alfred Monfalcone cated on Water St 

ut the ribbon which officially 

opened Wellworth Cleaners on 

lefferson Ave.. Extended. New Additional space has been add- 
port News. Va ed at New York Cleaners, Oak 
: Ridge, Tenn., for installation of 


shirt finishing equipment 





Ernest Barrett has opened Fair David Michels has purchased Ashland (Neb.) Cleaners has 
Oaks Cleaners and Laundry in One Hour Valet, Inc., has Valley Cleaners and Tailor been purchased by Mrs. Mary 
the Kennestone (Ga.) Plaza opened its second unit, at 3183 Shop, Great Falls, Mont., from M. Coen from Mrs Beulah 
Barrett is president « Victory Dr., Columbus, Ga Larry Green Chrischilles 


ym —opress ALL fabrics 
Mims in COMPLETE SAFETY 


® HEAVY-DUTY STAINLESS STEEL CONSTRUCTION with Gross Star TRIPL-SAFE Grid Plate 
DEPENDABLE LOW COST PRODUCTION or Gross Star TRIPL-SAFE perforated hot head plate 


CHECK THESE FAMOUS . YES! Perfect heat at head for synthetics, silks, 
WASHETTE FEATURES! wools, cottons, any known fabric—with clouds of 
Dodge Friction-Free Power Transmission — steam and NEVER a jet. 
2 Year Warranty! Triple Filtering cuts heat, 


Heavy-Duty Trouble-Free ~. ends jetting, stops nickel 
— j marks. 

Master Motor 

a : Scientifically 

We Famous One-Dial Control Semiad Gavtese 

28 Formulae — 5 a eat 
' is part of 
> ae Gard deletes fill the plate, 

and drain time for for : tiara 
mula sequence ; NOT SHINE 


i] —T i any 
Easy to Operate equires © EXTRACTORS pwr a 


minimum maintenance ; i LOW COST 
Orders shipped in 48 hours on al! - seesccasal j TRIPL-SAFE 
standord electric models On ' Single GRID PLATE 


The ONLY complete line of open ’ : J Plates Under 46” $29.75 
d hers, Cabinet d Ped ! “ae a Still onl 
cnd-washers, Cabinet ond Podeote te ey Under 46”... $16.05 | Over 46” $38.75 


styles, 
capacities; Controls: Manual, Semi : ' 2 Over 46” $21.75 

Automatic, Automatic; Automatic ~ re peer a $12.50 Mushroom $21.75 
available with supply iniector 














Write for complete information and From Your Jobber—Insist on this famous nameplate 
PREE brochures. 


é : ‘ GROSS STAR TRIPL-SAFE GRID PLATE 
77, MFD. BY 
LL » Ce. y* , PATENT L. BEHRSTOCK CO WITH BUILTIN © 


APPL'D FOR STEAM FILTER 
4301 S. Fitzhugh Ave. Bisties 16: Sousa 1708 S. STATE ST. CHICAGO 16, ILL 


October, 1958 





MONEY BACK GUARANTEE! 





... is the easy way 
to finish Orlon-Dynel 
tur-like pile fabries 
IN YOUR OWN 
TUMBLER, 

alter dry cleaning. 


feel-tex 


Big things 
are happening 


at AceCo $23.00 BUYS ALL YOU NEED FOR 64 GARMENTS 





SEE YOUR JOBBER OR WRITE DIRECT 


pages 16 and 17 FUR-FEEL CORP., 231 Eagle St. Brooklyn 22, N. Y. 


A grand opening was held re- A business license has been is- Joseph A. Skala, president of announced by F. E. Glass, presi 
ently at Humphreys’ Cleaners, sued Henry Adams and John Schwartz Cleaners, 1118 N. dent of the firm. The new unit, 
2903 Fourth Plain Rd., Van- Pasley for operation of a clean- Blvd., Oak Park, Ill., has an- the company’s fifth, will occupy 
ouver, Wasl The firm has ing establishment at 2501 N. nounced the firm’s sixtieth anni- 2,000 square feet. 
other locations at 108 E. Ninth Lombard St., Portland, Or versary 
] ] ; 
St. and 1009 W. 13th. St Hanna Dry Cleaners, 604 W. 
Ted Brand has purchased a 48th St., Kansas City, Mo., has 
Ted and Ann Klaus are the new New drycleaning equipment drycleaning establishment in been purchased by John M. Cu 
owne! f Empire (Ore.) Clean- has been installed at Star Clean- Gibbon, Minn sack, owner of Van Dyke's 
Wilbert Smit] the former ers. Cle Elum. Wash... bv Rov Cleaners and Shirt Laundry 
er Lumaco . : ; The name will be changed to 
Top Value Cleaners and Laun- yay Dyke's 
dry has been opened at 205 
Conant St.. Maumee, Ohio 
Star Cleaners, 34 S. Main St., 
Miamisburg, Ohio, has been 
Crown Laundry and Dry Clean- purchased by E. W. Rice. Mr 
ing of Indianapolis, Ind., has Rice also owns Sunset Clean 
NORTH CENTRAL opened a branch in the Glen- ers, 2105 Woodlawn Ave. in 


dale Shopping Center, it was Middletown 


Excelsior Minn.) Drive-In Center on Dundes 
Ch 


na;©ry 1as been 


d at Water and Third 


uners and Lauwnderers and ton Heights, IIl.. bs ‘dsa 
Self Service Lat ! } Miller NORTH E AST 


’ Modern Cleaners, formerly at 
929 N. State St Be lvide re, Ill 
has been moved across the Colfax One Hour Cleaners and Pinebro Cleaners has _ been 
street to 225 N. State St. Own- Shirt Laundry has been opened opened at 1159 Beach Channel 
er Gordon Spooner is a gradu- in the new Pascack Valley Dr., Far Rockaway, N. Y. 

ite of the NID Shopping Center on Kinderka 
mack Rd., Emerson, N. J.. 
Joseph Blandino 


Loisel Cleaners of East St. 

Louis has pened branch 

fice n the Mont« Shop 

Center, Edwardsville, Ill 

ers are Mr \ hardt 4 grand opening was held re- 

Williar Tr und her Chris Blough, JIr.. owner o! cently at Spotless Cleaners, 

law, Kermit Damrich Empire Launderers and Clean Route 18 and Pond St., South 

ers. Benton Harbor. Mich.. has Orchid Cleaners has leased Weymouth, Mass. The firm also 

established Plaza Cleaners in space in the new Neptune City operates establishments in the 

Drive-In Cleaners has been the Fairplain Plaza Shopping (N. J.) Shopping Center, opened new shopping centers in East 
pened in the Domas Shopping Center recently on Route 35. Boston and Worcester 





GARMENT RETAINER g HIGH SPEED 
An Inexpensive, Deluxe Service >On a Vade) e 


that brings in new customers. 


Maintains lapel roll with a ‘‘just @ MANUAL OR FULLY AUTOMATIC 


off the press’’ look. Easy to use 


any style coat. Brings customers @ COIN OPERATED FOR UNATTENDED STORES 


back for more. 


ORDER TODAY OR ASK 
YOUR JOBBER BOCK WORK CENTER—WASHER AND EXTRACTOR 


Jobbers send for attractive See your Laundry Machinery Dealer 
box display. 


. BOCK LAUNDRY MACHINE COMPANY 
Coat Retainer Company — *. 2 


1LEDO 2. OHIO 


137 Haggin St., San Antonio 10, Texas y ) 
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GAS BOILERS 


Vertical tubular 
Vertical flueless 
Portable horizontal 


Fully automatic units including boiler feed or complete 
return systems. All boilers ASME Code & National Board. 


Over 10 sq. ft. heating surface per H. P. all sizes of HRT's. 


P. M. Lattner Mfg. Co. 


OIL BOILERS 


Vertical tubular 
Vertical flueless 
Portable horizontal 


42nd Year 


Cedar Rapids, lowa 


Dealers & Distributors: most everywhere 








DiMartino Cleaners has leased 
Commack 
Shopping Center, now 
under construction at Jericho 
Purnpike ind Commack Rd 


Clementine Zink 
Karl have purchased Allegany space in_ the 
(N Y Dry Cleaners, 63 W N y 
Main St.. from Gerald L. Fin 


Robert and 


new 


Cleaners was scheduled 
Augusta Me 


Rotary 


on 7 Tiecrafters, Inc., New York, 
re 


Y., drycleaning service for 
nec kwear. has 
branches. One is in 
Island Railroad con 
course at Seventh Ave ind 
drive-in facilities at its newly 32nd St. and the other in the 
enlarged plant. Louis and Sarah Park Sheraton Hotel, Seventh 
Silber ire the proprictors Ave und 55th St 


OBITUARIES 


opened in 


men’s opened 
Chase Cleaners and Shirt Laun- two 
derers, 174 Sunrise High- the 


Freeport, N y has idded 


new 
Long 
way 


S. E. Moore, former director, vice-president and secretary 
and Cleaners Allied Trades Asso- 
ciation and the Laundry and Dry Cleaners Machinery Manu 


manager of the Laundry 


facturing Association, died on August 1 while on a business 
trip in New England, Mr. Moore, who served as a captain in 
the British Army, 
in 1917 on 


business for 


came to the United States from England 


a military mission, After being in the finance 
a number of years, he became sales manager 
of the Troy Laundry Machinery Company, He was a mem 
ber of the board of directors of the National Laundry Allied 
Trades 1928 to 1930. In 1931 and 1932 
he became a director of the newly formed Laundry and 
Cleaners Allied Trades Association. He was also a director 
of the Laundry and Dry Cleaners Machinery Manufacturers 


Association from 1929 through 1932. He served as secretary 


Association from 





solve valve problems! 


pe 


p 


i4fant | te 5] 


UNITED BRASS 
WORKS, INC. 
RANDLEMAN, N. C 


October, 1958 


manager for both associations in 1933 and vice preside nt ol 
LCATA in 1935 and 1936, In 1934 Mr. Moore 
to private business by affiliating with Carman & Co., Inc 
as executive vice-president. He later became 


returned 


president and 
served in that capacity until 1954, when the company began 


liquidation Surviving are his wife, two sons and daughter 


Armstrong, 58, founder of Armstrong Machinery 


Company, Atlanta, Georgia, died on July 24 of injuries re- 


Forrest 
ceived the day before in an automobile-truck collision, Mr. 


Armstrong was returning home from a business trip with 


his five-vear-old son, who was not injured, when the accident 
occurred, Mr 
laundering equipment field since 1919 when he 
work for U. S. Hoffman Machinery Corporation. He 
Southeastern district manager for Hoffman when, in 1935 
he left to become vice-president In charge ot sales for 
Fletcher Machinery Corporation of Philadelphia, In 1938 
he founded Fletcher Machinery Corporation, Southern 
later renamed Armstrong Machinery Company. 
He was a member of the Atlanta Kiwanis Club and a di- 
rector of the Warren Memorial Branch of The Atlanta Boys’ 
Club, Inc. I 


nis son, 
and three daughters 


Armstrong had been in the drycleaning and 
went to 
was 


Agency, 


Surviving, besides are his wife, a stepson 


Maurice Roth, 62, owner of Roth Quality Cleaners, Chicago, 
Illinois. died recently. Mr. Roth was a member of the Chi- 
cago Dry Cleaners iation. He his wife 


A ssox is survived by 


John H. Fehr, 59, owner of Sunshine Dry ¢ leaners. Reading. 
Pennsylvania, died recently. Mr. Fehr a member of 
the Schuylkill and West Wyomissing Fire Companies 
Knights of Malta, Ivy Leaf Eagle Mountain 


was 


Association, 


INCREASE PROFITS WITH 


BERLOU 


MOTHPROOFING SERVICE 


FIVE-YEAR WRITTEN GUARANTEE 


Let Berlou's own factory representative help you plan a profitable moth- 
proofing department. Berlou, established in 1930, is used by more pro- 
fessional mothproofers than all other mothsprays combined. Write for 
Berlou Profit Builder Plan. Berlou Manufacturing Co., 435 Monroe Street, 
Marion, O. In Canada, The Berlou Company, Ltd., London, Ontario. 
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Big things 
are happening 
at AceCo 


See pages 16 and 17 


and Tivoli Home 
mother 


Associations, Surviving are his wife, 


son and daughte I 


Louis Wasserstrom, founder in 1916 of Louis Wasserstrom 
& Co., Toledo, Ohio, died recently. With the entry into the 
original tailors’ supply business of Mr Wasserstrom’s brother 
Sam, the firm expanded into the drycleaning and laundry 
supplies and equipment field. Mr. Wasserstrom retired from 
active participation in the business in May of this year 


Kathryn G. Williams, operator of Presto Cleaners, Portland 
Ore Mrs. Williams operated the drycleaning 
establishment with her husband for the past 28 vears. Be- 
side Ss her husband 


died recently 


Mrs. Williams is survived by a daughter. 


ANNUAL CONVENTIONS 


Pee 


October 10, 11 and 12—Ohio Drycleaners Association 
Cleveland 


Hotel 


Cleveland 


October 16, 17 and 18—Pennsylvania Association of Dyers 


and ( le aners Sheraton Hotel Philadelphia 


October 24, 25 and 26—Oregon State Dry Cleaners Asso 
ciation, Willard Hotel, Klamath Falls 


October 25 and 26—Cleansing Plantowners of Massachu- 
setts, Bradford Hotel, Boston 


November 13, 14, 15 and 16—Indiana Dry Cleaning and 


Laundry Institute, Severin Hotel, Indianapolis 


Poccecseeesosoos 
THE KEY TO CONTROLLED 


LENGTH DRAPERY FINISHING 


use-0e-hetyoe 


FOLD FINISHING ® 


SoeeceseeeeeOOPeesecceccs.. 508” 
The only drapery process that can offer you 
® GUARANTEED LENGTH © MEASUREGRAPH CONTROL 
Franchises available to qualified petroleum solvent plants only—WRITE 


WiZ rey SOLER LLL oy C yo. 


5999 EAST 56TH STREET INDIANAPOLIS, INDIANA 
November 28, 29 and 30—Illinois State Drycleaners Asso- 
ciation, Palmer House, Chicago 


December 5, 6 and 7—Michigan Institute of Drycleaning, 
Detroit-Leland Hotel, Detroit 


December 6 and 7—Wisconsin & Upper Michigan Dry- 


cleaning Institute, Schroeder Hotel, Milwaukee. 


1959 


and Drvycleaning 
Fort 


16 and 17—Texas Laundry 
Will Memorial 


January 15, 
Association, 


Worth. 


Rogers Coliseum, 


January 17 and 18—Minnesota Institute of Laundering and 
Cleaning, Minneapolis, 


January 17, 18, 19 and 20—National Institute of Rug 
Cleaning, Mark Hopkins Hotel, San Francisco, Cali- 
fornia. 


January 25 and 26—Canadian Research Institute of Laun- 
derers and Cleaners, Hotel London, London, Ontario, 
Canada. 


January 30 and 31—South Carolina Association of Laun- 
derers and Cleaners, Poinsett Hotel, Greenville. 


March 3 and 4—American Institute of Laundering, Atlantic 
City, New Jersey. 


March 5, 6, 7 and 8—National Institute of Drycleaning, 
Convention and Exhibit, Atlantic City, New Jersey. 


April 25 and 26—Connecticut Launderers & Cleaners Asso- 
ciation. Inc., Hotel Statler, Hartford 





This is the famous McBRIDE UNIT 

reborn and distributed by Kirk's. 

Men’s $50.00 — Ladies’ $52.50 
f.o.b. Chicago 


[here are literally 2,000 of these 
units in use, many needing neu 
heating elements and rebuilding. 
Send them in for rebuilding—price 
$12.50 and up depending upon 
condition. 


KIRKPATRICK SPECIALTIES CO. 


1731 W. Fulton Chicago, Il. 








Put Caucer 
Ou the Defensive! 


Together we can strike back 


Give to 
AMERICAN CANCER SOCIETY 











NATIONAL CLEANER & DYER 





NATIONAL MARKET PLACE 


Where Buyers and Sellers Meet 








10¢ a word for the first insertion and 8¢ co word for each subsequent, 
consecutive same od. Advertisements set in capitals 
or bold foce type 10¢ a word for subse- 
quent, consecutive insertion. Minimum charge—$2.00 (new or repeat) 

Help Wanted and Situations Wanted ods 5¢ a word for first inser 
tion, 4¢ o word for each subsequent, consecutive insertion of same ad. 
Minimum charge—$1.00 (new or repeat). Capitals or bold face type 
—double these rates 

Add five words if answers are to 


insertion of the 
15¢ a word, first insertion; 


come to ao box number to be for- 


warded by us. Be sure to write your copy, name and address plainly. 
Advertisements in this department must be in our hands NOT LATER 


THAN THE 10th OF THE PRECEDING MONTH 

Cash must accompany all orders for advertisements in our classified 
columns. No book occounts can be opened, as the low charge made 
does not permit this expense 

Rates for classified advertising are net. Classified advertising is not 
commissionable. 





Mail Your Replies to Box Numbers to National Cleaner & Dyer, 305 E. 45th St., New York 17, N. Y. 








CLEANING PLANTS FOR SALE 





Fabulous 


fur storage 


inland empire of the Northwest. Drycleaning, shirt laundry, 
000 gross. Excellent lease; fastest 
most beautiful city in the United States. Excellent hunting and 
Asking $33,500—one third down, balance at 4 ADDRESS: 


NATIONAL CLEANER & DYER. 2 


hat renovating—over $5¢ 
growing 
fishing 


Box 8551 


Sacrificing modern Sanitone solvent plant, located in northern Michigan 
with modern seven Established 36 


All equipment new 


room living quarters on second floor 


years by owner. Exclusive cleaners with top prices 
3 replaced since 1948. Will sell with or with 


out property, reasor retiring. ADDRESS: Box 8506, NATIONAL 
CLEANER & DYER. 2 


having been purchased 


PHOENIX, ARIZONA. Cash-and-carry 
ping center 
$15,000 down 


drycleaning plant in large shop 
New equipment four years ago. Gross $47,000, price $30 


ADDRESS: Box 8559, NATIONAL CLEANER & DYER. 2 


LOS ANGELES, BEVERLY HILLS AREA. Complete 140F solvent plant 
Established 30 years. Just off Wilshire Boulevard 
parking. $45,000 annual sales 


ADDRESS: Box 8479 


10-year lease. Ample 
$32,500 full price. $20,000 will handle. A 
sacrifice NATIONAL CLEANER & DYER. 2 
Richmond, Virginia—Long-established drycleaning business 
ume $80,000 to $100,000. Will sell approximately %s replacement cost 
Long lease on building or will sell both. ADDRESS: Box 8495, NA- 
TIONAL CLEANER & DYER. 2 


yearly vol 


Established 
Mobile 


nance the 


high prestige plant, same location for twenty 


ving city in the South. Half cash will fi 
ADDRESS: Box 8589, NATIONAL CLEANER & DYER. 


> 
2 


years in 
Fastest q 


Alebama 
balance 


Modern s 
Texas 
Box 8595 


lvent plant. New machinery located in a fast growing west 
$350 volume. Write for complete information. ADDRESS: 
NATIONAL CLEANER & DYER. 2 


town 


SOLVENT PLANT IN SOUTHERN CALIFORNIA. $150,000 GROSS. FOUR 
CALL OFFICES WITH AMPLE PARKING. BUILDINGS AND REAL ESTATE 
ON GOOD LEASE. $15,000 DOWN. ADDRESS: Box 8598, NATIONAL 
CLEANER & DYER. 2 


COMPLETE FUR STORAGE VAULT—<s 


tem, pipe racks, good inside loading 


000 coats, and store, cooling sys 
Sale 
or lease in New Jersey 11 miles from New York City. Write Wm. Pat 
25 Willard Street, Garfield, New 8599-2 


heat, corner property, cheap 


losky Jersey 


For sale—an up-to-date drycleaning plant with four city 
increase in business over same months in 1957. Located in a city of 1,500 
in South Dakota Land and Loan Company, Aberdeen, South 


Dakota 8601-2 


routes; 30 


Squire 


For sale or trade. Profitable, modern drive-in solvent plant in Indiana for 
similar operation in Florida. Reason health. ADDRESS: Box 8602, NA- 


TIONAL CLEANER & DYER. 2 


Complete synthetic plant, city of 30,000. Owners wish to retire after 30 
years in this excellent business. Fine location, plenty of parking. All new 
and good equipment. Over 2,500 square feet of space. Will sell or lease 
building. Wacker Realty, Inc., 309 S. Columbus Street, Lancaster, Ohio. 

8603-2 


MIAMI, FLORIDA, ONE-HOUR MARTINIZING opened January 1957, 
drive-in, near large supermarket, low rental, volume over $500 per week, 
all cash-and-carry. Owner moved north. Contact Howard Abt, 1648 
Bright Waters Blvd., St. Petersburg, Florida 8563-2 


October, 1958 


California modern cleaning and shirt laundry, town over fine 


corner location. Present volume $800 weekly, cash-and-carry. You can 
lease it with option to buy to reliable person. ADDRESS: Box 8552, NA- 
TIONAL CLEANER & DYER 2 
FOR SALE: MODERN, ODORLESS SANITONE DRYCLEANING PLANT 
EQUIPPED WITH TWIN VIC-ECONO UNITS COMPLETE WITH TWO 
MILEAGE-BOOSTER SOLVENT SAVERS. ESTABLISHED TEN YEARS. LO- 
CATED IN SOUTHERN CALIFORNIA'S FASTEST GROWING COMMUN- 
ITY ON THE BEAUTIFUL COLORADO RIVER, WHERE THERE IS GOOD 
HUNTING AND EXCELLENT FISHING FACILITIES. SELLING PRICE 
$75,000 WITH PROPERTY, $50,000 WITHOUT PROPERTY. WRITE MID- 


WAY CLEANERS, P. O. BOX 801, BLYTHE, CALIF. 8613-2 


FOR SALE—Modern drive-i 
Over $1 

hats and large fur storage. Two 
Retiring, ill 
ADDRESS: Box 8614 


New Butler automatic sol 
in Ohio. Shirt unit, 
Thirty-two years same 


' , 
cleaning plant 


vent machine 9 gross at $1.50 prices, 
excellent trucks 
owner health 


Liberal terms with or without building. Make 


NATIONAL CLEANER & DYER. 2 


offer 


FOR SALE: Modern drycleaning plant in the South's largest city. Gross 
ing $20,000 cash-and-carry. Price $6,500. With property $13,500. AD- 
DRESS: Box 8615, NATIONAL CLEANER & DYER. 2 


CENTRAL MASSACHUSETTS: Modern petroleum plant and shirt laundry 
established 11 years. Volume $37,000, good 
Business and building $29,000. Private sale. M 
Mass. Tel. 2858 


ypportunity for expansion 

J. North, 87 Pine Street 
Gardner 8621-2 
Cleaning plant, busiest street, Tucson, Arizona. $35,000-$40,000 volume 
Good lease or sell property. Consider experienced partner. ADDRESS: 
Box 8622, NATIONAL CLEANER & DYER. 2 
Southern Michigan, modern Only 
Price $10,000, rent $50 per 
the drycleaning plant, the busi- 
Litchfield, Michigan 8623-2 


drive-in fast-service synthetic cleaners 


ne in town. Cash-and-carry. New equipment 


month. Seven-room house. Three acres 


ness all for $25,000. Kay's Cleaners, 
CENTRAL MICHIGAN—Modern synthetic plant established eleven years 
Only shop in town. Ideal for family or working couple. $35,000 volume, 
good prices. Complete package includes late truck and equipment with 
airy, 40 x 60 Price $35,000—terms to suit 


Edmore Cleaners, 8624-2 


light jowntown building 


Edmore, Michigan 
PASADENA, CALIFORNIA, RETAIL SYNTHETIC PLANT twenty years 
same location. $55,000 annual volume, one route 1957 Volkswagon, park- 
ing facilities. $35,000 full price, $15,000 down. Retiring. ADDRESS: Box 
8626, NATIONAL CLEANER & DYER. 2 


MODERN SYNTHETIC PLANT in metropolitan Bakersfield, Calif 
tion 145,000. Good lease. Gross $30,000, showing increase 10 $19,000, 
$12,000 cash. Terms. Reason, doctor's orders. ADDRESS: Box 8627, 
NATIONAL CLEANER & DYER. 2 


Popula- 


SOUTHEASTERN WASHINGTON—modern cleaning plant at Richland in 
the fast growing Tri-City area. Asking $75,000 for this well-established 
business. For further information write TRUST DEPARTMENT, NATIONAL 
BANK OF COMMERCE, BOX 136, YAKIMA, WASHINGTON. 8628-2 








BUSINESS OPPORTUNITIES 
A nationally franchised ONE-HOUR MARTINIZING complete drycleaning 


plant and a wash-and-dry department available in several good areas 
throughout Florida. We can have your plant set up and installed ready 
for business this fall. Contact Sand-Piper Sales Company, 1648 Bright 
Waters Bivd., St. Petersburg, Florida 8564-11 
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CLEANING PLANTS WANTED 


SITUATIONS WANTED 





» interested in purchasing synthetic package plants in the South 
volume of drycleaning over $1,000 


e-Hour Valet, Inc., 1844 W 


) per week drop-in business 


Flagler Street, Miami, Florida. 


8597-1 


WANTED TO BUY. AM INTERESTED IN A SMALL TO MEDIUM-SIZE 
DRYCLEANING PLANT IN CHICAGO OR ADJACENT SUBURB. WILL 
PROVIDE CAPITAL AND IMMEDIATE VOLUME OF WHOLESALE WORK 
WHICH WILL BE CONSTANTLY INCREASED. ADDRESS: Box 8620, NA- 
TIONAL CLEANER & DYER. ! 








CONSULTANTS 


IN TROUBLE? Our chemical analysis of garments and laboratory reports 
piace responsibility for damage, and save your money. Charges light 
HUBBARD TEXTILE CONSULTING BUREAU, RT. 3, CHARLOTTESVILLE, 
VA 

: 6040-25 





LET US TELL YOUR CUSTOMER! Impartial lab 


jamage for 


ratory reports on garment 


settlement of claims, expert testimony for arbitration or 


TEXTILE ANALYSIS SERVICE, 
3635-25 


referee. Prompt service, reasonable fee 


$ Auburn St., Concor N.H 








HELP WANTED 
TECHNICAL DIRECTOR. Experienced CHEMIST to formulate and develop 


chemical specialties for drycleaning trade. Growing chemical manufac 
turer located in Ohio. Salary, bonus, all inquiries confidential. AD- 


DRESS: Box 8534, NATIONAL CLEANER & DYER. 7 





EQUIPMENT SALESMAN, WASHINGTON, D. C. Knowledge 


of dryclean- 
ng essential, 


opportunity for substantial earnings and advancement. In 
reply give complete resume of background and 


strict confidence 


; state salary require- 
ments. All replies held in 


TIONAL CLEANER & DYER. 


ADDRESS: Box 8582, NA- 


Leading House of Specialties to 


laundry and cleaning industry is looking 
several men, 


presently calling on the trade 
ine, high commissions, ‘protected terrifory 
machinery man. Various territories 2pen 
Jackson Heights 72, N. Y 


for Excellent competitive 
Ideal sideline for 
B & G Lieberman Co., 


soap or 
Box 2927, 
8586-7 


Sales manager for 


routes. Modern 


juces g d 


family laundry and drycleaning plant operating 26 
offering laundry, drycleaning, all specialties. Pro 
Located in Long Island. Generous starting salary 
background in the laundry and drycleaning field de 
sirable. Excellent and steady job in wonderful country surroundings for 
ne who qualifies. Write Wesley Springhorn, Sr., Park Street, Blue Point, 


N. Y 8608-7 


plant 
quality 
Experience and 


Plant manager wanted for 


well-established Long Island, New York, plant 
premium quality and service. Excellent opportunity for ex 
all-around man who knows quality production and can step 


into any job in the plant. ADDRESS: Box 8610, NATIONAL CLEANER 
& DYER. 7 


known for 


perienced, 


Superintendent for drycleaning department in modern plant central New 
York, capable of handling production and instructing employees in all 
departments. Excellent opportunity for qualified man. ADDRESS: Box 
8632, NATIONAL CLEANER & DYER. 7 


WANTED: Aggressive laundry supply salesman and/or manager to par- 
ticipate in profits in laundry supply house located in Florida. 
have background and ability in management and sales 
tunifty—minimum 


Man must 
Excellent oppor- 
drawing account—maximum percent profits arrange- 
ment available to right man. ADDRESS: Box 8633, NATIONAL eee 
& DYER. 








SALESMEN-DISTRIBUTORS WANTED 


DISTRIBUTORS-JOBBERS for wire garment hangers. Exclusive territories 


still available. DIAMOND WIRE HANGER CO., CLAIRTON, PA. Mirs. of 
Wire Coat Hangers 8414-14 





Salesman with present line of laundry or drycleaning supplies in Massa- 
chusetts or New England to add our line of shirt boxes. Attractive propo- 
sition. Moody Supply, 750 Moody Street, Waltham, Mass. 8609-14 


Manufacturer's representatives wanted to sell quality foam press pad line 
to jobbers. Attractive commission program. West Coast and New York 
Write Norjac Foam & Fabric, 819 N.W. 23rd, Oklahoma 

8612-14 


areas available 
City, Oklahoma 


108 


Manager's position wanted, in package plant if possible. Strictly sober, 
managerial experience, family man, age 42. Twenty-two years in the 
eening | industry. ADDRESS: Box 8366, NATIONAL CLEANER & DYER. -5 


Wanted Position as manager in quality drycleaning plant. Over thirty 
years experience in all phases of the industry. Can give best of refer 
ences as to my ability to maintain quality and production at minimum 
costs. Prefer Ohio, Michigan or Wisconsin. ADDRESS: Box 8592, NA- 
TIONAL CLEANER & DYER. 5 


TOP-NOTCH MANAGER: Synthetic plant—shirts. Age 42, able to assume 
complete responsibility. Experienced in all departments. Prefer metro- 
politan New York City. ADDRESS: Box 8598, NATIONAL CLEANER & 
DYER. 5 


Production manager—34 years experience in drycleaning—from 28 dif- 
ferent plants throughout the nation—I also own and operate my own 
plant—I will work for you one month or six months at one-hundred 
and eighty dollars per week—Write now for open date on schedule 
ADDRESS: Box 8599, NATIONAL CLEANER & DYER +5 
Silk-wool spotter, experienced to give you high quality work and pro 
duction reliable married man with fine educational background 
in cleaning industry, desires steady position with reliable concern. Syn 
thetic or petroleum plant. Eastern states. ADDRESS: Box 8605, NATIONAL 
CLEANER & DYER. 5 


Sober, 


First-class cleaner and spotter wants position with reliable concern. 25 
} 

Best of reference 

Phone Victor 


8606-5 


years experience. 10 years as plant superintendent 
James K. Rorie, Box 2540, R. R. 14, Affton 23, 
3-9915 (suburban St. Louis) 


Missouri 


Drycleaning production manager capable of assuming complete charge 


of large operation and training of help in all departments, familiar with 
latest methods and incentives, one who knows what costs should be and 
how to keep them in line and able to furnish best of references 


ADDRESS: Box 8607, NATIONAL CLEANER & DYER. 5 


Job wanted by young man 24 years old. JUST GRADUATED FROM 
N.1.D., GENERAL COURSE. 8 years in drycleaning industry. Married, 
very dependable and full of ambition. Prefers to locate in Wisconsin 


ADDRESS: Box 8616, NATIONAL CLEANER & DYER. 5 
SALES MANAGER POSITION WANTED: In drycleaning plant. Have 


large experience to handle stores, to boost sales, handle route salesmen, 
organize new territories. 49 years old, married, childless. ADDRESS: Box 
8617, NATIONAL CLEANER & DYER. 5 


MANAGER'S POSITION WANTED in drycleaning plant. Have 27 years 
experience in all phases of the industry. Am quality spotter Can give 
production, can organize and give quality work at minimum cost Syn- 
thetic or petroleum plant. Married, childless man, 48 years old with fine 
educational background. ADDRESS: Box 8618, NATIONAL CLEANER & 


DYER. - 


MANAGER: Have 15 years experience supervising all phases of dry- 
cleaning plant operations. Total of 27 years in this business. GRADUATE 
OF N.I.D. MANAGEMENT COURSE. Age 49, married. Desire to locate 
in southern Ohio or northern Kentucky. ADDRESS: Box 8619, NATIONAL 
CLEANER & DYER. +5 


Spanish Bilingual—N.I.D. graduate. 14 years experience in production 
supervision. Familiar with synthetic and petroleum units. Fancy spotter. 
ADDRESS: Box 8625, NATIONAL CLEANER & DYER. 5 








BUSINESS SERVICE 


Double-breasted made single—$9.95. Rayon suits—$19.95. Transforming 
suits to tuxedos combination—$6.95. By mail. Talis, 11 Pleasant St., 
Weresster, Mass. 8137-10 





DIRECT M MAIL “ADVERTISING for cleaners that gets new ‘besiness at low 
cost . . reactivates old customers. Write for free samples of famous 
Kolorcards. Reba Martin, Inc., 4201 N. W. 2nd Ave., Miami 37, Fla. 

5947-10 


BOOST YOUR BUSINESS with an outstanding low-cost newspaper adver- 
tising program—"IT’'S A JOB FOR " Proven successful. Ex- 
clusive rights available. Write for FREE proofs and details. Korff Adver- 
tising, 833 Iroquois Drive, S.E., Grand Rapids 6, Michigan. 8611-10 








SEWING ROOM SUPPLIES 


SAVE 60%. ON TALONZIPPERS—i dozen Talon trouserzippers $1.50 
(store price $4.20)—100 only $11.50. We send you free our price list 
with amazing bargains in Talonzippers, leatherpatches, knitted cuffs, 
buttons, thread, complete trimmings line. Nassau Notionhouse, Nassau, 
N. Y. 8596-42 





NATIONAL CLEANER & DYER 














WHOLESALE DYEING FOR THE TRADE 





SUEDE, LEATHER AND FUR SERVICES (Cont'd) 





SHARP'S REDYEING COMPANY—DYEING EXCLUSIVELY. WHOLESALE 
ONLY. We are now located in a large building and, in addition to our 
regular service on garments and household goods, are equipped to give 
you a complete service on rugs and carpets, any size. 977 Jackson Ave- 
nue, Memphis, Tennessee. 160-12 


LOEBL DYEING IS THE FINEST QUALITY PRODUCED. All garments are 
deluxe semi-finished, wrinkle-free, soft feel, easy-to-press. Individual 
inspection of each piece assures satisfaction or money back. We special- 
ize in draperies, slipcovers and rugs. Loebl's dye all colors every day 
Quick service to parcel-post shippers always. Use LOEBL’S EXPERT 
WHOLESALE DYEING SERVICE NOW for better work—bigger profits 
LOEBL DYE WORKS, INC., 348 W. SALEM AVE., ROANOKE, VA. 7003-12 


Dyeing Is Our Business—*‘Science in the Art of Dyeing’ by the South's 
most modern dyehouse. Our 24- to 48-hour SERVICE on garments, house- 
hold items and rugs is unmatched. Let's get acquainted NOW for bigger 
profits. DUFFEN DYE WORKS, 221 County St., Portmouth, Virginia. 

7638-12 








SUEDE, LEATHER AND FUR SERVICES 


SUEDES AND LEATHERS cleaned and dyed to perfection. Prompt service 


Fully insured. Any jacket $3.75. Ship to THE SUEDE KING, 1311 East 
State Street, Sharon, Pa 5234-13 





Wholesale leather and suede cleaning, redyeing, refinishing. Hundreds 
of satisfied customers in every state. Open account. Try our exclusive 
DAVOTEX process. You will become a regular customer. C.O.D. CLEAN- 
ING & DYEING CO., 1430 Harrison St., Davenport, Iowa. 6055-13 


Suede and Leather Specialists. ‘‘Lano-Lustre’ process. Member 5.L.R.A. 
Natural oils, color and softness restores. Send for information folder and 
price list. Free window display sign with first job. One-week service. 
Send to—Wardrobe Service, 1304 McGee, Kansas City, Missouri. 8088-13 


Suede and leather garments cleaned and refinished-using the most mod- 
ern methods and equipment—-GOOD WORK GUARANTEED. Suede 
jackets—$5.00, suede coats—$10.00, handbags from $3.00, gloves (short 
white) 50¢. COMPLETE REPAIR DEPT. Established 1912. COLE LEATHER 
CLEANERS, 1287 SECOND AVE., NEW YORK 21, N. Y., LEHIGH 5-0250. 

8492-13 


Coming Next Month 





Suede and Leather garments cleaned and refinished. We also change the 
color of suede. Send for price list. Advance Leather Coloring, 1628 Pitkin 
Avenue, Brooklyn 12, N. Y 5849-13 


SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed “‘FRENCH- 
TEX” process. Jackets—$5, coats—$i10. LaFRANCE DYE HOUSE, 7606 
Carnegie Ave., Cleveland 3, Ohio. ‘‘Members of the S.L.R.A 7947-13 


NOW RICHARD KELLEY 
leather processing service. Send for information folder and price list. 
MEL-O-FLEX SUEDE AND LEATHER REFINISHERS, 500 West Grand 
Avenue, Oklahoma City 2, Oklahoma. MEMBER N. I. D. AND S. L. R. A. 

8569-13 


offers an outstanding wholesale suede and 








TRAINING SCHOOLS AND INSTRUCTIONS 
LEARN TAILORING, REPAIRING, DESIGNING and CUTTING on men's 


and women’s garments. ({ separate books.) Free booklets describing these 
books sent on request. Resident courses also. Master Designer, Dept. K, 
400 S. State Street, Chicago, Ill 5670-15 


HUBBARD DRYCLEANING AND REDYEING SCHOOL, Route 5, 
lottesville, Virginia. drycleaning 
spotting z3 and dyeing. Study while you work and 
do both to advance yourself. Catalog sent on request. A CORRESPOND- 
ENCE SCHOOL SERVING THE INDUSTRY SINCE 1932. 5902-15 





Char- 


Courses offered in (petroleum and 


synthetic) wetcleanir 


We teach re-weaving by mail. New all-metal instrument, easy-to-use 
instructions. Write for free literature. F. S. Peters, 1901 South Jackson 
Street, Little Rock, Ark 8360-15 


BIG EXTRA PROFITS IN INVISIBLE REWEAVING! Do it yourseli—in 
your own shop giving customers finest work and prompt service. Find 
out how quickly you can jearn to make holes, tears, cuts DISAPPEAR 
from all clothing and fabrics. Famous original Fabricon professional 
method pays up to $10 in an hour—ALL PROFITS! Write for FREE details. 
Fabricon, Dept. R R, 6238 Broadway, Chicago 40, Illinois. 8398-15 


LEARN REWEAVING, ALTERATIONS, REPAIRS, pattern drafting, block- 
ing, grading, pressing, pants making, men's and ladies’ custom tailoring, 

ne of America’s finest tailoring schools. Superior simplified training. 
Please write for free literature. Empire Institute of Tailoring, 422-A East 
5th Street, Hazleton, Pennsylvania 7129-15 


in the big DO-IT-NOW series . . . 





With this important chapter— 


and with the customary, practical 





CHAPTER 


FIVE: 


POWER 











checklists—you'll be able to answer such questions as 


>» Which equipment shall | select for my purposes? 


> What size should I buy? 


> How should it be installed? 


>» Where should it be installed? 
>» How should it be maintained? 


Chapter 5 will cover the selection, installation and maintenance of just about 
every piece of equipment that calls for power! Don't miss it! 
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305 East 45th Street, New York 17, N. Y. 


ORegon 9-4000 











REWEAVING 


MERCHANDISE FOR SALE 





“40°/, PROFIT WITHOUT INVESTMENT.” Send us garments with burns, 
rips, holes to be skillfully rewoven by the exclusive WONDERWEAVE 
method. 100 operators, fast service. All work guaranteed for life of gar- 
ment. No investment, time or labor required. OR, do your own reweav- 
ing. We sell equipment for $12 complete with instructions. Replacement 
points $6 each. Write to Wonder Weavers, established 1899, 44 Whalley 
Avenue. Dept. 9, New Haven, Connecticut 3298-2° 


HEDDA MOHL, REWEAVER, formerly VIENNA, PARIS. Original French 
weaving, reweaving, stoting, invisible mending. Holes, burns and tears 
expertly rewoven. Quick service. Satisfaction guaranteed. Wholesale 
prices. Return postage paid 48-hour service. (Promotion kit free.) Hedda 
Mohl, Reweaver, Colorado Springs, Colorado. East of Chicago, Hedda 
Mohl, 832 Montrose Ave., Chicago 13 4839-29 


REWEAVING, ONE-DAY SERVICE: Cigarette burns, moth-holes, tears, 
spots in clothes, linens, rugs, upholstery fabrics, like new. Smal! jobs 
returned same day. Send garments for estimate. GIVE US A TRIAL 
You'll be amazed to see the difference between our work and what 
you've been getting. Established 1910. American Textile Weaving Co., 
5 N. Wabash Ave., Chicago 2, Ill. 5516-20 


FOR GUARANTEED REWEAVING SERVICE ship your next damaged 
garment to us. We use the real French-Rochester Method only. Send us 
the difficult jobs that others reject. We will do it right or no charge. 
French Textile Co., Dept. N, 428 Avenue A, Rochester 21, N. Y. 5831-29 


REWEAVING. Complete SALES KIT FREE including signs, advertising 
mats, instruction book, PRICING CHART, werk tickets and envelopes at 
NO CHARGE. A prompt efficient WHOLESALE service at a MODERATE 
COST. We reweave the exact pattern in all fabrics. Our complete re 
weaving service will make you a satisfied, permanent customer. Send 
garment for estirnate. Open accounts if desired. Return postage puwid 
MONEY BACK GUARANTEE. CINCINNATI REPAIR SERVICE, 41! Race 
St., Cincinnati 2, Ohio 6066-29 


MONEY BACK GUARANTEED REWEAVING. Best possible methods 
None better. Display signs, pricing charts, etc. We supply at no charge 
everything necessary to sel] this fine service. Liberal discount. Open 
accounts. Return postage paid. Send garment for estimate or ask for 
Sales Kit. WEAVE MASTERS, 413 Race S!., Cincinnati 2, Ohio. 7369-29 


RE-WEAVING AT LOWEST WHOLESALE PRICES, 1-day service, we pay 
return postage, work guaranteed for the life of the garment. Satisfactior 
or no charge. Special low prices on large damages. Free estimates in ad 
vance if requested. Write for free signs, pricing rulers, labels. THRIFTY 
WEAVERS, 1412 Adams St., Toledo 2, Ohio. 7446-29 


The old reliable “BERGER DAMAGE REWEAVING” serving the cleaners 
and tailors trade almost forty years. The finest type of skilled work only 
Prompt service, reasonably priced. Our work wins you good will. Esti- 
mates cheerfully made. Return postage paid by us. If you want the 

Best,’ mail your jobs to “BERGER DAMAGE REWEAVING COMPANY,” 
765 Madison Avenue, New York 21, N. Y. 5966-29 


FREE SALES KIT—We are ‘‘America’s Leading Reweaving Service,"’ fea- 
turing 24-hour service. We reweave all sizes of damages in al] kinds of 
materials. GLOBE WEAVING SERVICE, 210 W. Van Buren Street, Chi- 
cago, Illinois 8516-29 


AUTHENTIC FRENCH REWEAVING also stoting and expert mending 
Coast to coast, one-day service. We are THE WEAVER’S WEAVERS for 
those weavers who are not equipped for French reweaving. Priced to 
allow you a profit. FAHEY’S, 904 Main Street, Hartford, Conn 8584-29 


REWEAVING BY THE SUPERIOR FRENCH PROCESS. MOTH HOLES, 
BURNS, ETC., REWOVEN TO THE EXACT PATTERN. COAST-TO-COAST. 
MODERATE PRICES. SMALL DAMAGES RETURNED SAME DAY RE- 
CEIVED. SATISFACTION GUARANTEED. SEND A TRIAL ORDER TO- 
DAY. R. M. WEISSERT, 315 NORTH 7TH ST., ST. LOUIS, MO. 5545-29 





WHENEVER 
YOU WRITE 
USE THE 


ZONE 
NUMBER 


it's the key 


to prompt 
and efficient 


mail service 











MANUFACTURER SELLING OUT SURPLUS 24x36 NYLON LAUNDRY 
NETS, $13.50 PER DOZEN, FINEST QUALITY, SUPPLY LIMITED. L. S. 
SUPPLY COMPANY, 211-57 18th AVENUE, BAYSIDE 60, N.Y. 7717-45 


PERC-O-METER CHECKS PERC LOSS. DON’T WASTE PERC. A must for 
all drycleaners using Pere with a still. Money-back guarantee. Only $5. 
PERC-O-METER CO., 61 Little Street, Belleville, New Jersey. 8548-45 








POWER PLANT EQUIPMENT FOR SALE 


For sale: One—15 HP. Mund high-pressure boiler complete with stack, 
water pump, automatic gas burner. Excellent condition. In use only four 
years. $800. D & J Overall Laundry, Inc., 211 39th St., Moline, Ilinois. 

8408-36 











MACHINERY WANTED 


WANTED: USED HOFFMAN UTILITY PRESSES, any model, anv amount. 
Address: “"M.A.T.S.A." Dr. Pasteur 113, MEXICO 7, D. F., MEXICO. 
5703-3 





WANTED: MERCURY CLEANING MACHINES ANY AMOUNT. R. C. 
GROSS, 1635 S. W. 70th AVENUE, MIAMI, FLORIDA. 8629-3 








MACHINERY FOR SALE 


Two-roll, 100” and 120” AMERICAN and C/L RETURN FEED IRONERS. 
MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y 8310-4 
42 x 84” AMERICAN MASTER CASCADE double end driven Mone! metal 
washers, two-compartment two-door cylinders, motor-driven. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 
N. Y 8309.4 





IMPERIAL CLEANING MACHINERY COMPANY, 12! Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has available American Notrux extractor, 
American 8- and 6-roll ironer, American Cascade 42 x 84, also 9-pocket 
stainless washer, Hoffman drycleaning and laundry washers, Pellerin- 
Milnor automatic washers, Hoffman and American 30, 48 and 60” extrac- 
tors for laundries and cleaners, Hoffman 140F and synthetic cleaning 
unit. Also Prosperity, Mercury, Manitowoc, Columbia, Butler, Sec-O- 
Matic synthetic units with Hoyt solvent savers, Prosperity 2-girl shirt 
unit, Bendix washers, Bock extractors; Huebsch tumblers for launderettes. 

8434-4 
IMPERIAL CLEANING MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has Sec-O-Matic synthetic unit with solvent 
saver—Mercury—140F unit—60 Ib. Automatic unit—10 lb. Columbia unit. 

8435-4 


IMPERIAL CLEANING MACHINERY COMPANY, 12! Greenpoint Ave., 
Brooklyn, N. Y. EV -9-6585, has available laundry and drycleaning 
equipment from several modern plants. Price reasonable, with terms. 
Request availability list without obligation. 8436-4 


IMPERIAL CLEANING MACHINERY COMPANY, 12! Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has large stock of new and rebuilt equip- 
ment, reasonable prices and terms, one-year guarantee. Individual ma- 
chines or complete plants for laundry, synthetic or petroleum, also laun- 
derette. List the machines you have for sale with us. 8437-4 


Shirt laundry unit—new—includes Ajax automatic sleever—40°%, off. 
Coronet Dry Cleaners, 3816 Main Street, Weirton, W. Va. 8604-4 


HOFFMAN VACUUM STILL, capacity 30 gallons per hour, explosion- 
proof motor and pump, absolutely like new. 100% factory overhaul. 
Davenport, Box 152, Louisville, Kentucky. JUniper 2-2661. 8561-4 


1953 UNIPRESS CABINET SLEEVER. Very good condition. New Monello 
and Flamone!l pads. $850. Parisian Cleaners, 127 West Flagler St., Miami 
36, Florida. 8630-4 


We buy and sell complete drycleaning plants. Also have a complete 
line of up-to-date, rebuilt and new drycleaning equipment. Contact us 
for your machinery needs at bargain prices. WILLIAMS LAUNDRY MA- 
CHINERY CO., INC., 37-37 9th Street, Long Island City 1, N. Y., STill- 
well 6-6666. 8291-4 


Cook 50 Ib. open-end washer less than one year old. Graydon Collier 
Company, Anderson, Indiana. 6631-4 
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Mr. Manufacturer: 
Next Month... 


DO-IT-NOW 


Covers 


POWER 





Next month’s chapter 
in DO-IT-NOW 

will be must-reading 
for not only 
plantowners, but for 
salesmen and 

jobbers as well. 


It will cover the 
selection, the 
installation and 
the maintenance of 


every major piece of 





equipment that has 





to do with power. 





available 

at cost 

while they last: 
reprints of this 
important chapter 
for 

“THE MEN WHO SELL” 
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The Customers Always Write 


Thanks From Alumni 


lo the Editor 
As president ot 


NID Alumni Societ 


the Alumni’s sincers 


the Pi ¢ hapter 
I wish to express 
ippreciation for 
the assistance you have rendered ow 


Western group Lou 


tremendous he Ip in getting Pi Chapter 


Bellew was a 


ictivities under way this past year. | 
W sh you personally could have en 
happiness ot Miss Mike 


upon receiving the 


joved the 
ilumni honor. 
BROOKLYN Harris 
Manager. Western Laboratory 
National Institute of Drvcleaning 
Glendale, Calif. 


Doing It Now 
lo the Editor 


Your article written in August issu¢ 
of The 


magazine 


NATIONAL CLEANER & DYER 
Now’ 


proved very interesting to me. I am 


regarding “Do It 


wondering if I could obtain six copies 

of the 
some of our important plants 

RussELL D. Munro 

Kleenit Inc 

Aver, Mass 


irticle so that I might put it in 


Safe Bundle Drop 


To the Editor 

I have been searching for a couple 
of years for a satisfactory idea for a 
night-slot or what you call “drop bun- 
dle chute,” but all I have seen seem 
to be very exposed to burglary and 
particularly fire risk; i.e., vandals 
dropping a lighted cigarette or even a 
lighted oily rag into the container, 
thus setting clothes alight in the con- 
tainer, and even perhaps spreading 
throughout the building. 

Thus the common trapdoor over 
the footpath is too dangerous, 

However, | wondered if your re- 
porters had seen, in their travels 
throughout the country, any ingenious 
idea? 

One thought I had was to copy the 
banks’ night-slot 


without the necessity for 


trading deposit, 
a key, of 
course. This idea uses a curved sliding 
door; when pushed upwards it brings 
the opening into position with the 
hole in the brickwork. When pushed 
down again, it closes the opening, at 
the same time sealing off the container 
of clothes underneath 


This would be 100 percent effective 


igainst burglarly, but not against fire. 
[To minimize the latter, the containe 
could be made of metal, including a 
hinged metal lid, which springs shut 
when the have dropped 
through. The idea being that it would 
confine any fire 


clothes 


and also starve it of 
extent, so that the fire 
would gradually die out 


air to some 


Have you seen anything like this or 
other 
plants? I would be most grateful for 
your help 


suitable ideas in American 


J. W. ANDERSON 
Derwent Valet Cleaners 
New Norfolk. Tasmania 


Frankly, I know of no drycleaner 
who has used a bank-type night de 
pository. As a matter of fact, the prob- 
lem of pilferage or vandalism is really 
not serious. | know many cleaners who 
use a conventional depository and 
have yet to hear of any damage from 
them. The use of keys and other safety 
measures really complicates a very 
simple situation. However, if you go 
into the type you mention I would like 
to hear more about it-—Eprror 


Spotting by Mail 
To the Editor 

I have just finished reading your 
November 1956 issue of The Na- 
TIONAL CLEANER & Dyer and I came 
across an artic le | would like to know 
more about. 

The article is “They Learned Spot- 
ting by Mail.” I would appreciate it 
if you would send me any informa- 
tion on how I could learn spotting 
this way. If it is still in effect, I 
would like to know where to write 
for the material I need. 

ARCHIE WRIGHT 
c/o Splendid Cleaners 
Needham Heights, Mass. 


The article was based on the expe- 
rience of spotters who took the corres- 
pondence course offered by the Na- 





Let's Hear From You... 


We welcome your inquiries, your 
views about every phase of the dry- 
cleaning industry, your problems and 
your solutions to problems. Address: 
The Editor 
National Cleaner & Dyer 
305 East 45th Street 
New York 17, N. Y. 











tional Institute of Drycleaning at 

Silver Spring, Md. Write to the NID 

Registrar for further information. 
—FEpIror 


Plant Layout Help 


To the Editor 
We are 
drycleaning plant soon, starting with 


planning to open another 


minimum equipment, We have some 
idea of the installation but, since we 
made so many mistakes when we 
opened this one, we would like some 
help in planning a new one. 

The size will be 25 by 100. If you 
can give us any information on front 
design and drive-in windows it would 
help. I am enclosing a list of the 
equipment that we plan to start with. 

If you can give us information on 
floor plan, ventilation, placement of 
equipment, slickrails and call office 
it would be appreciated 

LEONARD PRESS 
Cavalier Cleaners & Launderers 
Dayton, Ohio 


It is difficult to give detailed floor 
plans for individual plants since so 
many factors enter in, such as location 
of stairwells, rest rooms, supporting 
columns, water and sewage lines. We 
suggest the plantowner contact the 
local jobber or manufacturer whose 
equipment he purchased. Most firms 
offer this service to their customers. 
We also suggest our booklets, “Guide 
to Plant Layout” and “Guide to Con- 
struction and Remodeling,” available 
at $1 each.—EnpitTor 


Packaging Accessory 
To the Editor: 

I read with interest in your July 
1958 issue of The NATIONAL CLEANER 
& Dyer the article written by Mr. Art 
Schuelke on packaging and delivery 
and would like to know where to get 
the colored bands that the individually 
packaged shirts are held together with. 
The several individually poly-pack- 
shirts held together by the 
colored bands are shown on page 15. 

If possible I would like to know the 
name and address of the cleaner de- 
scribed in the article. 


aged 


REUBEN COHEN 
New Orleans, La. 


The information has been sent to 
the reader —Epiror 
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Per 50 designed to provide the finest cleaning with maximum solvent 
mileage, lowest operating and maintenance costs. 


mercury numatic 


Progressive cleaners are modernizing the New Twin-Disc Fluid Drive controls acceleration for 

Mercury Lease-Purchase way. Frees working smoother operation. Reduces vibration and main- 
° ° . tenance. 

capital . . . improves tax picture. 


Per 50 pictured above is fully automatic, with dry New Heavy Duty Transmission with double belt 


load capacity of 45—50 Ibs. per load . . . $2000 to drive. 


$2500 weekly volume. Mercury-Hoyt Solvo-Miser supplied; optional. 


New Clover-Leaf Muck Stripper attached to 2000 
GPH Monel Tubular Filter ‘valves away the muck’ 

. reduces filter pressure for fast solvent flow. 
Eliminates chore of cleaning filter. Over 10,000 Clover-Loaf Muck Stripper 


Ibs. mileage per drum of P and Monel Tubular Filter 
P gep ¥ erc. available as unit for use with 


Petroleum units also available 
140F or Stoddard solvent. 


. . . . . P ' 
New Automatic Still provides greater capacity with any Toe a, See ee 


Pr ‘9 os ee saves solvent, 
no ‘‘foam-over,"’ no ‘surge. 


saves filter cleaning 


Over 4600 Successful Mercury Owners in 49 States 


Washer-Extractor units priced from $3595. 


CLEANING SYSTEMS, INC. 











1817 Benson Avenue, Evanston, Illinois ¢ DAvis 8-0710 

















NEW Butler 150 Synthetic unit 


Heart /of the first scientifically 
balanced dry cleaning system 


Here it is! Balanced dry cleaning to help you get mor Variable wash cycle— May be varied from 1 to 


business through better quality than ever before. Every Widest range in the industry 


thing solvent flow. solvent level washing and extracting Divided-pocket cylinder Provides greatest penetration of 


} 


speed, filtration, distillation, re« lamation—everything that perc, maximum solvent flow through garments 


ontributes to highest qu ilitv cleaning is scientifically bal Smooth as silk extraction Internal bracing proper spe¢ a 
inced in this new Butler dry cleaning system a system and structural refinements eliminate vibration 


sO ble yo an ve ge vacity in surprisingly , 
— le you can achi¢ ni — ; tT Big capacity—Turns out more work per dollar of investmen 
littie space . : 

Operations manual— New, expertly written, crystal-cl 


And at the heart of the system lies the brand new Butler 
easy-to-follow instructions for complete operation 


150 synthetic unit. Here are some of its outstanding fea 
maintenance 


tures 
If you want to do the very best cleaning in the easiest 
Easy to run—Only four motor-driven valves. Only one dial possible way with the least amount of maintenance 


to set. Other makes have as many as 14 valves to twist, four contact your Butler representative. Ask him about the new 


or five dials to set Butler 150—and the balanced dry cleaning system 


BUTLER MANUFACTURING COMPANY 


7452 East 13th Street, Kansas City 26, Missouri 
G _ wa qu Dept. 13, Room 602, 103 Park Avenue, New York 17, New York 
C7 -)/ th yf Dept. 23, 1858 Cheshire Road, N.E., Atlanta, Georgia 
3414 N. Harlem Avenue, Chicago 34, Illinois 
8905 Lake Avenue, Cleveland 2, Ohio 


Manufacturers of Dry Cleaners Equipment + Buildings + Oil Equipment + Farm Equipment + Outdoor Advertising Equipment + Custom Fabrication 





